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HING? 


Enthusiastic has been the nation- 
wide response to the message and 
slogan “Build With the Bonus,” 
broadcast by the AMERICAN LUMBER- 
MAN in its issue of Feb. 1. Many 
manufacturers, dealers and associa- 
tion executives are following the 
suggestion set forth therein. Some 
typical replies follow: 


Front page of your Feb. 1 issue is 
what we would call a “Big Bertha.” 
We intend in our regular advertising 
to keep reminding the boys that the 
best investment they can make of their 
bonus money is to start to get a home, 
or to repair, remodel, repaint etc.— 
F. D. BEarLy, president F. D. Bearly 
Lumber Co., Oklahoma City, Okla. 


We have read front cover of your 
Feb. 1 issue, and are using this copy 
as basis of our newspaper advertising 
addressed to the veterans. Certainly 
they can not use their money to bet- 
ter advantage than for the building or 
repairing of homes. We urge all lum- 
ber dealers to contribute to the wel- 
fare of the country by inducing the 
veterans to invest in homes and home 
improvement.—A. T. M. Rust, secre- 
tary-treasurer Economy Lumber Co., 
Christiansburg, Va. 


This is just another instance show- 
ing that the AMERICAN LUMBERMAN 
is right on its toes to help the lumber 
dealers help themselves. We have been 
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doing a great deal of thinking along 
the lines of encouraging the veterans 
to use their money on their homes.— 


ber & Supply Co., Meridian, Miss. 


I noticed front cover of your last 
issue. The suggestion is a very good 
one. The soldiers’ bonus does indeed 
afford dealers an opportunity to serve 
themselves and at the same time en- 
courage the very best use of these 
funds. We shall most assuredly take 
action on this matter in the near fu- 
ture—W. W. ANDERSON, general 
manager Anderson Lumber Co., 


Ogden, Utah. 


The issue is a live one, and should 
be taken advantage of by all dealers. 
—W. J. STERNER, president Sterner 
Coal & Lumber Co., Belmar, N. J. 


We observed front cover of your 

Feb. 1 issue with much interest, and 

think the idea set forth should be car- 

ried out by every lumber manufac- 

turer, dealer and salesman. We in- 

tend to put on a campaign in this 

section and endeavor to get every dol- 

lar possible into homes and repairs.— 

| M. P. Tinstey, Smith Lumber Co., 
'| Red Bay, Ala. 


I noticed your Feb. 1 issue and feel 
| | that the message conveyed, respecting 
| the sales opportunities for lumber in- 
volved in bonus [Turn to page 23] 
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AMERICAN LUMBERMAN 


things are different this year . . 


Most mills have been enjoying unusually good 
Winter business—mill inventories are lower— 
Spring building prospects are the best in years. 
Will you have enough lumber to take care of your 
trade? Not if you wait until the last minute 
to place your orders. Winton has well assorted 
stocks and can make prompt shipments. Why not 
play safe by letting Winton book your orders NOW so you'll 
not miss any of that profitable early Spring business? 


IDAHO WHITE PINE ® PONDEROSA PINE ® WHITE SPRUCE ® DOUGLAS FIR 
WESTERN HEMLOCK ® RED CEDAR SIDING AND SHINGLES 


February 15, 193¢ 


GOOD 
LUMBER 





WHITE PINE MILLS: Winton Lumber Company, Gibbs, Idaho: PONDEROSA PINE MILLS: Ewauna Box Company, Klamath Falls, 
SPRUCE MILLS: The Pas Lumber Co., Ltd., The Pas, Manitoba, Oregon — Somers Lumber Company, Somers, Montana. 





WMTW LUYBV LES Cl 


= STOP 322572, PAR [OX 


APPLY OR THE S068, 
PAINT OR VARTUSH 
RIGHT OVER IT. 


PAR-TOX is a new tvpe of toxic 
chemical treatment for lumber. Eas- 
ily and economically applied, it 
quickly penetrates the fiber and 
renders it immune to all forms of 
decay and termite attack. 


PAR-TOXxX is particularly adapt- 
ed for sash and porchwork 
treatment --- may be brushed 
on the job and painted over 
without loss of time. Mill- 
work plants may use the 
dipping treatment. Every 
millwork manufacturer 
should investigate 
PAR-TOX. Every 
dealer should sell it. 
Write TODAY for 
free sample, des- 
criptive folders, 
quantity prices or 
dealer proposition 
--- No Obligation. 
























New! Different! 








Dipping or Brushing 
quickly does the job 
with PAR-TOX. It is 
odorless and colorless. Can 
be painted over, stained, var- 
ished or enameled almost im- 
mediately. 

Make by a concern with a back- 
ground of 75 years’ experience in 
paints, chemicals and wood treat- 
ments. PAR-TOX is different from 
practically all other wood preser- 
vatives in that adequate penetra- 
tion is gained without pressure 
treatment. Prove this by making 
your own tests ---send NOW for 
‘ree sample and descriptive folders. 


5200 ZIP-IN SCREENS 


so manufacturers of the famous _PENETRATION IN HOUSING PROJECT 
PARKER’S PRIMERLESS PUTTY | get We will De —— ee 


pleased to send tinted 


sample so that you can Boulevard Gardens, L. I., New 
oo ye oe SS York—a new low-cost housing 
- RKER ty SONS convinced | project in which over 5,000 


ZIP-IN Screens are installed— 


SMPANY 
Wisconsin 
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many over 50 inches wide. z= - 








Better! Easier to install, re- 


move, clean and store—No FRAMES to cut 
down light and air. This easy-to-handle 
screen is winning new friends every day be- 
cause of its many advantages over old- 
fashioned, wood-frame screens. No fitting. 
In or out in a jiffy! 


ADVERTISED IN NATIONAL 


MAGAZINES 


Offers REAL PROFITS to ag- 
gressive Lumber Dealers. Fewer 
sizes required to meet the needs 
of your customers. Stock this 
fast-selling screen and make 
easier sales, bigger profits! 


JOBBERS IN 


PRINCIPAL 
CITIES 


Write for prices and complete 
details. 





THE CINCINNATI FLY SCREEN CO., Gest and Evans, Cincinnati, O. 


Act of March 3, 1879. 


431 South Dearborn 7} 
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AMERICAN LUMBERMAN 


The Art of Retail Lumber Selling Enters 
Upon a New Era 


HE LUMBER business begins a 
new era of selling. The dealers’ 
convention programs have revolved 

around the idea of salesmanship, and the 
same idea is in their minds as they make 
their plans for the building months ahead. 
Lumbermen have always regarded them- 
selves as salesmen; but new events make 
necessary certain changes in policies. 
Conditions are in one sense making sales- 
manship easier. A national shortage of 
houses meets a returning readiness of the 
public to make capital investments. The 
government offers a sound method of 
financing, and private capitalists are more 
ready to make loans. Never before have 
so many new and desirable factors been 
available in the making of houses ; insula- 
tion, air-conditioning, new millwork fea- 
tures, new types of flooring, new discov- 
eries in heating, lighting and plumbing. 
Not for years has the public been so 
home-conscious. 


3ut with this market there are diffi- 
culties. Various interests outside the 
regular building industry are coveting 
this growing market. Attempts are in 
the making to capture the control of house 
construction by interests that know not 
the retail dealer. 


When the prospective buyer comes to 
the lumber yard the dealer’s troubles and 
responsibilities are not over. This buyer 
probably knows little and cares less about 
the industry’s traditions. He has learned 
in other fields to expect a delivered 
article, sound in design and engineering, 
fitted to his exact needs, financed on an 
amortizing basis if the price is large, and 
sold to him at a definite unit price. He 
is first bewildered, then irritated, if in 
buying a house-construction job he must 
deal with several material men, several 
sets of mechanics, the city, the loan agent, 
be his own construction superintendent, 
and take all the risk of co-ordinating 
these partial services, each one of which 
is concerned merely with selling certain 
materials or skilled labor, and takes no 
responsibility for the completed job. Small 
wonder if the prospect harbors unappre- 
ciative thoughts. 


So the art of retail lumber selling is 
entering a new era. To.induce this de- 
sirable prospect to buy, it is including 
more of his problem in the sale. And 
when the dealer does this, he finds it 
necessary to look in a somewhat different 
way at the services of other parts of the 
industry; manufacturer, wholesaler and 
contractor. They, too, are interested in 
this sale; and it becomes more important 
to enlist their services in a proper way, 
and at a proper price, than it is to chisel 
something off their fair profits. It is no 
longer enough merely to keep a stock out 
of which a persistent customer, who 
knows nothing of suitable grades, can 


collect the material to make something 
that will pass as a house. The new sales- 
manship recognizes that no preliminary 
sale, by manufacturer or wholesaler, is 
really made until the material is part of 
a satisfactory building. It is not a 
sleight-of-hand act that sends the dazzled 
customer away with something that does 
not meet his desires at a price he does 
not fully understand. It is more in the 
nature of organization; the final co-ordi- 
nating of the entire industry, leaving to 
each part that which it can do best, in 
the joint creation of that final sale in 
which the entire industry is interested, 
and upon which its health and profit de- 
pend. 

On another page is an account of the 
work done by a well-known manufacturer 
to reorganize and improve this selling 
technique. That concern makes no claim 
that it is working with a purely altruistic 
motive. It wants to make profits; and 
to do this it wants to increase volume. 
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But to do this, it is attempting to make 
home building easier and more satisfying 
to the owner. It is worth noting that 
this concern is approaching the problem 
in an “over-all” way; including lines and 
items which it does not manufacture. The 
customer looks at his task as a whole; 
the matter of getting a satisfactory house. 
If he is to buy roofing and insulation, he 
must also buy doors and flooring; and 
unless these other articles are well sold 
the roofing and insulation will not be well 
sold, either. 

Retailers must draw a sense of satis- 
faction from the conclusions reached by 
the company referred to through years of 
costly research, that the retail sales pro- 
motion manager is the key man of the 
industry. But this fact must also give 
him a sense of responsibility. If he does 
his job well in this final co-ordination, 
getting the customer his house with the 
least trouble and uncertainty, fitting it 
to the purchaser’s needs and finances, the 
entire industry profits, and the country’s 
living standards rise. The answer to this 
question of co-ordinated selling will not 
be the same in all States, or in all retail 
yards. But the core of the answer will 
certainly be a satisfactory local variation 
of the new salesmanship. 


Reports From the “Sales Front” 
Are Encouraging 


desire to deceive themselves about 

the probable volume of business. 
They have been through a long period in 
which baseless optimism in buying left 
them overstocked. Hence, in the light of 
this past experience, it is particularly not- 
able that visitors at the current conven- 
tions admit they are buying once more 
in quantity. They are proving, in the 
most convincing way, that they do expect 
a return of volume sales. If this confi- 
dence does not rise to the enthusiasm of 
boom periods, at least not yet, it is doubt- 
less just as well; for no experienced re- 
tailer is anxious to start a runaway mar- 
ket. These convention visitors remember 
that this is the year for a national elec- 
tion; and they remember that many 
things, debilitating to business, can hap- 
pen during such a campaign. But allow- 
ing for all these things, retailers are 
filling their bins and are preparing their 
sales organizations for a continuation of 
the upturn in volume. 


Riesire to have not the slightest 


The manager of a suburban metropoli- 
tan yard recently took one of the editors 
of this journal through his warehouses; 
and when the editor remarked that the 
bins seemed pretty well filled the mana- 
ger replied, “I have twenty more cars on 
the way. That will tell you what we 
think about the building prospects.” The 
sales manager of a great sawmill concern 
told the same editor that while his com- 
pany always expected the month of Janu- 


ary to run fifteen to twenty percent be- 
low the year’s average, the month this 
year had run well above the average of 
the company’s estimate for the first six 
months of 1936. It should be added that 
this estimate had been set at a figure so 
high it had been questioned by other man- 
ufacturers. Dealers tell us that they can 
notice a distinct increase in building inter- 
est among their customers. For several 
years retail salesmen have had the experi- 
ence of telling their story over and over 
without lighting a spark of interest. At 
present they say it is unusual for them to 
go over the list of services even with a 
casual and incidental prospect without 
discovering something, big or little, in 
which the prospect admits an active 
interest. 

Reports from the sales front, which are 
the reports carrying weight, indicate 
that 1936 is off to a good start. 





IN A TYPICAL middle western county 
of a half million inhabitants, predomi- 
nantly urban, one out of every 521 people 
bought a piece of real estate in January. 
The Home Building committee of the U. 
S. Building and Loan League gives this 
evidence of improvement in feeling about 
property investments, having gone into 
the case of this typical locality to discover 
straws in the wind of the composite 1936 
opinion of real estate. Real estate trans- 
fers in the analyzed area were at the 
highest point for any January in the past 
five years, 
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“Build With Bonus Sweeps Country 


How the Message Is Being Spread by Advertising, 
Mail, Personal Contact and Speakers at Conventions 


(Continued from Front Page) 
spending, is very appropriate. We have 
issued a circular letter to our subscribers, 
presenting the angles you mentioned, as 
well as others, and urging their co-opera- 
tion, as well as that of their retail dis- 
tributors, in focusing the attention of 
veterans upon the soundness of invest- 
ment in a home.—H. C. BERcKES, secre- 
tary-manager Southern Pine Association, 
New Orleans, La. 


I noted particularly your front cover 
of Feb. 1. From what I learn there is 
considerable being said in the way of 
interesting the veterans in using some of 
the bonus money for investment in 
homes.—J. F. WuccINTON, president 
Florida Louisiana Red Cypress’ Co., 
Jacksonville, Fla. 


The first page of your February issue 
struck me right between the eyes, and I 
immediately got out a bulletin, putting in 
something about the bonus; pointing out 
that no one has more to offer the re- 
cipients of the bonus than has the retail 
lumber dealer—Lro KLarer, JR., secre- 
tary Kentucky Retail Lumber Dealers’ 
Association, Louisville, Ky. 





Starts His Campaign 


P. H. Nunnelley, president G. H. Nunnelley 
Co., Georgetown, Ky., sends this copy of a 
letter which he is mailing to every veteran in 
his community : 


IT'S YOUR MONEY 


And most certainly you should do with it 
just whatever you wish, when you do secure 
the returns from your veteran's Bonus bonds. 
You will of course have many solicitations as 
regards the investment of this money. The 
most of these suggestions you will of course 
rightfully disregard. 


Our purpose in writing you is merely to 
state that if you are interested in any of 
the various commodities to be found at our 
store or lumber yard, we would be more 
than pleased to make you very best prices 
possible, and would of course hope to sup- 
ply your wants. 


As you may know, we have building ma- 
terials or can arrange for the completion 
of the remodeling or building for you of a 
new home or barn—we have farming im- 
plements, stoves and ranges, radios, wash- 
ing machines, electric refrigerators, wire 
fencing, paint, roofing—just too many items 
to begin to name them all. 


Again, if and when you may be interested 
in that new home, remodeling, or any one 
of the thousand-and-one articles that may 
be gotten from us, won't you give us the 
opportunity of talking to you in person? 


With very best wishes for your future suc- 
cess and happiness, we are 
Sincerely, 


THE G. H. NUNNELLEY CO. 


Relative to front page of your Feb. 1 
issue, think your suggestion most practi- 
cal and constructive, not only from the 
standpoint of the lumber interests, but 
for the benefit of the veterans themselves. 
It is our purpose and desire to co-operate 





HAS MADE TWO SALES 
ALREADY 


“Already we have made two sales with 
your Build With the Bonus idea,” J. W. 
Mackemer, energetic lumber dealer of 
Peoria, Ill., told the American LuMBER- 
MAN Tuesday, as he stopped for a little 
chat before going into the opening ses- 
sion of the Illinois Lumber & Material 
Dealers’ Association’s convention at the 
Stevens Hotel in Chicago. 

“One man,” he continued, “has every- 
thing else required to go ahead with his 
new home, and he has agreed to apply 
his bonus money when he receives it, 
so that sale is all set and contract signed. 
And another sale in the same way ‘is also 
agreed to with another man, and sure to 
go through. I think it is a wonderful 
idea, and I got busy on it as soon as I 
saw that Feb. 1 issue of the AMERICAN 
LUMBERMAN.” 











with you in spreading this idea. We are 
preparing an article on the subject to be 
included in our February News Letter, 
and trust that the lumber interests 
throughout the country will follow your 
leadership in promoting the suggestion 


. that every veteran use his bonus money 


to remodel his present home or to make 
a down payment on a new one.—J. W. 
McC ure, secretary-treasurer National 
Hardwood Lumber Association, Chicago. 


We are sending out notices to our 
members calling attention to front page 
of your Feb. 1 issue. I think this is a 
fine idea. At the proper time there ought 
to be some plan worked out that will 
reach every veteran. This may mean 
talks at Legion posts, space advertising, 
and perhaps personalized letters—O. T. 
SWAN, secretary-manager Northern 
Hemlock & Hardwood Manufacturers’ 
Association, Oshkosh, Wis. 


I want to compliment you upon front 
cover of Feb. 1 issue. Certainly it is a 
fine idea to try to get those who will 
receive the bonus to use it towards mod- 
ernization, repairs or building of new 
homes. We hope the industry as a whole 
will take up the idea and make “Build 
With the Bonus” one of the important 
points of its promotion work for 1936.— 
Paut E. KENDALL, secretary-manager 
National Door Manufacturers’ Associa- 
tion, Chicago. 


I think your suggestion is a very good: 
one, and in our next bulletin to our mem- 
bers shall be glad to pass this word along. 
I hope it may prove effective in bringing 
some of the bonus money to the lumber 
industry—W. W. ScHUPNER, secretary 
National-American Wholesale Lumber 
Association, New York. 


Send us as promptly as possible 1,000 
reprints of front page of your Feb. 1 
issue, and we will mail a copy to each 
retail lumber dealer in California, passing 
along your suggestion—J. W. WIL- 
LIAMS, secretary California Redwood As- 
sociation, San Francisco, Calif. 


Sends Out Personal Letters 


Ben Webster, of Webster Lumber 
(Inc.), Mason City, Iowa, has compiled 
a mailing list of all the former service 
men of this community, and has sent 
them personal letters. He says, “This 
has already given us a tremendous kick- 
back in the way of prospects.” The letter 
reads: 


lf You Want a Home .. . This 
Will Interest You 


Dear Comrade: 

Congress has finally realized the justice of ad- 
justing the service man's pay to make it at least 
partly equal to the pay received by those engaged 
in other occupations during war days. 

This is the last compensation able bodied men 
will receive for their war service. It should not 
be spent foolishly. It should not be spent on 
articles that will last but a few months 

It should be used for something permanent and 
lasting; something you and your family may have 
the use of the rest of your lives. 

HERE IS A SUGGESTION 
AS TO HOW TO INVEST IT 


The average adjusted compensation to be re- 
ceived will pay for a desirable city lot or country 
acreage. Having a lot bought and paid for, we 
are prepared to show you how to erect thereon 
a HOME with no additional investment and pay 
no more than you now pay for rent. 

HERE IS AN EXAMPLE OF 
HOW IT WOULD WORK OUT 

Assume you are now paying $25.00 per month 
rent. You receive your ADJUSTED COMPENSA- 
TION and with it buy a lot. We can build you 
a home, the total monthly cost of which, including 
interest, principal, insurance and taxes, would cost 
only $23.07 per month. It figures out this way: 

CONTRACT PRICE OF HOME—$2,500 


Cost per month to pay interest and pay 


the loan up in 20 years............. $16.50 
Taxes estimated per month............ 4.00 
Insurance estimated per month........ 50 


Other charges 





Total monthly cost of your new home. . .$23.07 

This is yours for the asking—it is the chance of 
a lifetime. We are prepared to show you how. 
Think of the satisfaction of owning your own home. 


IT'S UP TO YOU. 
WEBSTER LUMBER (INC.} 
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Your slogan “Build With the Bonus” 
is a corking good idea. I congratulate 
you.—F 1nDLEY M. TorRENCE, secretary 
Ohio Association of Retail Lumber Deal- 
ers, Xenia, Ohio. 


The front page of your Feb. 1 issue 
has impressed us very much. At the 
general discussion for dealers during our 
coming convention, | think we shall in- 
ject this subject and suggest that the 
dealers carry out the proposal that you 
have made in your  article—PHIL 
RuNION, secretary Nebraska Lumber 
Merchants’ Association, Lincoln, Neb. 


Your suggestions regarding “Build 
With the Bonus” are very good, and will 
be given prompt consideration. I shall 
try to arrange with some speaker to com- 
ment on your idea during our convention. 
In the meantime I am preparing a bulle- 
tin, which I shall offer to mimeograph 
for our members and urge them to mail 
to the veterans of their communities. I 
think your idea is excellent, and should 
be broadcast to as many veterans as 
possible-—JosEPpH G. ROWELL, secretary- 
manager Alabama Building Material In- 
stitute, Birmingham, Ala. 


I certainly shall be glad to talk “Build 
With the Bonus.” It is a worthy idea 
and deserves extensive promotion by 
everyone in the industry. I shall do my 
best to further the good cause at all the 
retailers’ conventions that I attend during 
the next few weeks. It also will be an 
appropriate theme when discussing mer- 
chandising at line-yard meetings.—R. E. 
SABERSON, trade promotion manager 
Weyerhaeuser Sales Co., St. Paul, Minn. 


I want to say that your front cover 
page of Feb. 1 struck a very respon- 
sive chord with us, for the special 
reason that the State Commander of 
the American Legion, George F. Plant, 
Milwaukee, will appear on our conven- 
tion program, on this very subject. I 
sent him a copy of your front cover 
page, suggesting that he might find it 
helpful in preparing his address—Don 
S. MontTGcoMErRyY, secretary Wisconsin 
Retail Lumber Dealers’ Association, Mil- 
waukee, Wis. 


We have adopted your suggestion, and 
are urging that our members make use 
of the phrase “Build With the Bonus.”— 
Ep. R. LINN, secretary-manager Hard- 
wood Producers (Inc.), Memphis, Tenn. 


Sends Bulletin to Members 


W. A. Ellinger, secretary Northern 
Pine Manufacturers’ Association, Minne- 
apolis, sends sample of a bulletin mailed 
to members, the first paragraph of which 
reads as follows: 

The opening gun of a campaign to go after 
the business that may be made available by 
the payment of the soldiers’ bonus has been fired 


in a front-page spread in the Feb. 1 issue of 
the AMERICAN LUMBERMAN. This enterprising 


AMERICAN LUMBERMAN 


lumber trade journal urges that lumber dealers 
show the veterans that to apply as much of 
their bonus as possible toward building new 
homes or improving existing ones is the best 
possible use for their funds. 

Mr. Ellinger further suggests the use 
of stickers on all correspondence, etc. 
The AMERICAN LUMBERMAN is in posi- 
tion to immediately supply attractive 
stickers “Build With the Bonus” in 
quantities at low cost. 


From a Legion Commander 


Here’s a letter from a lumberman who 
also is commander of the local post of the 
American Legion—W. A. Barksdale, of 
the Charlottesville Lumber Co., Char- 
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as well as all the good material you have been 
publishing recently, and wish to commend you 
most highly on the splendid drive you are 
making to assist dealers to cash in on the 
building program which is bound to material- 
ize. 

I find that a number of our members are 
going to use their adjusted compensation bonds 
to pay on existing obligations; a number will 
make first payment on real estate, and a small 
percentage can be counted on to throw this 
money away. 

We have been running an advertisement in 
the local paper showing the amount of monthly 
payments necessary under the FHA. 

At our suggestion, the local banks have been 
featuring in their advertisements the fact that 
now is the time to build, while material and 
labor are reasonably priced, as both may be 
expected to advance. We believe that this pro- 


lottesville, Va. 


gram we are trying to put over will be instru- 
mental in diverting considerable amount of this 
bonus money into new homes. 


He says: 
I noticed front page of your Feb. 1 issue, 


ee 


Note Big Ad on Opposite Page 


Here’s quick and splendid work by a group of Dubuque, Iowa, business 
concerns and individuals identified with the building, modernizing and equipping 
of homes, for the purpose of encouraging the veterans to “Build With the Bonus.” 
No sooner had the Feb. 1 issue of the AMERICAN LUMBERMAN, with its front- 
page message to dealers and veterans, reached the offices of the Dubuque lumber 
and building materials men than they—with other allied lines—got busy, and 
arranged to have the message to the veterans (with addition of an effective tie-up 
with the National Housing Act), reproduced in the smashing advertisement 
shown opposite—occupying the greater part of a page of the Sunday, Feb. 9, 
issue of the Dubuque Telegraph Herald. The advertisement appeared on the 
newspapers Home Building page, surrounded by articles advocating home 
owning, thus giving it added punch. Active in organizing and promoting this 
drive of the Dubuque business men to encourage the veterans to use their bonus 
for something of lasting value—building or improving their homes—were D. F. 
Hodges, secretary of the Midwest Lumber Co., a big line-yard concern with 
headquarters in Dubuque, and other lumbermen and leading representatives of 
many other lines—all striving towards the same goal. Printed at the bottom of 
the advertisement were the names of all of the concerns co-operating in this 
splendid community project. Because the depth of our page does not permit 
printing these names beneath the advertisement, as they originally appeared, and 
in order to “give credit to whom credit is due,” the complete list is presented 
herewith. It is suggested that the various lines of business represented be care- 
fully observed, as a suggestion to promoters of similar action in other communi- 
ties, as to some of the lines of business that may be reasonably expected to 
co-operate. The sponsors of the Dubuque advertisement were: 
my Bank & Trust Co. SHECONTRACTORS snialbitnictecee 


LUMBER & BUILDING MATERIAL Brouillet Sheet Metal Works 
YARDS Dubuque Roofing Co. 

Eisbach Bros. 

Geisler Bros. 

E. . Giese 

Herman F. Luthe 

Justman Sheet Metal Works 

Overby Tin Shop 

Rafoth Furnace & Sheet Metal Works 

Scherr & Thilmany 

M. C. Van Valkenberg 


PAINT & WALL PAPER STORES— 
Chi Namel Store 
Dubuque Wall Paper & Paint Market 
Iowa Wall Paper Co. 
Juergens & Sons 
Model Wall Paper & Paint Co. 
Nu-Enamel Co. 
Willging Wallpaper & Paint Store. 
PAINT & WALL PAPER CONTRACTORS— 
Joe Newburgh 
John Hemmer 
Steve Bennett 
ELECTRIC WIRING & APPLIANCES— 
Appel Higley Electric Co. 
Crescent Electric Co. 
Interstate Power Co. 
P. Smith Electric Co. 
GAS MANUFACTURERS and APPLIANCES— 
Key City Gas Co. 
HOME ELECTRIC APPLIANCES— 


Home Supply Co. 
J. F. Stampfer Co. 


Dubuque Lumber & Coal Co. 
Midwest Lumber Co. 
Peter J. Seippel Lumber Co. 
Spahn & Rose Lumber Co. 
SASH, DOOR and CABINET MANUFAC- 
TURERS— 
Carr, Ryder & Adams Co. 
Farley & Loetscher Mfg. Co. 
Hurd-Most Sash & Door Co. 
Metz Mfg. Co. 
PLUMBING MANUFACTURERS— 
Kretschmer Mfg. Co. 
A. Y. McDonald Mfg. Co. 
BUILDING MATERIALS— 
Dubuque Stone Products Co. 
Lillie Coal Co. 
Molo Sand & Gravel Co. 
GENERAL CONTRACTORS— 
N. F. Schueller & Sons 
PLUMBING CONTRACTORS— 
F. G. Braconier 
Curtis-Straub Co. 
Linehan & Molo 
Mullen Bros. 
Nesler & Buechele 
SHEET METAL MANUFACTURERS— 
Klauer Mfg. Co. 
TILE FLOORS— 
Central Tile & Marble Co. 
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7 BUILD WITH THE BONUS 


> To The Veteran: 


BUILD and BONUS are two big words 
7 that seem fo belong together..... 


se Let Your BONUS help you BUILD-A-HOME ; 








vl BUILD—A home or improve the one you BUILD—An edifice of lasting satisfaction 
and have, applying as much of your Bonus as —intangible but real; of personal pride and 
possible to that purpose. community respect—in short, a home of 
oon , your own. 
- 9, BUILD—A bridge from tenancy to owner- BUILD—Security, now and for the years 
the ship, from dépendence upon a landlord to to come, for yourself and family, by 
this real American independence. creating a-teal asset—a new or improved 
1S home. 
mus BUILD—A dam against the flood of heed- 
F ° , less expenditures and hazardous specula- BUILD—For thé futuré, of yourself; your 
vith tion that may engulf your Bonus and sav- children, your community and your coun- 
5 _ ings. try. 
10 
= Your Bonus, together with the liberal terms of credit allowed 
~er under the National Housing Act, presents a chance of a life- 
sed time for you to. build a new home, or remodel the old one. 
are- 
uni- Title-I, or the remodeling section of the NHA 
1 to expires April Ist, unless the time is extended 
by Congtess. . Title II, applying to credit for 
— building.new homes, expires next year. So 
call-at once on any ‘of the firms listed below 
for further, information and help in getting 
started. ke 
s 
RS— 


CES— 
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Personal salesmanship has its triumphs, and 
much about the how and why can be 
learned at this winter's conventions 


PUSHING UPWARD ON DEAD BILLS 


Mr. O. O. Smith lets us know that after 
the passage of half a year he is still as 
goggle-eyed with admiration, as his initials 
would indicate. “I sat right near you at 
the Kentucky convention last spring,’ he 
explains, ‘and I wonder if you saw what I 
saw. It was a gentleman in the next row 
who had a purposeful hunch to his shoul- 
ders and a jaw before which any depression 
might well recoil. But the thing that got 
me was the fact that he was making full 
memoranda of O. J. McClure’s speech about 
salesmanship on the back of a cancelled 
note. That’s the old spirit. It carried 
grandma through the ordeal of learning to 
ride a bicycle; often down, but up again 
and rolling. I can think of no more auspi- 
cious piece of paper upon which to record 
the better business facts of life. We rise, 


on our dead notes, to higher things. 

“I was so inspired,” Mr. Smith continues, 
“that I went home and after an earnest 
struggle paid off some of my own notes. 
I am saving these relics to take with me to 
this winter’s conventions.” 
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A YARD BY ANY OTHER NAME 


Another of the Smith family, Mr. John, 
admits that in the event he is ever arrested 
in a strange city he may give some false 
name to avoid being introduced to the third 
degree. “Anyone,” he reflects, “who under 
duress called himself John Smith would be 
suspected of an alias and a lack of imagi- 
nation. And that,” he continues, “leads me 
to question the wisdom of telling the new 
crop of customers that my place of business 
is a lumber yard. Naturally I am proud of 
my personal monicker, which has shone so 
extensively in use, and I try to be worthy 
of all the eminent John Smiths, from the 
gentleman involved in that Pocahontas af- 
fair on down. But those with no legal or 
natal right to this illustrious handle have 
borrowed it so frequently, at times when 
they desired low visibility, that they have 
tainted it with public suspicion. 

“I am not one to draw odious compari- 
sons,” he asserts, proceeding to draw one. 
“But the other day a member of the 
younger writing set visited my place of 
business. He was in pursuit of local color 
for one of those Uncle-Hiram stories of 
village life in the twilight zone of civiliza- 
tion; and it seems that a lumber yard was 
the twilightest place he could think of. 
My yard, however, was visibly a disappoint- 
ment. He looked at the polished block 
floor of the lobby with distaste and at the 
indirect lighting with horror. The displays 
which the young lady bookkeeper has com- 
posed into tasteful pictures, the mechanical 
office equipment and the rugs on the office 
floor really got him down. What he had 
come to find was the cast-iron stove and 
the box of sawdust and the by-heck owner 
with the straw in his mouth. When he 
asked where the lumber was, I opened the 
door into the main drive. He looked at the 
concrete pavement, the white-painted bin 
divisions and the dimension which held 
ranks like West Point on parade; and he 
could bear no more. ‘This,’ he remarked 
coarsely, ‘is not a lumber yard. At least 
it is not a lumber yard which I can use. It 
is a smart-alec merchandise mart.’ 





“Lumber Yard" Is 
Still a Good Name 
for an Uptodate 
Building Materials 
Store, But the Re- 
tailer Must Give the 
Public Its Rightful 
Modern Meaning by 
Energetic Publicity 





“All of which brings me back to where 
I started. If an eminent author belonging 
to the younger generation holds such opin- 
ions about lumber yards may it not be that 
his constant readers entertain the same 
mental picture about a place bearing that 
name? And may it not be that they re- 
main away because they have none but a 
literary interest in cast-iron stoves and 
boxes of sawdust? And finally, may it not 
be mercantile wisdom to think up a new 
name without these associations? I pause 
to sigh; and, having done so, I summon the 
Smith fortitude. In my small corner I shall 
place the names ‘Smith’ and ‘lumber yard’ 
back upon their rightful pinnacles. I shall 
do this by virtuous living and judicious but 
energetic publicity. Merchandise Mart in- 


deed!” 
zs ¢* *& 


WHEN LUMBER AND SPECIALTIES 
MAKE A TEAM 


Mr. Jerry Keller, of Chicago, reports with 
satisfaction that the intelligence curve of 
the industry is turning definitely upward. 
“Honest, I am as sober as heck,” he affirms, 
“and I shall ask you to repress those sus- 
picions. A lumber manufacturer has just 
been in to see the boss and to make a con- 
fession. He is a well-known gentleman, 
but not for confessions. He is one of those 
kiln-dried proponents of wood for all 
purposes except food and horse racing; 
and while he might admit under cross- 
examination that a door hinge could be 
made of iron and a window pane of glass, 
he would not go further without advice of 
counsel. He has been noted for his com- 
mand of language in telling retailers that 
they are a parcel of bums if they do not 
give all their time and storage room to the 
cherishing and marketing of wooden lum- 
ber. A sack of cement has been known to 
double his blood pressure and a bale of 
strip shingles to set him off on a revival 
speech containing many prayer-meeting 
words. 

“So imagine my surprise when he came 
in wearing a smile like a Hallowe’en 
pumpkin and told the chief he had made a 
great discovery. Of course it was known, 
but not to him, back when he was soldier- 
ing in the Spanish-American War; which 
goes to show that a thing need not be new 
to make some men feel good. He had 
found out, and I am still wondering who 
told him, that things besides lumber are 
used in building a house; that if lumber is 
to be sold, these other things must be sold, 
too; that a lumber dealer can sell special- 
ties and still be a lumber dealer; and that 
he can fit lumber and specialties together, 
so to speak, at the time he makes the sale 
and so get a better break for each. And 
so on, far into the night. In that first 
moment of wild surmise when I began to 
get his drift, I came near to swallowing 
my gum. 

“Now,” Mr. Keller continues modestly, 
“the boss is very fond of me. He should 
be, for I am his most valuable employee. 
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Change of Mind--Guessing 
the Farmer's Psychology 


I sit at the desk next to his, and when 
anything goes wrong he can bawl me out 
at once without losing the place. He lets 
me shoot off my mouth freely; for now and 
then I have been known to say things in 
company which he wanted said but didn’t 
want the risk of saying himself. It is my 
neck and not his that is out. This chronic 
pain back of my ear is an occupational 
disease. 
¢ ¢ 2 


THINGS THAT HOUSES ARE MADE OF 


“For quite a while I have been thinking, 
and don’t ask me what with, either. Yeah, 
I heard you, or somebody. As I was say- 
ing, for quite a while I have been thinking 
that this campaign of a few lumber manu- 
facturers to surround the retailer with a 
wooden overcoat, so to speak, was having 
a result opposite to the one they wanted. 
It has been pushing him over to the special- 
ty and side-line boys who will co-operate. 
I ask you; is it any fun to try to work with 
a man who sticks a gat in your face and 
goes through your pockets to see if you’ve 
got a bootleg brick or a contraband roll 
of roofing hid around somewhere? You 
get your dander up and just to show him 
you get all spraddled out over too many 
lines. Most of the manufacturers know 
this and play the game without getting 
penalized for unnecessary roughness. 

“Anyway, I butted right in and congratu- 
lated our friend on having at last taken a 
good look at a frame house, to see how it 
gets made and especially how it gets sold. 
I thought the way his wattles got red he 
was going to revert to type; but he did not, 
and the boss sent me out hurriedly to buy 
a box of office cigars. He gave me one 
when I got back, so I think I am still ap- 
preciated at my true worth. 

“It'll be kind of nice to know that the 
old gentleman is with us in trying to sell 
houses instead of giving most of his time 
to the pointing out of things in the yard 
that ought to be on the ash pile if not in 
jail. We are going to clean out some of 
those things, ourselves; just to show we 
are good fellows and because they did not 
make a profit, anyway. This new arrange- 
ment may take away some of the argu- 
mentative pleasures of life, but it ought to 
get us more mileage out of our sales pro- 
motion.” 

* * oa 


WHAT MAKES A FARMER WANT 
TO BUY 


We must hurry through this piece and 
write a letter to Mr. Hal Huskett, trying 
to set ourself straight with him. In the 
twilight gloom, after coming off second- 
best once more in an effort to make a sale 
to a Hoosier farmer, Mr. Huskett is in no 
mood to trifle. 

“IT have read some of your fretful essays,” 
he begins ominously, “about the importance 
of salesmanship. I have just one wish. I 
wish you would come out here and show 
me how to stand while selling a barn to a 
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The Readers Write the Realm 


Note Paper -- What's in a Name? --A 
Modest Clerk Observes a Manufacturer’s 





Even the Smaller 
Country Yards Find 
That Modern Office 
Machines More Than 
Pay Their Way 





farmer. I admit that a boyhood spent in 
the smoke of Pittsburgh has not given me 
an instinctive understanding of the country 
air of these Indiana agriculturists. Since 
beginning my tuition as a rural retailer, the 
middle of the summer, I have learned many 
things; most of which prove not to be so. 
I have tried the by-cracky good fellowship 
of the radio ruralist, only to be frozen down 
to the roots by the coldly polished Oxonian 
English they teach at Indiana University. 
I have swelled with enthusiasm describing 
scientific cowbarn equipment, in the belief 
that every farmer loves and cherishes his 
dairy herd; and then I have discovered 
that the very thought of a cow makes this 





BUILD WITH 
THE BONUS 





particular prospect wild. I have tried 
talking politics, on the theory that this 
form of outdoor relief was invented in In- 
diana and that every Hoosier farmer is a 
politician who could give the late Mr. Mark 
Hanna cards and spades and win his shirt. 
The last time I tried it I found too late 
that the little cuss was a Bellamy socialist 
without cash or terminal facilities. 

“IT have tried to sell quality to a man 
who doesn’t care a bit more for a nickel 
than for his right eye; and of course I had 
to proffer low prices and corresponding 
grades to the manager of a country estate 
owned by an Indianapolis magnate whose 
ideas run to great lawns and upholstered 
box stalls and an oak-paneled farm office 
with a cocktail lounge in the annex. The 
most thing I have of is a suspicion that 
these Hoosier country men are not what 
they seem. My present method is to begin 
a clamorous silence and to keep it going 





These Other Things 
That Go Into a House 
Must Be Sold by the 
‘Retailer, if Lumber Is 
to Be Sold. Lumber 
and Specialties Team 
Well Together in 
Selling 
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until the prospect commits himself. That’s 
not so good either; for he generally leads 
from a sneak, and I’m set before I get a 
single trump out. 

“I think I could sell these boys if I 
could get within a rod of them without 
opening my mouth and putting my foot in 
it. They tell me you served a term as a 
farmer in your youth; so come on over and 
show me some of this selling stuff. Does 
all this new farm money travel on a one- 
way ticket to the overalls pocket and then 
retire? What makes a farmer go, anyway? 
Do you know? Or did the farmers run you 
so ragged in your boyhood that in self de- 
fense you turned into one of those new- 
testament lawyers who lade other men 
with burdens grevious to be borne, such 
as selling barns in the country, and then 
refuse to h’ist them with one of your 
fingers? What do you say?” 

Oh, Hal! 


* ¢ 8 


GETTING THE YARD MUSEUM TO 
MOVING 


Getting on to less painfully personal 
matters, we note with pleasure that Mr. 
James Cordell has discovered a use for the 
idle moments of winter. It all started with 
this Red Cross campaign to prevent acci- 
dents. Mr. Cordell was so impressed with 
the dangers of living at home, if you know 
what we mean, as explained by a speaker 
at the Chamber of Commerce luncheon 
that he explored the darker places of his 
habitat. In the back parishes of the attic 
and the basement he discovered so many 
things, whose proper place was the ashcan 
and which had failed of this destination 
because somebody had run out of energy 
at the critical moment, that he was in- 
spired to continue the search at the yard. 
Without knowing how many dark corners 
we have peered into during the course of 
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our professional labors, he makes the rash 
assertion that we would have been sur- 
prised at what he found. 

“T’ll be a son of a gun,” he promises, “if 
I didn’t find a complete museum of the 
lumber business since the turn of the cen- 
tury. I thought I was a pretty fair house- 
keeper. I thought I knew that keeping 
stock unsold, whether its old or new, costs 
money. I didn’t really know why I in- 
stinctively kept away from certain places 
around the yard where these terminal 
moraines of dead stock accumulate. But 
I found ginger-bread porch work, old turned 
pillars, slat blinds, twenty or thirty squares 
of manufactured shingles made up of odds 
and ends of patterns no longer carried, 
wood gutter of a kind I can’t even remem- 
ber ever buying, two or three hundred feet 
of good old pinus strobus shop, black with 
age but still worth plenty of money in the 
right place, about an equal amount of ran- 
dom-length cherry I can dimly remember 
getting in for the manual-training depart- 
ment of the high school, half a dozen leaded 
windows, a lot of wide, flat-grain matched 
flooring, a collection of closet doors old 
enough to vote, a weary bust of dead sash, 
a headache of black old ceiling and so on 
until I thought I’d have to go out into the 
alley and be sick. The thing that made me 
feel weak under the top pants button was 
the recollection that this collection of 
mummies had cost me money; good old 
hundred-cent dollars; and here it was, clut- 
tering up space I am beginning to need 
again, making a fire hazard and not pulling 
a pound. 

“My first instinct was to charter a dump 
wagon and move the whole shootin’ match 
out to the town incinerator. But some of 
it was too good for that; and I thought 
first of the white pine. Well, we fixed us 
up a swell bull pen and did some general 
and personal advertising. Some of the 
boys remembered who bought the gutter, 
and we sold most of what was left for 
replacements. The ceiling and the old win- 
dows went into a suburban chicken house. 
The other stuff began moving out as buyers 
came in and passed the word out over the 
grapevine. Believe it or not, I sold enough 
of that backwater to buy me an iron fire- 
man for the office furnace; and it’s still 
selling. Hereafter this bull pen depart- 
ment is going to receive two kinds of at- 
tention from me. (a) I shall buy with the 
purpose in mind of no moraines of dead 
stock. (b) Should I slip in the first instance, 
I shall move the dying items out for what 
they will bring before they become seri- 
ously dead. And this winter will see that 
what remains of the museum is dispersed 
to the best advantage, but dispersed.” 


> * * 


NOT UNDER HIS HAT—HIS SEAT! 


And finally Mr. James Walker, who as- 
sures us he is not the ex-Mayor of New 
York, tells us of a shock which issued 
happily in an office improvement. It seems 
he operates a small yard and for some 
years made use of capacious trouser 
pockets as a till. “I kept cash in the east 
pocket,” he explains, “and fiscal memoran- 
da in the west. And sometimes when I 
hurriedly changed clothes at noon without 
shifting the treasury, I found myself em- 
barrassed for lack of change and the rec- 
ords of morning transactions. But the 
crowning disaster occurred one Saturday, 
the first of the month, during last summer. 
A colored gentleman living near by owns, 
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or did own, a large, squat dog which re- 
sembled Mussolini both in facial lineaments 
and in habits of direct action. This ani- 
mal conceived an abiding dislike for me 
which I reciprocated. Many people had 
paid bills that day. As I was closing the 
front door and feeling successful, didn’t 
that fool beast sail in without any declara- 
tion of war and grab a deep mouthful of 
the rear elevation of the old cash box! 
The suspenders went like a non-aggression 
pact, and in the next half minute we 
mopped up every foot of the cinder ap- 
proach to the yard. When the first phase 
of the battle was over, I didn’t have any 
more pants on than Adam; and there was 
that brindle scourge galloping across lots 
with the remnants of a noble garment, scat- 
tering cash and credit slips to the winds. 
In his delirium of victory he hit a freight 
train which ended his career and which 
also carried my pants to parts unknown. 
I put on a horse blanket and set out on a 
salvage expedition, but the younger col- 
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ored set beat me to it. The story got all 
around in not more than ten minutes; and 
doggoned if every debtor didn’t claim he 
had paid me that Saturday afternoon, and 
was it his fault if I let a pooch run out 
with my pants? 

“That’s right. On Monday morning I 
bought a cash register. And I figure the 
machine has already saved me enough in 
lost time, mad customers and dropped 
money to make a sizable payment on the 
losses of that epochal encounter with the 
wild beast. Not counting, of course, in- 
juries to self esteem and other wounds not 
specifically enumerated.” 

Hot dog! 





Don’t BUILD too pretentious a house on a 
cheap lot or vice versa. The ratio of house 
to land value should tend toward not less than 
3 to 1 and not more than 7 or 8 to 1, in order 
to qualify before the appraiser and before the 
mortgagee who depends upon the appraiser’s 
conclusions. 


We'll Be Better Merchandisers 


Think Yard Managers After a Visit to 
Plants Manufacturing Products They Sell 


Sturcis, Micw., Jan. 10.—Back from 
a tour of observation in the sunny South, 
Will A. Cavin and the local managers of 
the various units of the Cavin Lumber 
Yards, Associated (with headquarters 
here), ran into subzero weather which, 





as Mr. Cavin remarked, “was rather hard 
to take after 75 in the shade at New 
Orleans.” “But,” he added, “ it certainly 
has given our yards a wonderful break 
in the way of coal business.” 

The object of the trip was educational, 
to familiarize the managers with the 
origin of some of the products which they 
sell. The group first visited coal mines 
near Somerset, Ky., and then proceeded 
to Laurel, Miss., where two days were 
spent inspecting the Masonite Co.’s plant 
and the lumber mills of Eastman, Gard- 
ner & Co., and the Gilchrist-Fordney Co. 

The party tarried in New Orleans for 
six days, one of which was profitably 
spent at the Celotex Co.’s plant, which 
impressed all by its size and efficiency of 
operation. Another instructive day was 
spent at Bogalusa with the officials of the 


Great Southern Lumber Co., which 
operates one of the largest lumber mills 
in the world. 

“We were surprised,” said Mr. Cavin, 
“to find how rapidly the tung oil industry 
is developing throughout the South. The 





Included in this grou 
of live lumber deal. 
ers are the head and 
the yard managers of 
Cavin Lumber Yards, 


Associated, with 
headquarters at 
Sturgis, Mich. The 


photograph was 
taken in New Orleans 
on Jan. 16 





Great Southern Lumber Co. has hun- 
dreds of acres of tung trees and has in- 
stalled a crusher. It looks as though 
this would be a very profitable industry, 
as the trees start to bear at three years 
of age and produce a nice revenue from 
then on.” 

The last two days of the trip were 
spent as guests of the Natalbany Lumber 
Co., at Hammond, La. This company 
has 6,500 acres of tung trees, and expects 
to install a crusher in the near future. 

Mr. Cavin and his associates are en- 
thusiastic about the benefits derived from 
the trip, feeling that the first-hand knowl- 
edge gained by personal observation and 
contact will make them better merchan- 
disers of the products whose origin and 
processing were thus brought under close 
observation. 
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Veterans Plan Wise Use of Bonus Money 


The AMERICAN LUMBERMAN’S pro- 
posal that veterans of the World War be 
encouraged to invest their adjusted serv- 
ice compensation in the building or repair- 
ing of homes finds a supporter in Jos. J. 
Springman, of the Springman Lumber 
Co., Alton, Ill. Vernon Rice, of Mr. 
Springman’s staff, is a veteran, knows 
many of the former service men of the 
vicinity and has been assigned to promote 
this idea among them. 

The Springman company owns some 
150 houses. And Mr. Springman’s at- 
tention was called to the possibility of the 
bonus as a source of home ownership 
when a negro tenant made some inquiries 
about buying the house in which he 
lived. Mr. Springman was rather sur- 
prised and asked the man if he had 
money for such an investment. He re- 
plied that he did not at the time but 
that if the bonus were paid he would 
have something more than $1,500. He 
had borrowed no money against his 
certificate, and in fact from the beginning 
had determined that if and when he re- 
ceived the money he would invest it in a 
house. He had never changed this pur- 
pose and was preparing to put it into ef- 
fect, now that payment soon after July 1 
has been authorized. Still another vet- 
eran with a considerable sum due him in 
the adjusted service compensation has a 
similar idea. This man had had nominal 
ownership of a larger house that he lost 
during the difficult years ; and he is deter- 
mined to use his bonus money in purchas- 
ing or building a home modest enough in 
price so that he will run no risk of los- 
ing it. 

The fact that houses are at a premium 
in Alton has encouraged a number of peo- 
ple to do repair or remodeling, and Mr. 
Springman had a number of stories to tell 
of this thrift work. So the stage appears 
to be set for the local encouragement of 
veterans to make these capital investments 
of their bonus payments. Mr. Springman 
estimates that there are at least 100 serv- 
ice men in and around Alton who could be 
induced to make such uses of their pay- 
ments. He thinks it is not too much to 
say that at least 25 percent of the bonus 
money could be attracted to home invest- 
ments if lumbermen undertook the matter 
in a persistent and understanding way. 
Hence his assignment of Mr. Rice to this 
special field. 

“Tt seems to me,” Mr. Springman said 
as he sat in the convention hall, waiting 
for the first session of the Illinois retail 


convention to open, “that this would be a 
good campaign all around. Naturally it 
would add sales to retail yards. But in 
addition to this it would be a wise use of 
the veteran’s money. Without this plan- 
ning the money will be spent casually, and 
the service men presently will have noth- 
ing to show for their payments. They 
are getting old enough now to appreciate 
the soundness and safety of such capital 
investments. No doubt for some it would 
be the beginning of thrift and careful pro- 
vision for the future. They have the 
chance, which many of them will appreci- 
ate, of beginning with a modest house, 
living in it and keeping it in repair while 
any necessary loans on it are paid off. 
Once that was done, if they desired to do 


so, they could sell, build a larger house and 
continue the process. It would make 
them good citizens; perhaps I should say 
better citizens, for the majority are good 
citizens. But a family that has a stake in 
the community and in orderly government 
isn’t likely to be disturbed by radical 
propaganda; and that’s worth thinking 
about in these days. 

“So it seems to me that a lumberman 
has much to help him in undertaking to 
sell the home-owning idea to the service 
men. He has back of him not only his 
own interests but their own. It is a real 
opportunity to build good citizenship and 
good community spirit. I am much in- 
terested in it and am already preparing to 
work hard at it.” 











In planning merchandising displays, or indeed merchandising efforts 
of any sort, it is well to keep an eye on the calendar, because it often is 
possible to increase the effectiveness of such efforts by linking them up with 
some special seasonal event, anniversary or holiday. An instance where 
this was very well done is illustrated herewith, in photograph of display 
window of H. E. Lauterbach, well-known lumber retailer at Bartonville, 





Ill. This picture shows his store window as he had it dressed up for the 
first part of February, preceding Valentine Day. The display, it will be 
noted, is built around a big, heart-shaped sign with the message: “Our 
spring paints will arrive soon.” Smaller hearts are worked into the display 
as shown, each heart in the bottom row being lettered with a word or two, 
the whole paraphrasing a popular if rather rowdyish slang phrase; read- 
ing, “Come up and see them some time.” Assuredly a display, thus timed, 
is much more effective than an unadorned announcement of the coming 
arrival of the spring stock of paints would have been. Now is the time 
to think ahead and to plan displays to hook up with holidays and other 


special events transpiring during the next few months. 
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Dealer Has Substitute Plan if 
Title | Should Lapse 


How can the lumber dealer get the 
continued benefits of long-term financ- 
ing in case the FHA plan should be al- 
lowed to lapse? D. E. Bowen, manager 
of the loan department of the San 
Joaquin Lumber Co., Stockton, Calif., 
believes he has an answer to that ques- 
tion. This company is planning to 
give banks protection they will require 
if they continue long-term financing 
after the Federal guaranty feature is 
withdrawn, by formation of a subsidi- 
ary corporation which will guarantee 
the notes to the bank. 


Originally, the lumber company will 
buy stock of the subsidiary to the 
amount of the loss ratio, as shown by 
FHA experience. The subsidiary will 
have a reserve fund in compound in- 
terest bonds, which the lumber com- 
pany will buy gradually, as cash is 
needed for an increased number of 
guaranties, the money being deposited 
in the subsidiary bank account. 


“I’m convinced that banks will look 
with favor on this plan where it is 
handled by a reliable company which 
has handled FHA business in a satis- 
factory way,” says Mr. Bowen. “The 
banks like the FHA business and want 
more long-term financing provided they 
can have the necessary protection.” 


The Stockton firm has probably done 
more FHA trade than any other in this 
territory. Between April 16 and early 
November it had handled more than 
$100,000 worth of business under 
Title I of the National Housing Act. 





‘Some Sensible Comment on 
Modern Merchandising 


Much has been said of new merchandis- 
ing methods, but, as Mark Twain once 
remarked about the weather, “Very little 
has been done about it.” However, when 
we stop to think that it took one hundred 
or more years to find out we could split 
a shirt down the front instead of pulling 
it over our heads, it might help us to un- 
derstand this reluctance to employ new 
methods. 


Thus J. A. Scroggs, Retiring President 
of the Southwestern Lumbermen’s Asso- 
ciation, prefaced his pertinent remarks on 
merchandising methods at the annual con- 
vention held in Kansas City, proceeding 
to say further: 


“In dealing with new merchandising 
methods I do not advocate any change in 
sound fundamentals in the conduct of our 
business. I am convinced we could make 
a number of changes without disturbing 
sound fundamentals. For instance, we 
could put our places of business in a pre- 
sentable condition, thus setting an ex- 
ample that others might follow; it would 
help our standing in the community if we 
were to study some of the new products 
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developed from time to time and choose 
some of the practical ones for sale through 
our yards instead of forcing manufactur- 
ers to find other channels; we could do a 
reasonable amount of seasonable adver- 
tising, and we might steal some of our 
city competitor’s thunder and  ad- 
vertise some leaders occasionally; we 
could help a customer get his plans and 
specifications together; we could make 
more intensive use of some of the monthly- 
payment finance plans offered in addition 
to FHA; we could even take greater 
advantage of what FHA has to offer, if 
we could lay aside some of our personal 
prejudices against new methods of financ- 
ing; we could then realize a new genera- 
tion of customers are coming on who are 





*** PERCENT UP—BUT 
ABOVE WHAT? 


"How's business?" | asked a lum- 
ber dealer that | was visiting with at 
one of the conventions. 

"Getting better," he replied. 
"But," he continued, "I want to tell 
you a little story of a number of years 
ago. We had a very bad winter, 
somewhat like this one, and in March 
a friend of mine asked me how my 
business was. 

"| told him it was 1,000 percent 
better than it had been the month 
before. 

""Well,, he said, ‘you must be 
doing quite a business.’ 

""No,’ | explained; ‘I'm not quite 
making expenses.’ 

"'Well—how's that?’ 

"'"Why,' | said, ‘in January | did 
$90 worth of business, and in Feb- 
ruary | did $900 worth of business— 
and that was a little less than the 
cost of doing the business.’ " 

It makes a difference what per- 
centage is figured on. 

The dealer who told the story said 
that while business had been 68 per- 
cent better this year than it was the 
preceding year, yet it was only 48 
percent of eed 

You can see that percentages are 
funny things. 





accustomed to trading in new and up-to- 
date stores and using new methods of 
financing. 

“Lumber yards and stores, like people, 
have definite personalities. We are living 
in changing times. Methods of yesterday 
will not serve today. We should not be 
satisfied to rest on the reputation of past 
successes of our fathers and grand- 
fathers.” 

-_ 
_ A coop refrigerator of six cubic feet capacity 
in a room of 90 degrees uses about fifty kilo- 
watt-hours of electricity a month, or 900 pounds 
of ice, or twelve gallons of kerosene, or 1,800 
cubic feet of gas, according to figures from the 
Bureau of Home Economics of the U. S. de- 
partment of agriculture. Most of the year the 


kitchen temperature would be under 90 degrees, 
but the home refrigerator is filled with food. 
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Dealers Hear Exposition of 
Financing Plan 


BALTimorE, Mp., Feb. 11—Represent- 
atives of some thirty-five firms and cor- 
porations responded to the call of a 
meeting sent out by the Forest Products 
Association (Inc.), for tonight, in the 
banquet hall of the Southern Hotel, to 
hear the Weyerhaeuser plan for financing 
improvements under Title I of the Na- 
tional Housing Act presented. In con- 
nection with this plan there was explained 
also the merchandising that has been ac- 
complished by retail lumber dealers par- 
ticipating in the arrangement. 


J. L. Groat, of Newark, N. J., the general 
manager ; R. B. McKamey, of Lansdowne, Pa.; 
Frank Emerson, the Baltimore resident man- 
ager, and G. B. Knox, of Wilmington, Del., all 
of the Weyerhaeuser Sales Co. staff, were pres- 
ent to explain details; and there was placed in 
the hands of each dealer a set of the papers which 
must be executed under the plan to secure loans 
for improvements. An offer to supply all fur- 
ther information desired was made on behalf of 
the Weyerhaeuser company by Mr. McKamey, 
who, with others, answered numerous questions 
to which his presentations gave rise. The clos- 
est interest was manifested by the auditors. 

A dinner preceded the exposition of the sub- 
ject. J. Hammond Geis, of John H. Geis & 
Co., the president of the Forest Products As- 
sociation, occupied the chair. Among those 
present were L. Alan Dill, of the James Lumber 
Co.; Bruce H. Helfrich, of George Helfrich 
Bros. (Inc.); Henry L. Senft, of the Canton 
Lumber Co.; Jack Waters, of George E. Waters 
& Co.; John Dittmar, of John Dittmar & Sons; 
Albert League, of the League Lumber Co., and 
Charles Sack, of George Sack & Sons. 





State Law Forbids Discounts 
That Are Not Earned 


In view of provision contained in 
Section 7, Chapter 477, of the Statutes 
of 1935 of the State of California, 
known as the Unfair Practices Act, 
the California Lumber and Allied 
Products Institute is recommending to 
dealers in that State that they stamp 
all invoices, estimates and orders with 
notation to effect that no discount will 
be allowed after 10th of month follow- 
ing delivery, inasmuch as the State law 
prohibits the allowance of unearned 
discounts. The Institute suggested the 
following form, and offers to supply 
rubber stamps at nominal cost: 


5% DISCOUNT 


For cash on or before 10th of fol- 
lowing month after delivery. No 
discount thereafter. The law of State 
of California prohibits the allowance 
of unearned discounts. 


The provision referred to declares 
allowance of discount after expiration 
of the time within which discount may 
be taken—unless the same special 
privilege is extended to all purchasers 
—to be an unfair trade practice, and 
provides that anyone resorting to such 


practices shall be subject to penalties. 
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Low Counter and Comfortable 
Chairs Are Liked by 


Customers 


Here’s a novel counter layout that has greatly 
increased office selling efficiency for the Patton- 
Blinn Lumber Co., San Diego, Calif. The coun- 
ter, which extends down one side of the office, 
is only 33 inches high. In front of it are ar- 
ranged several comfortable chairs, for use of 
customers. On the counter are telephones, also 
for customer use. The counter top is inlaid lino- 
leum, a finish that has proved extremely dur- 
able under hard wear over a period of years. 

The telephones are helpful to people who for- 
get to take measurements or other details and 
want to call their homes for them; and for cus- 
tomers who want to consult with other mem- 
bers of the family on certain points of buying. 
Since these calls have to be made, it is better to 


AMERICAN LUMBERMAN 


make the placing convenient for the customer 


and at the same time avoid inconvenience in- . 


side the office due to having people going in and 
out. 

“The seating facilities are appreciated par- 
ticularly by women,” says City Sales Manager 
H. L. Ladd. “The arrangement is something 
they comment on to friends. Another advantage 
is that it builds customer confidence in closing 
deals. We found that many people are reluctant 
to go into an inside office to make arrangements. 
They are afraid that they will be induced to 
buy something they don’t want. But they never 
hesitate to sit down and discuss business at the 
front counter out in the main office. 

“We decided on 33-inch height because it is 
the same as desk height. When the customer 
sits down at the counter the men in the order 
department can keep their seats and conduct 
the business. We've been trying various ar- 
rangements for 17 years and this is the best 
we've arrived at so far.” 
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Building and Repairs Proceed in 


Good Volume 


Wuirtessoro, TEx., Feb. 10.—A grati- 
fying amount of building and remodeling 
is being done in and around Whitesboro 
in spite of inclement weather, according 
to “Doc” Harris, manager of the local 
branch of the N. B. Gary Lumber Co. 
Mr. Harris reports numerous building 
and repair projects either under con- 
struction or coming up in the immediate 
future. These include new houses, barns 
and other farm buildings, remodeling, re- 
roofing and repair jobs, materials for 
which have been or will be supplied by 
Whitesboro lumber yards. 


Home Modernization Interests Public 


This differs from the “mill run” of 
modernizing stories in that it relates to a 
project of that character that was initi- 
ated and handled all the way through by 
an individual lumber firm rather than as 
a community or co-operative enterprise. 


“One of the most effective plans we 
ever tried for interesting the public in 
modernization,” said Albert Steves III, 
head of Ed Steves & Sons, one of the 
oldest lumber firms of San Antonio, Tex., 
“was adopted by us last summer, when 
we bought an old ramshackle house and 
completely modernized it. We took a 
photograph of the house as it came into 
our possession, reproduced the picture in 
our advertisements; then called upon the 
public to ‘Watch Us Renovize It.’ We 
purposely did the work very slowly, tak- 
ing two months to complete the job. We 
painted and papered it, installed modern 
plumbing and electrical fixtures; we put 
in modern appliances—gas range, elec- 
trolux, hot-water heater ; modern laundry 
equipment, washer, ironer, dryer, and 
modern lighting apparatus. We handle 
all these appliances, and as we completed 
each installation we put up a card, ‘See 
the complete line at our office and sales- 
room.’ At intervals we took pictures of 


the house or of a portion of the interior. 





Old house as it appeared before being modernized by 


Ed Steves & Sons 


We called attention to the plumbing, elec- 
tric lights, major appliances, insulation, 
paint, paper etc. As we are equipped to 
do all these jobs, and ourselves handle all 
this material and merchandise, we inter- 
ested a large number of people; for those 
who didn’t need one thing did require an- 
other. After it was finally complete the 
thoroughly revamped house was left on 
exhibition for a month. We did not at- 
tempt to furnish it with floor coverings, 
draperies or furniture, but concentrated 
interest on the lines carried by us. Our 
lines of builders’ hardware, plumbing, 
electric supplies and fixtures do much to- 
ward taking care of the overhead during 
the slack building and repairing season.” 


Sees Revival of Building 


Mr. Steves said that there has been 
quite a revival of building during the past 
year, and expressed the belief that the 
coming one will see an exceptionally large 
number of improvements. It is the year 
of the Texas Centennial Exposition, and 
committees all over the State are urging 
beautification of the highways, improving 
of farm and city homes and other build- 
ings by painting and repairs, addition of 
porches, sunpariors, pergolas, summer 
houses etc., the slogan being “Sell Texas 
to the World.” 





Last March San Antonio suffered the 
worst storm in its history. Hail stones as 
big as hens’ eggs pelted down. Every 
store in the city was sold out on glass. 


“For three days,” said Mr. Steves, “we 
measured and cut glass, and for a week 
we worked night and day delivering roof- 
ing and other building materials. It was 
this unusual demand that gave our sales 
such a boost over 1934. Business in- 
creased 25 percent over the previous year ; 
the normal increase, exclusive of storm 
repairs, being 10 and 15 percent. 


“Personal contact has been mainly re- 
sponsible in getting and holding trade. 
We have three outside representatives, 
working on straight salary. We have al- 
ways found this to be the most satisfac- 
tory. Where the commission plan is 
used it is necessary for the same man to 
develop and complete a sale. On a sal- 
ary basis whichever of our salesmen seems 
best adapted to that particular customer 
or type of job can complete the sale, after 
initial contact has been made. Most of 
the prospects are developed by the men 
themselves. It is their business to know 


all the contractors, architects, carpenters, 
painters and real estate men, and they 
are in position to know who is in the 
market.” 
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Architect's sketch showing result of modernizing by 


Ed Steves & Sons 
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ILLINOIS HOLDS ITS ANNUAL 
“EDUCATIONAL REUNION” 


The 46th annual convention of the Illinois Lumber and Ma- 
terial Dealers’ Association opened in the Stevens Hotel, Chicago, 
on the afternoon of Feb. 11, with an address entitled “Trespass- 
ing on Retailers,” by Hawley W. Wilbur, of the Wilbur Lum- 


ber Co., West Allis, Wis. 


Mr. Wilbur consulted the dictionary and decided he did not 
like the word “retailer” as defined by this authority, which 
states, among other things, that a retailer is one who sells in 
He is also a person who divides up; which 
might include certain double-crossing manufacturers who divide 
up their policies in such a way that different methods apply in 


small quantities. 


Retailers have already done some effective 
work in correcting this situation, Mr. Wilbur 
continued. They do it best by means of sound 
salesmanship. In their efforts to bolster sound 
distribution policies they need to contact large 
buyers and to make known to these men the 
real advantages of local distribution. Many 
sales are lost in this field because dealers give 
up without trying. They can take the neces- 
sary pains to learn about construction jobs in 
advance rather than after direct sales have been 
made. They can get assistance from their as- 
sociations. They can cultivate good relations 
with manufacturers’ salesmen and by enlisting 
the help of other retailers in handling large 
sales. It is much better to turn such jobs over 
to other retailers, if the latter can handle them, 
than to see them sold through improper 
channels. 


The factor to be aimed at is a rational retail 
sales control. Effective tools for such control 
are being placed in retail hands by the FHA, 
by trade associations and by the services offered 
by ethical manufacturers. While a dealer should 
not himself make building loans unless he sets up 
a special organization for the purpose, he should 
know much about financing. One value of such 
knowledge lies in the fact that it makes possible 
his persuasion of bankers that his combined 
knowledge of financing and of sound construc- 
tion gives strong assurance that the build- 
ing is a sound loan risk. While trespassing is 
not yet serious in extent, it may become so if 
the dealer does not take practical steps to estab- 
lish a sound and reasonable control over local 
sales. 


Home Building Needed for Recovery 


Former Governor A. O. Eberhart, of Minne- 
sota, now holding an administrative post in the 
FHA, spoke on the subject, “Home Building 
the Most Important Factor in our National Re- 
covery.” Mr. Eberhart, who is a noted humor- 
ist and a vigorous speaker, received a great 
ovation at the conclusion of his address. Ex- 
tended reports have been made of this address 
in other convention reports. The speaker 
cited certain statistics in regard to insured mort- 
gages; such as the fact that two and a half 
million homes have already been improved di- 
rectly or indirectly in this way, and that the 
Administration believes a thousand homes a 
day can and will be made possible through this 
agency during the next ten years. But he gave 
much of his address to a consideration of the 
social importance of home construction and re- 
pair. This is the most promising correction for 
unemployment. The heaviest charge upon na- 
tional earnings is the crime bill; and criminals 
for the most part grow yp in broken and dilapi- 
dated homes. 


Jacques Willis, describing the “Prefabri- 
cated Dry-Built Home,” told the tale of ply- 
wood in modern construction. He described a 


different places. 


wholesalers. 


He is likewise one who sells directly to the 
consumer; and this would include some manufacturers and 
The word “trespassing” in the subject no doubt 
is intended to describe the efforts of wholesalers and manufac- 


turers who make direct sales to consumers. Dealers recognize 


number of practical ways for using plywood in 
insulation, repairs and new construction. 


A Reunion for Re-education 


President August Weinel, Columbia, IIl., in 
welcoming the visitors stated that the conven- 
tion is a reunion for the purpose of learning 
what is new in materials, methods and policies. 
Association co-operation among dealers makes 
for better relations with manufacturers and 
wholesalers. Mr. Weinel spoke of the value 
of FHA insured loans, stating that losses have 
been negligible, and adding that this agency had 
indirectly stimulated uninsured repair and build- 
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ing loans. He approved the proposal put forth 
by the AMERICAN LUMBERMAN that the former 
service men be urged and assisted in investing 
their bonus payments for the building and re- 
pairing of homes. 

J. D. McCarthy, the new secretary of the 
organization, upon being introduced by the pres- 
ident, expressed his thanks and gratification for 
the opportunity of filling his office. The long 
history of service of the organization, through 
good times and bad, indicates its basic and en- 
during value. It is a democratic group in which 
large yards and small are held to be equally 
important. Mr. McCarthy described briefly the 
organization and laid much stress upon the value 
of the county groups. 

The secretary read telegrams of greetings and 
good wishes from the National and from the 
Northwestern retailers’ associations. At the 
close of Mr. Wilbur’s address two other Wis- 
consin men were introduced: J. L. Burt, presi- 
dent, and D. S. Montgomery, secretary, of the 
Wisconsin association. 





that on certain big jobs manufacturers can, if they so elect, sell 
at prices lower than retailers can offer. 
handled is not yet large, but the spread of the habit is a cause 
for worry. Whether or not he realizes it, the small consumer 
has a direct interest in ethical distribution ; for if the retailer loses 
his volume sales and is forced down to a shoestring basis, mount- 
ing overhead will inevitably raise prices on small sales. 


The actual volume so 


Practical Salesmanship 


The Wednesday morning session was dedi- 
cated to the larger aspects of practical sales- 
manship. The first speaker, Richard T. Allen, 
of Eureka, IIl., was the fulfillment of a program 
committee’s persistent hope; a working dealer 
who not only employs rational methods in the 
handling of his business, but who also knows 
how to present his reasons and methods to an 
audience. Mr. Allen’s subject was the “Demon- 
stration Modern Small Home.” He began by 
stating that the building of a demonstration 
home in a small town is not especially novel 
and that perhaps the reasons for building such 
a house are more important than the details of 
construction. 

Several years ago a farmer called Mr. Allen’s 
attention to the fact that the small-town lumber 
industry was in quite as difficult a position as 
farming. Hard-surfaced roads led to larger 
cities. Building and buying hahits were chang- 
ing sharply and rapidly. All kinds of desirable 
goods were competing for the money that other- 
wise would flow rather naturally into home 
building. And in addition to this there was lit- 
tle prospect that the government would be much 
concerned about the survival of lumber retailing, 
although it was certain that legislative efforts 
would be made to support agriculture. In short, 
recovery was certain to come; but it was not 
so certain that lumber yards would share in it. 
About the same time Mr. Allen noticed that 
the people he met socially were talking about 
motor cars with deep interest and much knowl- 
edge of technical points. They talked of life in- 
surance and of practically all kinds of new 
gadgets to make living more comfortable and 
interesting; but with one exception. They did 
not talk about building homes, unless it was to 
become indignant over the efforts of the build- 
ing and loan to compel some one to meet his 
payments. 

Then came the so-called modern homes of the 
Century of Progress and the consumer conver- 
sation about the vague but interesting plans for 
prefabrication. Customers got the idea that the 
new home would be complete, up-to-date, quickly 
built, and less costly. This lessened interest in 
the lumber yard’s offering. Presently Mr. Allen 
sold three houses. They were and are good 
houses but not as good as they might have been. 
They had little insulation, and they were de- 
signed with little imagination or knowledge of 
proven new developments in design and con- 
struction. Mr. Allen wanted to help these own- 
ers to get these new developments; both to as- 
sure them of full satisfaction and to build into 
the houses a continuing resale value. But he 
was unable by mere explanation and description 
to persuade the owners to adopt these ideas. 


A Demonstration of Service 


For these and other reasons Mr. Allen de- 
cided he must demonstrate the services of his 
yard and the usefulness of the new designs and 
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AMERICAN LUMBERMAN 


Sound Salesmanship as Builder of Volume and 
Preventive of “Trespassing” — Building Pro- 
motion and Financing and the Tax Burden on 
Homes — Are Subjects of Opening Sessions 


materials. He planned to place the demonstra- 
tion house within the reach of the income group 
receiving from two to three thousand dollars a 
year. He selected a New England colonial de- 
sign as the one most likely to maintain its hold 
upon popular favor, and he started to advertise 
as soon as he started the foundation. He made 
use of newspaper space, envelope stuffers and 
handbills. The local interest at once jumped 
to fever heat. The town followed every move, 
and it divided into argumentative groups in de- 
bating the value of insulation and other features. 
The kitchen received special attention. There 
was no dining room, but provision was made for 
adding it later if it seemed desirable to the 
owner. A recreation room was built in the 
basement. Without being freakish, the house 
was made to fit all the proven new develop- 
ments and the changes in social and domestic 
life. 


The house has proven effective, both as a 
place in which to live and as a creator of com- 
munity interest. Not least important, it has 
proved to the community that the local yard 
can offer full, trusty and imaginative housing 
service. Mr. Allen closed with the statement that 
with reviving interest in home building the 
dealer has the opportunity to ride this rising 
tide. But he finds it necessary not only to be 
able to offer this service but to persuade the 
public in a convincing way that he can offer 
such service. The demonstration home is a 
means to that end. 


R. R. Klauke, sales manager of the Krey 
Packing Co., St. Louis, made an inspirational 
speech dealing with the importance of salesman- 
ship, and of the salesman’s attitude toward him- 
self, his product and his task. There is nothing 
mysterious about selling; and a salesman or 
dealer can make a simple test of his efforts by 
asking himself if he would buy if his own efforts 
and persuasions were tried on himself. “Times 
will be hard,” Mr. Klauke said, “for those who 
wait for times to get better.” He dealt much 
with growth as the law of success, with vision, 
courage and character. 


W. D. M. Allan, director of promotion, Port- 
land Cement Association, Chicago, after stating 
that the interests of lumbermen and cement men 
are largely parallel, described the Portland Ce- 
ment Association. Cement has few uses by it- 
self. It is used in concrete, which has many 
other materials in its composition; hence to 
promote the sale of cement the association must 
promote other things. Research is the largest 
activity ; and the effort is made to present to the 
public a constant succession of new and profit- 
able uses. One especially practical undertaking, 
in which lumbermen should be interested, is the 
effort to teach concrete contractors practical 
salesmanship. Experience has proved that these 
men, properly trained, can through solicitation 
sell drives, lily pools, sidewalks and the like. 
Leads are sent to these men by the association; 
and dealers can serve their own interests by en- 
couraging and aiding them in following such 
leads. There is an awakening market in hous- 
ing construction and repair; and if these con- 
crete workers are encouraged as salesmen their 
work will be of value to dealers. 

The final address of the session was by Don 
Critchfield, explaining the progress made by the 
Forest Products Better Paint Campaign. Mr. 
Critchfield’s address has been fully reported in 
accounts of other conventions. He laid much 
stress upon the value of paint in establishing 
consumer desire to use wood in building con- 
struction, explained the failures of poor paint, 
pointed out the efforts made by lumber manu- 
facturers’ associations to get the proper paint 


Note: A report of the remaining sessions 


of this Convention will appear in next issue 
of the American Lumberman.—Editor. 








used on their products and illustrated all these 
things by means of slides and motion pictures. 

The association luncheon, complimentary to 
exhibitors, was held at noon; and all retailers 
were invited. The speaker was Fred Kammiller, 
of the Fairmont Farms, Dubuque, Iowa. Mr. 
Kammiller is a noted after-dinner speaker, and 
he took as his subject, “Friendship.” 


Tax Bill Is the First Mortgage 


The Wednesday afternoon session opened with 
an earnest protest against the burden of real 
estate taxes. J. B. Tusant, Des Moines, Iowa, 
a former building contractor, began his discus- 
sion of “Getting Orders” with an axiom: Before 
you can sell building materials, you must find 
the owner of a piece of real estate who wants 
to improve his property. Anything which re- 
duces his desire to improve his property retards 
the building material industry. One serious re- 
tardant is the tax burden. While it is esti- 
mated that real estate accounts for one-tenth of 
the national income, it pays about two-thirds 
of the tax bill. The FHA makes it possible for 
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a person owning a $1,000 lot and desiring to 
build a $5,000 house to borrow $4,800 on an in- 
sured mortgage. But if the tax bill is $160 an- 
nually and if money is worth 6 percent, there 
really is an additional mortgage of $3,000 on 
the property. For it takes that amount to 
earn the tax money. This is really the first 
mortgage; for if the owner does not pay the 
tax, his property is sold. And this is a mort- 
gage that can never be paid off. Modernization, 
which seems such a wonderful thing, increases 
taxes. If dealers want orders, they must work 
for reduction of real estate taxes. Mr. Tusant 
closed with a brief argument for the gross-sales 
tax. 

At this point the president introduced Adolph 
Pfund, former secretary of the association, who 
in a brief speech urged support of Secretary 
McCarthy and a co-operative spirit throughout 
the industry. 


Must Sell Idea of Building 


W. H. Hipsher, of the Millikin National 
Bank, Decatur, made an analysis af the credit 
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structure of the country in relation to building 
and dealt with the operation of the FHA. This 
enactment, aimed primarily at a reduction of un- 
employment, has done splendid service for the 
building business and for the home-owning pub- 
lic. Title I was of outstanding service; but 
it could not in itself support the building indus- 
try through the years, so it was followed by the 
encouragement of Title II and new construc- 
tion. This title does not inject any artificial 
stimulus into the situation, but does offer a 
sound and well constructed method of financing. 
Mr. Hipsher found in his work that many peo- 
ple had heard of FHA who had no understand- 
ing of its operation; and because construction 
has temporarily fallen out of the usual routine 
of life, the idea of building must be sold to the 
public just as the idea of the new financing must 
be sold to the local banker. Some small banks 
are not in a position to make loans enough to 
create a safe insurance reserve; but it is al- 
ways possible to find banks which are compe- 
tent and willing to take the sound risks. Up 
to the present, nearly six hundred million dol- 
lars has been loaned under Titles I and II, and 
the loss ratio is about one-tenth of one percent. 
It is probable that with the opening of the new 
season the loans will increase rapidly. 

The NHA can not be permanent. But out of 
it will come a much better technique of han- 
dling uninsured loans. Title I should be ex- 
tended; for there has not yet been time enough 
for financing institutions to learn how to carry 
on without the insurance feature. There is a 
need for trained men to operate the new financ- 
ing. The operation of the Act has proved that 
an 80 percent loan to a man of character and 
reasonable income may be safer than the old 
50 percent loan. The new financing is reviving 
the sound idea of home ownership as the founda- 
tion of national welfare. 


Retailer Has Three-Fold Market 


R. E. Saberson, of the Weyerhaeuser Sales 
Co., was storm bound in the West; so his place 
on the program was taken by H. Merle Smith, 
of the same company. Taking Mr. Saberson’s 
subject, “New Stars.in the Retailers’ Skies,” 
Mr. Smith delivered an eloquent address on the 
new opportunities and the new technique in 
business. A group of economists and engineers 
making a cold-blooded and scientific investiga- 
tion decided that in the recovery period and for 
years to come the building material dealer will 
have the greatest service-giving, money-making 
business in the retail field. He has a three- 
fold market. The farm market is more than 
fifteen years behind its needs; and all the lum- 
ber mills could sell their total output for four 
years merely in catching up with deferred farm 
purchases. The farm income increased by a 
billion dollars last year. The repair and re- 
modeling market was neglected for ten years; 
for one reason, because the farmer or home 
owner had no workable machinery through 
which he could finance such repairs out of in- 
come. That machinery is now available, and 
the repair and remodeling needs are never fully 
supplied. New needs appear as old ones are 
met. In the new-construction field there is a 
present shortage of two million housing units. 
During the depression new construction did not 
even balance fire losses. 


Helping People Want Things They Need 


New materials and new building ideas are 
making old houses obsolete; and the idea of 
obsolescence, formerly limited to fashion trends 
in cities, is penetrating country districts. Farm 
people are becoming discontented with inefhi- 
cient kitchens and waste-producing barns. Most 
American families have been paying debts and 
are comparatively debt free; and they are pre- 
pared to invest carefully in those things that 
make for lasting satisfaction. Some one, some 
day, will devise a method of organizing build- 
ing sales and services so that new construction 
will become competitive with motor sales; and 
already the man who sells unidentified raw ma- 
terials on a lump-sum price basis is yielding to 


(Continued on Page 78) 





34 AMERICAN LUMBERMAN 


February 15, 1936 


Northeastern Convention Points Way to 
Bigger Profits by Better Selling 


New York, Feb. 10.—The 42nd annual convention of the 
Northeastern Retail Lumbermen’s Association swung along at 
high speed and with a program so packed and varied that the 
management found it necessary to hold simultaneous sessions, 
at which the visitors divided attendance according to their 
special interests. The convention was held at the Pennsylvania 
Hotel, here, Jan. 28-30. The opening session was reported in 
the Feb. 1 issue. 

On Wednesday morning, Jan. 29, those interested in the 
problems of the medium-sized business met under the chairman- 
ship of Willis P. Morin, Fulton, N. Y. Max Critchfield, of the 
Forest Products-Better Paint Campaign, dealt with technical 
and practical aspects of proper painting. He stated at once 
that the marketing of lumber was the “bread and butter of the 
paint industry”; but added that proper paint also helped lum- 
bermen to sell their lumber. 


Tells "How to Sell the Farm Trade" 


“The preceding speaker might well tell us to paint our own 
yard buildings,” said Norman P. Mason, of North Chelmsford, 
Mass., in beginning his address on “How to Sell Farm Trade.” 
Country trade, he continued, calls for careful attention to de- 
tail. This is a fairly limited market; and a dealer can’t afford 
to let many farm jobs escape. The country dealer needs five 
basic types of knowledge. First, he must know his customers— 
really know them, and their special needs. He must contact 
them in their own homes; and to do this he can not rely on the 
specialty salesman’s practice of indiscriminate door-bell ring- 


Roscoe C. Briggs, Oneonta, N. Y., who oper- 
ates a number of yards, in answering a question 
stated he thought it no sales disadvantage if a 
group of competing dealers handle the same 
brands. There is a certain advantage in this 
practice; for if a large number of neighboring 
dealers handle a given brand the manufacturer 
will not risk the loss of a large block of busi- 
ness by being unfair to some one dealer. Mr. 
Briggs stated that farm credits are especially 
difficult, and that this should be kept in mind 
while the dealer tries to create sales. Farm 
values have shrunk in recent years to the point 
where, in some cases, the entire farm would 
not bring enough on the market to pay for 
the needed building repairs. About 20 percent 
of farmers have credit good enough to justify 
special sales efforts. 

George W. Dulany, Jr., of Chicago, stated 
that he was interested in a company operating 
66 yards in Iowa and Missouri. Recently he 
has been trying to get the offices improved so 
that women would naturally visit them to get 
home-betterment ideas. He is telling his man- 
agers that they should not think of neighboring 
lumbermen as competitors, but as fellow dealers 
in distress. 

The discussion indicated a general agreement 
that the FHA is a valuable selling tool. The 
property owner’s financial statement has been 
especially useful and should be continued. There 
seemed to be agreement that the average country 
banker would do little to popularize the FHA, 
and that this task must be undertaken by lum- 
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building “until tomorrow.” We are told that 
motor cars have decreased in cost and have and this brings up the prefabricated-house idea. 
increased in efficiency, while houses have in- i 
creased in both. But perhaps motor cars were of the basic structure. Much research is in 
selling at too high a price ten years ago. Much 





ing. He himself or his employees should be in contact with, 
and so far as possible should be members of such organizations 
as the Grange and the Legion. 

Second, he must have a practical knowledge of advertising. 
Mr. Mason makes careful use of newspapers and direct-mail 
advertising ; but in addition he has a small motion-picture ap- 
paratus which he takes to farm meetings of various kinds. With 
it he shows advertising films; but he mixes in travel and com- 
edy pictures. At these meetings he gives out envelopes contain- 
ing manufacturers’ advertising; and if his audience should be 
largely made up of children he can be fairly sure this material is 
taken home and shown to their parents. Third, the country 
dealer needs to cultivate builders and mechanics, both to gain 
their good will and to be sure that they know his goods and 
services. Fourth, he needs to know the practical business of 
getting customer loans, and to be prepared to do most of the 
work of negotiating these loans. Many farmers are reluctant 
about facing the “cold marble front of a banker.” And, finally, 
he must know his own industry—not only the new materials 
available, but also his competing dealers. This final point in- 
cludes association work and local dealer organizations. 

Mr. Morin, himself a banker as well as a lumberman, said 
he was shocked at the limited knowledge of the average dealer 
concerning the FHA. All a dealer needs to do is to read the 
available material about these Federal aids. Mr. Morin raised 
questions about car-lot purchases, pool cars, and buying from 
warehouse stocks. Those present favored the pool car, provided 
the dealer knows exactly who shares in the pool buying. 


greatest market to be in the low-cost bracket; 
The purpose is to reduce if possible the cost 


progress; and there is the possibility that lum- 
bermen will suffer through the introduction of 
building materials other than lumber. But as 
a matter of fact lumber has been prefabricated 
for years. Sash and doors and frames are 
factory-made. A machine-made house may 
possible under conditions of mass production 
for mass markets, and a few markets of that 
kind exist. But even here lumber has met all 
competition satisfactorily. If this research in- 
dicates that mass-produced houses are desired, 
the lumber industry can meet that desire. It 
can sell units quite as easily as it can sell 
boards. There seems to be a minor trend on the 
part of public taste toward such “living ma- 
chines.” But traditional architecture still is 
firmly fixed in public desire. The lumber in- 
dustry, with its available and flexible materials 
and its existing machinery of distribution, has 
little to fear from possible changes in public 
housing desire. Its future is largely a matter 
of its own choice. 

While this session was in progress, other 
sessions were dealing with mass markets and 
with the problems of the reserve supply yard. 

W. D. Richardson, of the Red Cedar Shingle 
Bureau, in a brief speech stated that the Bureau 
had accepted the policy of complete distribution 
through retail yards. He asked dealers to re- 
member the word “Certigrade” as a guaranty 


Oo. H. GREENE, 
Syracuse, N. Y.; 
Has Dues Increased 








bermen. 
Says Much Misinformation is Afloat 


R. G. Kimbell, of the National Lumber Man- 
ufacturers’ Association, stated that much misin- 
formation had been spread about the supposed 
excessive cost of housing. Many people do 
some wishful thinking on this subject and then 
make the statement that through some unknown 
means it will soon be possible to build a five- 
thousand-dollar house for two thousand dollars ; 
but this is always something that will occur 
tomorrow. Consequently many people postpone 





is made of the low cost per pound of automo- 
biles; but if this means anything at all, lumber- 
men can say truly that per pound a modern 
house costs but one-sixth as much as a car and 
will last at least six times as long. Much of 
the increased cost of the house is represented 
by higher land values and by the cost of pav- 
ing, sewers, water mains, central heating, 
plumbing, lighting and various other appliances 
that are not really part of the basic structure. 
A house can still be built at a low figure if 
these extra appliances are omitted. 

It is true, however, that figures indicate the 


that shingles so marked were sold only through 
retail dealers. 


Explains the Social Security Act 


At the afternoon session Vincent M. Miles, 
member of the Federal Social Security Board, 
explained briefly the application of the Federal 
Social Security Act. He dealt with technical 
aspects of the taxing provisions, and added that 
the administration of the act was always in 
co-operation with the various States. ; 

C. C. Sheppard, Clarks, La., former presi- 
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AMERICAN LUMBERMAN 


Getting Farm Trade Is Fruitful Subject for Dealers’ 
Study -- Farm Credits Also Are Considered -- What 
Kinds of Advertising Are Most Effective ? 


dent of the National Lumber Manufacturers’ 
Association, dealt with the subject of grade- 
marking. Before touching upon that subject 
he asked a number of questions. Is the method 
of lumber distribution archaic? Are lumber 
prices too high? If they are too high, who 
or what is at fault? Retailers? Transporta- 
tion? Mills? If mills are at fault, the one 
way of reducing mill prices is through the re- 
duction of mill workers’ wages. Do people 
want those wages reduced? Will prefabricated 
houses capture the market and, if so, will they 
be sold by lumbermen? Mr. Sheppard does 
not believe machine-made houses will become 
popular. But whatever type of house is sold, it 
will be sold through retail dealers; for no other 
channel of distribution is available. 

Mr. Sheppard referred to the misinformation 
that is being spread about the supposed growing 
menace of termites. He quoted government 
scientists to the effect that this menace is not 
growing and is not extensive and that it can 
be met by simple methods. Dealing with grade- 
marking, he stated he had been working actively 
for it for many years. He went briefly over a 
list of statements indicating that grade-marking 
is an aid and a protection to manufacturer, re- 
tailer and the public. 


Importance of Public Confidence 


Harry T. Kendall, of the Weyerhaeuser 
Sales Co., then spoke on “We Must Build 
Confidence.” This address has been reported 
fully in earlier convention accounts. Mr. Ken- 
dall stated that lumbermen must take their 
goods and services to the public, and that con- 
fidence built upon honest co-operation of manu- 
facturer, wholesaler, retailer, finance institution 
and builder is the keystone of the new sales- 
manship. He believes that sound methods are 
being developed to produce a livable house at 
lower costs; and he is certain that lumber re- 
tailing is one of the most promising fields of 
business in the post-depression era. 

Arthur Koehler, of the Forest Products 
Laboratory, Madison, Wis., delivered his famous 
address, illustrated with slides, on the “Trail 
of Wood.” This is the story of scientific re- 
search in the practical development of lumber 
uses and lumber markets. This address, too, 
has been fully reported. Many people in the 
big audience hoped Mr. Koehler would speak 
of his work in tracing the wood in the Lind- 
bergh kidnap ladder; but he did not wish to 
appear to be influencing public opinion while 
the State of New Jersey is still dealing with 
the case, so did not show the slides or even 
mention his investigations. 


Lumber the Sleeping Giant 


_Theodore K. Quinn, of Maxon (Inc.), New 


York, dealt with lumber as the sleeping giant. 


of the construction industry. He mentioned the 
iact that for many years the per capita con- 
sumption of lumber has been decreasing. Col- 
lectively, lumbermen are the strongest group in 
the building field; but they are not acting col- 
lectively. They are trying to live on the old 
reputation of their goods. In the meantime 
other materials are engaged in great advertising 
campaigns. If lumbermen fail to tell the story 
of lumber through co-operative national action, 
their product will be in serious danger of being 
supplanted by other materials. During the next 
twenty years the country will be almost com- 
pletely rebuilt; and what lumbermen do now 
In a collective way in national educational pub- 
licity will largely determine what place lumber 
will have in that reconstruction program. 

_The convention then took up the subject of 
distribution. Harry T. Kendall, speaking for 
manufacturers, stated that the industry had 


been struggling with the problems of distribu- 
tion for ten years. Recently the chief danger 
has been in a compromise with principle to 
gain an immediate advantage. A manufacturer 
can not sell both to a retailer and to that re- 
tailer’s customers; and a retailer can not expect 
distribution protection without helping with the 
solution of the problem. Another important 
factor not always fully appreciated is the mat- 
ter of serving the public. Other matters in- 
volved in distribution include trucks, which 
have broken down the old idea of limited trade 
territories. For a time it was thought that 
distribution must be from large centers; but the 
depression proved that small centers have com- 
pensating advantages, and with reasonable mer- 
chandising practices the small dealer has as 
good a chance as the large. Distribution poli- 
cies must be built around general national poli- 
cies, with allowance made for local variants; 
but it has become clear that local agreements 
for the purpose of eliminating competition ac- 
tually invite and increase that competition. The 
whole matter of distribution came through the 
depression in good condition; and if not all 
dealers are fully satisfied they at least know 
that without this long effort the industry would 
be in a serious state. 

Clifton F. Leatherbee, Boston, of the Na- 
tional-American Wholesale Lumber Associa- 
tion and the New England Wholesale Lumber 
Association, in speaking for wholesalers about 
distribution problems agreed that it was wise 
to determine national principles and to leave 
details to local adjustment. He outlined some 
of the difficulties of determining the precise 
limits between wholesalers and manufacturers. 
There was little trouble about distribution be- 
fore the advent of the NRA; but that agency 
listened to a minority and refused to approve 
majority wishes. Had certain NRA proposals 
been accepted, the industry would have been 
seriously hurt. Mr. Leatherbee outlined the 
New England distribution statement. 

Vernon M. Hawkins, Boston, speaking for re- 
tailers about distribution, referred to declining 
consumption of lumber, and stated that bad 
distribution was in large part to blame. Some 
retail sales are made by contractors who are 
not well informed about lumber and its proper 
use; and to that extent the industry has over- 
looked the customer’s interest. Grading rules 
are intricate and confusing, and manufacturers 
have the duty of making them more usable. Mr. 
Hawkins stated he was not much concerned 
over the advent of distributing yards and truck- 
ing, since these things were brought in to 
serve the public; but they do create the prob- 
lem of proper co-ordination. Mr. Hawkins 
would add initiative to collective efforts. The 
latter have their proper field; such as churches, 
schools, hospitals and the like; but no red- 
blooded business man wants collective efforts 
to the extent of giving him unfair protection. 
People live locally but think nationally; and a 
principle that is sound in Boston is sound in 
New York. Leaving too much to local adjust- 
ment may mean that a manufacturer who fol- 
lows ethical practices in Massachusetts can 
follow unethical practices in Wisconsin. This 
is the moral side of distribution; and if a man- 
ufacturer follows bad practices in the West, 
eastern dealers should make that western error 
a local matter in their own States. 


How to Boost Retail Sales 


With Vice President Oliver J. Veling, of 
Buffalo, presiding, Robert H. Brooks, Little 
Rock, Ark., outlined practical methods of stim- 
ulating retail sales. He included grade-marked 
lumber among the most valuable of merchandis- 
ing aids, and added good storage, a store for 
the display of goods, newspaper and perhaps 
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radio advertising, and the making of the retail- 
er’s office the local consulting headquarters for 
building and financing problems. He especially 
approved the model-house idea, both in display- 
ing goods in usable form and in illustrating the 
operation of the FHA. He suggested the use 
of a portable exhibit in a specially-built trailer, 
with a suitable campaign of publicity. He closed 
with a statement of the principle, “No profit, 
no sale.” 


Pleads for Association Loyalty 


J. L. Burt, President of the Wisconsin asso- 
ciation, was on the program to deliver the ad- 
dress, “One Dealer to Another,” which has 
been enthusiastically received at other conven- 
tions. But because of the pressure of time 
Mr. Burt abandoned his formal address and 
delivered a powerful and eloquent plea for prac- 
tical association work. What about the men 
not at this meeting? They, too, are part ot 
the industry. Some association members are 
free riders; expecting to get full benefits in ex- 
change for their small dues, but refusing to aid 
the secretary in making association work effec- 
tive. Mr. Burt told of a certain town where 
association intervention stopped destructive 
competition and actually added $24,000 in gross 
profits to the sales of the dealers in 60 days; 
yet one dealer who had shared in that benefit 
complained that his dues of $20 were too high. 
Mr. Burt paid a high tribute to Secretary Col- 
lier, and to the National association. He stated 
that his own Wisconsin association had 900 
members out of a possible 953. This, he said, 
is a new year; but we're all a year older. Some 
of us have little reason to bask in past accom- 
plishments. For some of us, this present time 
is the last big chance offered to us. 


Official Tells About Title Two 


At the Thursday afternoon session, J. How- 
ard Ardrey, assistant FHA administrator, made 
an informal address, dealing especially with the 
operation of Title Two. After stating that the 
FHA has the responsibility of insuring mort- 
gages but not of finding markets for them, and 
that the bottleneck in the undertaking is the 
finding of a willing lender, Mr. Ardrey an- 
swered many questions. He was unwilling to 
be reported; both because of the difficulty of 
making accurate reports of technical matters 
and because he wished to mingle personal pre- 
dictions and opinions with statements of official 
rulings. He gave a list of the sums loaned in 
each of the States in the association and broke 
these sums down to show relative loans by 
national banks, State banks, savings banks, 
mortgage companies and the like. He stated 
that up to the present time, of the mortgages 
accepted for appraisal, 78 percent are finally 
accepted for insurance and 22 percent are re- 
jected. 

A. J. Guffanti, of the Springfield National 
Bank, Springfield, Mass., made a graphic state- 
ment of the uses his bank has made of the 
FHA, The bank thought and still thinks that 
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this type of financing is good for the bank and 
for the community. The loans are liquid, secure 
and reasonably profitable, which explains the 
value to the bank; and the securing of them 
calls for the co-operation of all those interested 
in getting building done. Many of these men 

contractors, carpenters, painters and the like 
—are good workmen but know little of mer- 
chandising. Securing these loans taught them 
much in that field. Building has been increased. 
The bank has loaned a million dollars on in- 
sured mortgages. The test of a loan is liquida- 
tion; there has been little difficulty about FHA 
collections, and losses are negligible. No loans 
were taken merely because of the insurance 
feature, but were taken because they were 
sound; and at the present time the loss re- 
serves are more than $200,000, while claims to 
date are about $1,200. There is a definite pub- 
lic appetite for this type of loan, especially as 
contrasted with the earlier type of demand 
mortgage. Most people are good financial plan- 
ners, and Title Two aids them in this planning 
because of its definite and inclusive features. 
Even if the law were to be repealed, which is 
not expected, Title Two with its amortiZation 
features would be a splendid pattern for unin- 
sured mortgages. The bank expects to market 
some of these mortgages and will continue to 
service them on the basis of a service charge. 
In Mr. Guffanti’s opinion, the FHA has 
“broken the log jam” in Springfield. 

Spencer D. Baldwin, of Jersey City, known 
to most retailers in the United States as a 
leader and past president of the National as- 
sociation, made one of his characteristic genial 
and hard-hitting speeches in which he went 
over some of the services of the National asso- 
ciation; touching upon the NHA, distribution 
and other points. He emphasized the need of 
regional associations to aid in the work. 
“When I think how low the dues of the North- 
eastern are,” he said, “I know you men are 
getting away with murder.” 


New Scale of Dues Approved 

Orville H. Greene, of Syracuse, in a torren- 
tial speech named the values of association 
work and paid tribute to association leaders. 
He then announced a proposed sliding scale of 
dues for the Northeastern, ranging from $15 
for yards doing less than $12,500 business a 
year to $50 for those doing more than $100,000 
a year. This scale was unanimously approved 
by a rising vote. 

One of the amusing and educational features 
of the convention was a drama, “Reality in 
Realty,” written by J. L. Wood, credit man- 
ager of the Johns-Manville Corporation, and 
presented by men of that company. It indicated 
the change of banking practice from the old 
loan methods to speculative builders to the 
new methods under the FHA. 


Summary of Resolutions 


The resolutions reported by the committee 
opposed direct truck deliveries to jobs by 
wholesalers ; approved grade-marking as a con- 
tribution to the creation of consumer confi- 
dence; asked for the extension of Title One 
of the FHA; asked for a further experimental 
period for testing the utility of freight rate 
reductions ; urged upon concentration yards the 
acceptance of the Northeastern distribution 
platform; expressed appreciation to the Red 
Cedar Shingle Bureau for its acceptance of 
dealer distribution, and reaffirmed the North- 
eastern platform which defines the principles 
of distribution as among various parts of the 
industry. The committee presented a memorial 
of deceased members. 


Officers and Directors Elected 


The following were elected to office: 

President—Vernon M. Hawkins, 
Mass. 

Vice Presidents—Oliver J. Veling, Buffalo, 
N. Y.; J. G. Venter, New Haven, Conn.; George 
R. Ainsworth, Utica, N. Y.; and F. Howard 
Hinckley, Hyannis, Mass. 

Treasurer—W. G. Sweet, Elmira, N. Y. 

Directors (terms to expire in 1936)—Law- 
rence W. Shirley, Manchester, N. H.; Lee F. 
Schleider, Manchester Depot, Vt.; Ralph W. 


30ston, 


AMERICAN LUMBERMAN 


Jordan, Lewiston, Me.; J. H. Brierly, Wake- 
field, R. I.; Granville B. Fuller, Brighton, 
Mass.; Harold B. Senior, Bethel, Conn. 

Director (term to expire in 1937)—Charles 
Evans, Newfane, N. Y. 

Directors (terms to expire in 1938)—J. R. 
Lewis, Holyoke, Mass.; Henry L. Stone, 
Haverhill, Mass.; Bert Johnson, Nanuet, N. 
Y.; George Doty, Glens Falls, N. Y.; Vernon 
Lamb, Lake Placid, N. Y.; Adolph Korper, 
Hartford, Conn. 


Entertainment Features 


In addition to various breakfast and luncheon 
meetings at which numerous association mat- 
ters were discussed, a Lumber Camp dinner 
was held Tuesday evening; and on Wednes- 
day evening there was the usual brilliant din- 
ner dance, in the Butterfly Room of the hotel. 
Thursday evening the members attended 
“Jubilee,” at the Imperial Theater. The enter- 
tainment program for the ladies included bridge 
parties, matinees, luncheons and excursions. _ 

The convention exhibits exceeded those ot 
any previous year in number, elaborateness and 
educational value. 


MAINLY ABOUT PERSONS 


Harry T. Kendall, vice-president and sales 
manager Weyerhaeuser Sales Co., 5t. Paul, 
Minn., who for several years has headed the 
movement to standardize a national lumber dis- 
tribution policy, addressed the Thursday morn- 
ing session on that subject and hurried away 
to catch the boat, sailing at noon for Bermuda. 
He will enjoy a two weeks’ vacation on the 
Island. 

* * * 

Vernon M. Hawkins, of the Hawkins Com- 
panies, Boston, who at the closing session on 
Thursday was chosen president of the organiza- 
tion, to succeed George M. Stevens, of New 
York, arrived in the city Monday direct from 
a business trip to the Pacific Coast. His ac- 
tivities are so far-flung as to justify his intro- 
duction at one of the sessions as “Mr. Hawkins 
of the United States.” 

* * * 

Will J. Riley, of the Riley-Beebe Lumber Co., 
retail dealer at Bloomfield, Conn., and president 
of the Northeastern in 1928, informed the 
AMERICAN LUMBERMAN that a recent canvass 
of the group of retail yards in his district dis- 
closed the point that all had moved out of the 
red ink class and were clearly in the black for 
the year 1935. He felt that the outlook for the 
current year was quite encouraging. 

* * * 


George L. Bedford, of Cambridge, Mass., 
New England manager for the Long-Bell Lum- 
ber Co., moved about the convention hall lean- 
ing upon a sturdy yardstick supplied by the 
Flintkote Co. There is still a perceptible limp 
but he is steadily recovering from critical in- 
juries sustained when his motor car crashed 
against a tree enroute from his summer camp 
on Cape Cod to his Cambridge office in July, 
1934. At that time he sustained a compound 
fracture of the skull, his wife was severely 
injured, and his guest—Ralph J. Marso, a vice 
president of the Atlantic Lumber Co., Boston, 
lost his life. Mr. Bedford is again able to 
get to his office daily. 

. + 2 

When Harry T. Kendall, of St. Paul, repre- 
senting the manufacturers; Clifton F. Leather- 
bee, of Boston, the wholesalers; and Vernon 
M. Hawkins, of Boston, the retailers, assem- 
bled on the platform Thursday morning to dis- 
cuss the “Distribution Statement” and standards 
of practice in merchandising, the chairman sug- 
gested that they be classed as “The Three 
Horsemen” who are blazing the trail toward co- 
operation of all branches for a return to pre- 
Code standards of merchandising throughout 
the industry. 

* * * 

Charles Hill, of New York, head of the 
Southern Pine Sales Corporation, attended most 
sessions of the convention. To the AMERICAN 


LUMBERMAN he confided that he had just re- 
turned from a three thousand-mile motor tour 
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among the mills in the South. The situation in 
the Carolinas is very acute. Heavy snow has 
placed an effective check against the movement 
of logs from the woods and of lumber from 
the mills. There is more building in the South 
than in the North and truck deliveries take 
such a large portion of the mill output that it 
is difficult to accumulate stock for carload ship- 
ments. “All signs point to a strong spring 
demand for lumber,” said Mr. Hill, “and as the 
mills are now feeling this upward surge they 
are not inclined to book business ahead of their 
ability to produce.” 
x * * 

Will L. Erhard, long identified with hard- 
wood manufacture in Vermont, New York, and 
Pennsylvania, and in recent years a selling 
agent for Northeastern mills, is now associated 
as lumber buyer with the Haywood-Wakefield 
Co. chair plant at Gardner, Mass. 

.* 2 * 


Charles Dodge, of the Norfolk Lumber Co.. 
Stoughton, Mass., made a strong plea for re- 
tention and expansion of government activities 
under the Federal Housing Act. “Politics 
aside,” said he, “it has been a lifesaver to the 
retail dealer during the past two years, and it 
is our best bet for some time to come.” 

* * * 


_ Springfield wholesale concerns at the conven- 
tion included Rice & Lockwood Lumber Co., 
Carlos Ruggles Lumber Co., and Holbrook 
Lumber Co., the latter two having important 
displays in the exhibition hall, 
* * * 


The Associated Lumber Mutuals, the insur- 
ance companies “with the punch,” served a light 
lunch, and a light punch, throughout the con- 
vention. 

* *k * 

All previous attendance records were shat- 
tered, these being as follows: 1934-1,200; 1935- 
1,978; 1936-2,207. 





Northeastern Salesmen 
Form Federation 


New York, Feb. 10.—Permanent organiza- 
tion of the Northeastern Salesmen’s Conference 
was effected at a meeting of delegates elected 
to represent them by the member associations, 
held at the Hotel Pennsylvania here, on Jan, 29. 

The Northeastern Salesmen’s Conference ties 
together a majority of the various associations 
of lumber and building material salesmen of the 
northeastern States. It in no way supersedes 
these associations; and does not affect their 
individual identity or rights of action. It rather 
serves to bring them together in their common 
purposes and acts as a clearing house for in- 
formation and experiences among them. The 
Conference will sponsor a luncheon meeting of 
all salesmen each year during the convention 
of the Northeastern Retail Lumbermen’s Asso- 
ciation. 

Those associations which have joined the 
Conference, together with the delegates who 
represent them, are: Associated Lumber and 
Allied Materials Salesmen of New Jersey— 
delegates Clarence H. Hershey and George A. 
Cosgrove; Connecticut Salesmen’s Association 

—delegates Chester C. Kelsey and Charles B. 
Jordan; Long Island Salesmen’s Association— 
delegates Al K. Sieber and A. J. Pracny; Lum- 
ber Salesmen’s Association of New York, N. Y. 
—delegates John A. Wiesing and Stanley B. 
Tracy; Westchester Allied Salesmen’s Associa- 
tion—delegates Fenimore Cady and C. L. 
Walker. 

The officers of the Northeastern Salesmen’s 
Conference, elected at the meeting, are: 

President—John A. Wiesing. 

Vice-president—Fenimore Cady. 

Secretary-Treasurer—Chester C. Kelsey. 


Trustees—Al. K. Sieber and Clarence H. 
Hershey. 


The next meeting of the delegates will be held 
(Continued on Page 67) 
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PITTSBURGH, Pa., Feb. 10—The 


Bethany Evangelical Lutheran Church, 


lumber Dealers’ Association, 


operation and courtesies. 


“The obstacles facing the retailer,” Mr. Hood 
continued, “namely inter-industry competition, 
intra-industry competition, unprofitable selling 
prices, insufficient volume, incompetent con- 
sumer-selling ; unsatisfied customers; consumer- 
public uninformed as to what the retailer has 
to sell; inefficient estimating; inadequate 
financing; completely disorganized local indus- 
try; unscrupulous speculative building; and un- 
compensated service, require an agressive mer- 
chandising campaign. Energetic sales develop- 
ments; industry co-ordination; dealer con- 
trolled selling and collections; new basis of 
pricing; selling the dealer’s full line; year- 
around sales development; trained sales man- 
agement; continuous salesmen’s training; ade- 
quate selling equipment; continuous consumer 
education; simplified and accurate estimating ; 
adequate sales financing; allocated responsibil- 
ity; enthusiastic contractor co-operation; and 
self-liquidating sales costs are the sales en- 
gineering requirements for bringing about this 
merchandising plan.” 

In a step toward better merchandising, Johns- 
Manville is opening a school, giving two weeks’ 
training without charge to sales managers. The 
Housing Guild is the name of a system of effec- 
tive consumer selling—the name of the group 
which operates the sales program. The plan 
suggested is flexible enough that any manager 
can confer with the owner upon his return 
from the school and work out a plan suited to 
their needs. Mr. Hood stated that any dealer 
whose community has a population of 5,000 or 
more could well afford to pay the expenses of 
a sales manager, for the value received would 
far exceed the expenditure. 


Importance of Good Paint 
Max Critchfield, New York, stressed the 


educational program under way to carry the 
Better Paint campaign message to all retail 
lumbermen. The responsibility of the retailer 
was emphasized, and it was urged that it was 
necessary to protect good lumber with high 
grade paint; sell only high-quality paint ; know 
what is in the paint sold; handle only proven 
paints ; recommend that skilled painters be em- 
ployed; expose folly of outlaw-grade paint, in- 
creasing upkeep cost; expose fraudulent adver- 
tising of low grade paint; follow up first paint 
job and sell repainting job of high quality paint. 
Thus lumber sales will be increased and the 
future of lumber products assured. 

In his discussion on “Tax Justice’ C. V. 

Shoup, executive director of Allegheny County 
Real Estate Owners & Taxpayers League, de- 
plored the inequality of assessments; the unjust 
tax burden on real estate, urging that the tax 
bill be spread and all capital wealth be made 
to bear the same share as real estate. 

The Red Cedar Shingle Bureau, Seattle, has 
made a careful study of dealer situations 
throughout the country, not only by conferences 
with associations but through direct contact 
with the men in the yard. W. D. Richardson 
in his address said the Bureau will continue to 





three 
found the members of the Retail Lumber Dealers’ 
of Western Pennsylvania assembled at the Webster Hall Hotel, 
here, for the twenty-ninth annual convention of the organization. 
The invocation was delivered by the Rev. J. Bernard Sause, of 
Dormont, Pa. 
absence of A. Adelman, president of the Pittsburgh Wholesale 
Al Kumer, 
tended a welcome on behalf of his group, and H. C. Walker, 
president of the retailers’ body, responded with thanks for co- 
Mr. Walker reviewed briefly the 
work accomplished during the past year, and was followed by 
G. P. Textor, who presented the treasurer’s report. 
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Association 


days, 
retailer, 


In the 
“merchants” 


vice president, ex- address, 


be completed. 


Stressing 


give every possible co-operation, and continue 
to be guided by retailers’ suggestions. He said, 
“The Bureau today is your pudding ; it has 
been made according to your recipe.” The sup- 
port of the dealers was urged. 


Dealer Must Go After Business 


E. T. Giles, vice-president, Ketchum, Mac- 
Leod & Grove (Inc.), Pittsburgh, in his address 
on “Retail Sales Development,” said that, “no 
matter what happens to assist the lumber busi- 
ness, generally, the only ones who will really 














R. F. McCREA, 
Pittsburgh; 
Secretary 


G. P. TEXTOR, 
Wilkinsburg; 
Treasurer 


profit are those who go after it. Those who 
get more than their share will be those who 
take advantage of the things which sales pro- 
motion provide—common garden-variety things 
which we all know about.” 

Mr. Giles concluded, “In the final analysis, 
sales promotion for the lumber dealer is merely 
finding the prospect, and endeavoring to make 
of him a customer. Most important of all is 
the human element, because here enter brains, 
in addition to the actual footwork.” 

Charles S. Tippetts, dean of the School of 
Business Administration, University of Pitts- 
burgh, presented a most interesting history of 
monetary standards, explaining the several 
forms of the gold standard. 


Dealer Must Keep Up-to-Date 


“The retailer can and will survive; he can 
build himself up in these changing times to ren- 
der greater service and a service more in line 
with modern day thinking,” said Bernard L. 
Johnson, Chicago. There are a great many 
new products coming into the field. Lumber 
has become just one of the products which en- 
ter into a modern structure. It is still a very 
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PENNSYLVANIANS TALK SALES 


Knowledge of Products, Vigorously Carried to Consumer, Will Maintain Retailer's Place 


the importance of the lumber salesman to both wholesaler and 
and urging continued co-operation, I. 
president of the Pittsburgh Association of Lumber Salesmen, 
extended the greetings of that group. 
seem to be the keyword for 1936, according to Arthur A. Hood, 
of Johns-Manville, who pointed out the necessity for becoming 
rather than continuing as merely 
“Six Characters in Search of a Retailer.” 
characters are the manufacturer, dealer, 
banker and consumer. 


H. Shreiner, 


Merchandising would 


in his 
The six 
architect, contractor, 
“A product ‘road’ to the consumer must 


“dealers” 


A good job has been done up to the point of 
placing products on dealers’ shelves, and advertising has built 
a strong demand but in between is a ‘consumer 


canyon.’ 


important material and destined, I believe, to 
remain one of the most important that goes 
into the general run of building improvements. 
Nevertheless along with lumber we are going 
to find a good many other products which have 
a certain style appeal, a certain novelty, and 
the lumber dealer is going to have a choice to 
make as to whether to include some of these 
things in his stock or whether to ignore them 
and be hostile to them. 

“If the retailer makes himself the center of 
the industry in his community, having properly 
built himself up, the prospects will seek him 
out,” continued Mr. Johnson. “It is my thought 
that the dealer can really make himself a sales 
manager for the entire building industry in his 
community. In order to sell his own line of 
goods he has got to sell a line of goods which 
will benefit others than himself. In short, the 
retail dealer will survive if he becomes a leader 
in his community and has his name and place 
of business synonymous with new things and 
is not bound up with the past with his name 
bracketed with the oxcart.” 


Denies Government Invasion 


A denial that the government is invading the 
building industry through the Federal Housing 
Administration was made by Major Charles C. 
Anthony, special representative, Federal Hous- 
ing Administration, Washington, D. C., in his 
address. The Government is not competing 
with private enterprise, he said; it is not gov- 
ernment in business, but business men in gov- 
ernment. Through FHA the Government 
is trying to loosen credit so the building trades 
can get out of a four-years’ slump. 

Wednesday evening the Pittsburgh Associa- 
tion of Lumber Salesmen held an entertain- 
ment and dinner in the hotel; and on Thurs- 
day the Pittsburgh Wholesalers were hosts at 
a luncheon, at which Otis N. Shepard, presi- 
dent of the National-American Wholesale 
Lumber Association, brought a message from 
his group. 

The banquet on Thursday evening climaxed 
the social events. Toastmaster H. C. Walker 
presented the speakers for the evening, “Dusty” 
Miller, humorist, and Dr. William J. H. 
Boetcker, of Erie, Pa. 


Newly Elected Officers 


President—W. F. Campbell, Campbell Co., 
New Wilmington. 


First Vice-president—R. D. Hyde, Clear- 
field Millwork & Lumber Co., Clearfield. 


Second Vice-president—W. F. Copp, 
eral Builders’ Supply Co., Altoona. 


Treasurer—G. P. Textor, Textor Lumber 
Co., Wilkinsburg. 


Secretary—R. F. McCrea, Pittsburgh. 


Gen- 


General Counsel—Carl Van der Voort, 
Pittsburgh. 
Director to the National Retail Lumber 


Dealers’ Association—G,. N. Glass. 


Director to the United States Chamber of 
Commerce—W. K. Borland, 
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LUMBER’S TURN HAS COME, 


Survey Prospects in United States and Other Foreign Markets--Are Advised to Hold 
On to Their Share of British Trade -- Back Plan for Dominion Forestry Conference 


Montreac, Que., Feb. 10.—Whether due to improved busi- 
ness conditions, or desire to ascertain the effect of the new tariff 
agreement, the 28th annual convention of the Canadian Lumber- 
men’s Association, held at the Mount Royal Hotel, here, on 
Feb. 4-5, attracted more visitors from across the border than for 
On the present occasion there appeared to 
be more of the old-time spirit prevailing, the atmosphere of en- 
thusiasm and hopefulness exceeding anything that has been 
shown since the depression wave clutched everybody in its grip. 
Immediately at the opening of the conference, President W. R. 
Beatty called the gathering to attention with bowed heads, while 
Miss Jean Taylor rendered on the piano one verse of “Abide 
With Me,” in respect to the memory of the late King George V, 


several years past. 


In his final address, Retiring President W. R. 
3eatty welcomed the numerous guests, along 
with the splendid representation of lumbermen 
from the U. S. A definite turn towards better 
business and improved conditions had mani- 
fested itself. The newly signed trade agree- 
ment between Canada and U. S. he described 
as encouraging to both parties. He expressed 
optimism as regards the future of the industry 
in the Dominion. “Nevertheless, the United 
Kingdom agreements had been the backbone 
of the Canadian lumber industry since 1932,” 
said Mr. Beatty, “and undoubtedly they will 
continue to be of tremendous value from year to 
year.” 

He described the progress by other industries 
in Canada during the past two or three years, 
remarking that, “While lumber has not yet 
kept pace, our turn of the wheel is about due, 
and I feel sure that definite results will show 
during the present year.” He pleaded for 
Governments not to over-burden the lumbermen 
with taxation. Criticizing freight rates, he 
thought that the high charges were altogether 
out of line with lumber values, and that unless 
some revision downward is made the moveinent 
of lumber by truck, which has grown to a large 
extent during recent years, will continue to 
expand to a much greater degree, thus depriv- 
ing the railroads of a vast amount of haulage 
which they can ill afford to lose. 


U. K. Trade Promotion Praised 


The work which is being accomplished in 
Great Britain by K. G. Fensom, lumber trade 
commissioner for Eastern Canada, was highly 
praised. Mr. Fensom will be retained to con- 
tinue his propaganda duties in the United King- 
dom for at least another year, continued finan- 
cial support having been pledged by the Prov- 
inces of Quebec, New Brunswick and Nova 
Scotia for this purpose. 

Secretary R. L. Sargant’s report referred to 
the increasing number of inquiries received by 
the association since the new tariff agreement 
came into force with the U. S. 

The report of Honorary Secretary R. G. 
Cameron revealed a serious condition iy regard 
to the finances of the association. Thé resolu- 
tions committee, on the second day of the pro- 
ceedings, submitted a motion that in case of 
emergency it would be better to arrange for a 
special assessment to be made, rather than in- 
crease the membership dues. This special as- 
sessment it was explained, would probably not 
amount to more than one cent per thousand feet, 
on turnover or production, according to the 
status of the member, whether wholesaler or 
manufacturer. The resolution was passed with- 
out a dissenting voice, and without criticism; a 
fine example of loyalty and faithfulness toward 
the organization as a whole. 

T. A. McElhanney, superintendent of Domin- 
ion Forest Products Laboratories in Ottawa, 


first night. 


those in attendance. 


reviewed the work of his department, and de- 
scribed a recent trip which he made to South 
Africa, where he found there was a g mar- 
ket for British Columbia lumber. He thought 
that if Eastern Canadian spruce interests went 
after business in South Africa they also could 
develop a very desirable market there. 

An interesting report on the progress being 
accomplished in regard to standard specifica- 
tions for structural timbers was given by 
Stuart McKenzie, secretary of the Canadian 
Engineering Standards Association, Ottawa. 

Hon. Honore Mercier, minister of Lands and 
Forests for the Province of Quebec, declared 





R. L. SARGANT, 
Ottawa, Ont.; 
Secretary-Manager 


R. G. CAMERON, 
Ottawa, Ont.; 
Honorary Treasurer 


that his department were willing to co-operate 
in every possible way with the exponents of 
the lumber industry, and if it had to be done, 
he intimated that he would do his best to get 
stumpage dues reduced even further if lumber 
operators felt that reduction was vital to the 
welfare of the industry. 


Wholesale Secretary Is Heard 


A magnificent address by W. W. Schupner, 
of New York, secretary of the National-Amer- 
can Wholesale Lumber Association (U. S. A.), 
on “How the Wholesaler Sees the Picture,” 
proved particularly interesting and enlightening. 

While the NRA was finished now, he re- 
marked that it had accomplished at least one 
good thing; by bringing manufacturers and 
wholesalers together to see each others’ prob- 
lems as they had never done before, it intro- 
duced a method of group thinking. 


Mr. Schupner gave a splendid example of 


followed by the playing of the national anthem as a loyal tribute 
to the new monarch, Edward VIII. 
ated a profound impression and was highly commended upon 
everywhere was the communication received and read at the 
meeting, from John I. Shafer, of South Bend, Ind., a former 
president of the National Hardwood Lumber Association (U. 
S. A.), expressing sympathy with his Canadian colleagues on 
the demise of their king, and also remarking upon his admiration 
for them in cancelling the supper dance which has always been 
such a regular and attractive feature of the convention on the 
“An exceedingly fine and thoughtful gesture on the 
part of Mr. Shafer,” was the comment heard everywhere among 


Another touch which cre- 


how the wholesaler helps the customer, describ- 
ing the requirements of a certain retailer who 
needed 30 cars of stock. Orders for fourteen 
of these cars were placed with wholesale firms 
and promptly delivered, nine were refused by 
the mills, and the fate of the other seven was 
uncertain. 

The speaker also drew attention to the de- 
clining consumption of lumber, and urged lum- 
bermen to awake from their lethargy and do 
something worth while to overcome the inroads 
by competing materials. 


The Spruce Group Session 


Although the Spruce Group session was com- 
paratively brief it provided sufficient of absorb- 
ing interest to offset its brevity. It appears 
quite evident that the spruce situation is likely 
to produce some developments of outstanding 
importance during the next few months, or even 
weeks. 

Stocks were said to be a little higher at the 
close of 1935 than they were at the end of the 
preceding year, but there is definite evidence 
that production will be considerably lower dur- 
ing the current season. The disturbed condi- 
tions on the Pacific Coast, on both the United 
States and Canadian sides of the border, gave 
rise to the impression that Eastern Canadian 
lumbermen might reasonably anticipate some 
repercussion if the situation in the West de- 
velops to any greater proportions. 

This repercussion would undoubtedly react 
in favor of the Eastern people. Even as it now 
is, the wider sizes of spruce, like 2x10’s and 
2x12’s, are already quite scarce. W. G. Ken- 
nedy, of New York, announced that he was 
prepared to sign a contract for the purchase of 
every stick of 2x10’s and 2x12’s he could lay 
his hands on. 

Manufacturing costs have increased, and in- 
numerable small mills have been compelled to 
cease production, due to the fact that they have 
been unable to finance their operations. Many 
of these fellows previously had. sold their cuts 
at too low a price, and had entirely overlooked 
cost of replacement. Whatever is the outcome 
of the situation in the West, a general advance 
in price of from $2 to $3 is expected before 
long. 

The new tariff agreement is attracting buyers 
from the United States, and if the expected in- 
crease in home consumption materializes, which 
it is quite likely to do, the stage will be all 
set for one of the most interesting periods in 
the history of the lumber industry. 

A ruling was expected to be handed down 
shortly by the United States Court of Appeals 
in connection with the customs duty assessed on 
thin stock. It was hoped that 3%-inch, 7%-inch, 
and such stock of less than 1-inch thickness, 
would be allowed to be assessed for customs 
purposes on actual measurement, and duty 
charged accordingly, instead of collecting on 
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Mill Stocks Short Because Many Small Mills Have 
Been Closed -- Advance in Prices Is Expected 


i-inch when the stock is only half that thickness 
in some instances. ° 

As regards prices since the new tariff came 
into effect, it apppears that prices are remaining 
steady and, generally speaking, the Canadian 
shippers are absorbing the benefit of this con- 
cession for themselves, owing to the fact that 
production costs in future are likely to increase, 
coupled with the further fact that prices were 
already based too low to permit of any reason- 
able margin of profit. 


The Hardwood Group Session 


The Hardwood Group session also proved 
extremely interesting. Several grades and 
sizes of Canadian hardwoods are off the market 
altogether, being entirely unprocurable. Ned 
Plunkett, of Plunkett-Webster Lumber Co. 
(Inc.), New Rochelle, N. Y., urged operators 
to refrain from trying to get too high a price 
for stock, in view of the shortage. He recom- 
mended the policy of producing on a larger 
scale, deriving profit from larger production 
rather than from exorbitant prices. Mr. Plun- 
kett remarked that when prices went out of 
reach the tendency is for the consumer to look 
for some substitute material of a more eco- 
nomical nature. 

J. S. Bock referred to the question of per- 
centage of 14/16 foot lengths in hardwood 
stocks, intimating that steps had been taken to 
remedy this situation. The percentage of longer 
lengths had shown a tendency to decrease to an 
alarming extent, so the assurance of Mr. Bock 
that this condition was being taken care of cre- 
ated a better feeling. 

Paul Kneeland, of Kneeland-Morrill Lumber 
Co., Worcester, Mass., described his experience 
in regard to the manufacture of small dimen- 
sion stock. They started their business before 
the war, and have built up a good connection. 
He advised those who might contemplate going 
into the manufacture of small dimension stock 
to be very cautious, as there was a vast differ- 
ence between manufacturing lumber and manu- 
facturing their type of material. 


Stacking and Marking of Hardwoods 


W. H. Nelson, of the National Hardwood 
Lumber Association (U. S. A.), dealt at length 
with the piling and marking of hardwoods. His 
hearers were especially interested in the vari- 
ous phases of hardwood lumber production de- 
scribed by him, also the new service adopted 
by his association whereby for the payment of 
$8 per day and expenses the services of the lo- 
cal National association inspector could be 
secured, to advise operators how to manufacture 
the logs to the best advantage, and also as to 
system of. piling. 

A. F, Cooper, of the Standard Chemical Co., 
Toronto, Ont., suggested that diagrams be pub- 
lished in lumber trade journals showing the 
best systems of piling various species of hard- 
woods. The desirability of piling and manu- 
facturing hardwoods in stock widths and 
lengths was discussed, but it was explained that 
such a procedure would entail tremendous ex- 
pense, particularly in regard to Canadian woods. 


SESSIONS OF THE SECOND DAY 


On the opening of the second day’s session a 
communication was read from Otis N. Shepard, 
President of the National-American Wholesale 

umber Association, New York, expressing his 
regret at being unable to attend. 

Another communication of outstanding inter- 
est at this session was from a firm engaged in 
the manufacture of wooden boxes, which drew 
a very comprehensive picture of the seriousness 
of the situation in connection with substitution 


of wooden boxes by cardboard and similar ma- 
terials. Its suggestion was to promote an in- 
tensive campaign favoring the use of wooden 
boxes, thereby increasing the consumption of 
lumber. The use of wooden boxes has dropped 
to an alarming extent. 


The Canada-U. S. Tariff Pact 


Hon. W. G. Power reported on the activities 
of K. G. Fensom in England. The situation 
brought about by the tariff arrangements just 
concluded between the United States and Can- 
ada would no doubt have a tendency to divert 
a large proportion of the lumber trade back 
across the United States border again. He re- 
marked that Great Britain had come to the as- 
sistance of the Canadian lumber industry when 
matters did not look any too bright in the 
United States, emphasizing that Canada should 
endeavor to retain its existing trade with the 
United Kingdom. He had great confidence 
in the British market, and urged his hearers not 
to be too keen to rush everything they had to 
sell over to the United States. ‘Don’t desert 
the British and they won’t desert you,” was the 
Honorable gentleman’s comment. 


A film was shown portraying a splendid con- 
ception of the capabilities of caterpillar tractors 
in all phases of logging activities. Another, 
exhibited through courtesy of E. R. Plunkett, 
of Plunkett-Webster Lumber Co, New 
Rochelle, N. Y. describing Tim-bo-lok houses— 
a lumberman’s answer to the mounting demand 
for prefabricated homes, was also a picture of 
absorbing interest to all in any way connected 
with the lumber industry. 


Important Resolution Adopted 


The Resolutions committee submitted the 
following motion, which was seconded by J. S. 
Bock, and carried unanimously: 


It has been brought to the attention of this 
association that at the instance of the Ca- 





BUILD WITH 
THE BONUS 





nadian Sociey of Forest Engineers, a pro- 
posal has been made to hold under Dominion 
Government auspices a Forestry Conference 
at some time in the near future, to con- 
sider all phases of the forestry and forest 
products industries, including such matters 
as the management of forest lands, forest 
protection against fires, disease and insects, 
forestry and forest products research, lumber 
manufacture, lumber marketing and kindred 
subjects. In view of the fact that no such 
nation-wide congress has been held since 
1906; that such a congress would bring to- 
gether ali branches of the woods industries 
and all Provinces of the Dominion; and that 
it would focus the attention of Governments, 
industries and the public generally on the 
social and economic significance of the lum- 
ber and wood-using industries, the Canadian 
Lumbermen’s Association strongly endorses 
the idea of calling such a congress and records 
its willingness to co-operate in arranging the 
program of the congress and in carrying it 
to a successful issue. 


Former Hardwood Secretary Greeted 


L. S. Beale, former secretary of the National 
Hardwood Lumber Association (U.S. A.), re- 
sponded to greetings from visitors, remarking 
that although he is not now connected with that 
organization, his heart is still with the lumber- 
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Pembroke, Ont.; 
Retiring President 


men of Canada, he having represented the 
Hardwood association for so many years and 
having attended numerous Canadian Lumber- 
men’s conventions. 


The New "Slate" of Officers 


N. Fairlie Blair, of Price Bros. (Ltd.), 
Quebec, becomes the new president. K. S. 
Maclachlan, of Edmundston, N. B., is first vice- 
president, and James L. Crane, of Thessalon, 
Ont., is second vice-president. R. G. Cameron, 
of Ottawa, Ont., and Robert L. Sargant, of 
Ottawa, Ont., continue as honorary treasurer 
and secretary-manager, respectively. 


Unable to be present on account of serious 
illness, an expression of sympathy was ten- 
dered Mr. Crane, the second vice-president. 
His absence was keenly felt, as he has always 
taken a prominent part in the convention pro- 
ceedings, and on the present occasion was to 
have presided over the White Pine group ses- 
s$10n. 


Walter M. Ross paid a glowing tribute to 
retiring President W. R. Beatty. R. L. “Bob” 
Sargant, also deserves the highest credit for his 
efforts. It was a great convention, with a 
touch of that happy, carefree feeling which was 
in evidence prior to the depression—just another 
little peep back into the “good old days.” 

Owing to having been called upon to make an 
unexpected trip to England, N. Fairlie Blair 
was unable to occupy the chair after his election 
as president. The closing business of the con- 
vention was therefore taken over by K. S. Mac- 
lachlan, first vice-president. 





Southern Furniture Mart Reveals 
Strong Trends 


Hicu Pornt, N. C., Feb. 10.—With a new 
January record registration of 1,850 buyers, 
southern furniture manufacturers have closed 
what was termed by competent observers to be 
a most satisfactory mid-winter Southern Fur- 
niture and Rug Market. The market opened 
Jan. 20 and closed Feb. 1. 

With over 200 manufacturers showing to a 
record number of retail buyers from more than 
a score of states, the market went down as an 
auspicious opening to the new business year. 
Prices were up slightly on an average, and 
remained steady. 

Two distinct trends characterized the show. 
The swing to modern furniture created the 
greatest style furor in the market’s history, and 
the tendency of buyers toward better furniture 
brought a new note to the price consideration 
in the southern wing of the industry. 

Two factors are expected to contribute to the 
continued improvement in the industry, these 
being an increasing replacement demand and a 
boom in residential building. 





40 


MICHIGAN CONSIDERS HOUSING 


AMERICAN LUMBERMAN 


February 15, 1936 


Wants Maximum Retail Distribution With Wholesale Discounts 


Confined to Yards Entitled to 


Detroit, Micu., Feb. 10.—The arctic weather which has been 
a prominent if not a welcome visitor at most northern conven- 
tions this winter did not overlook the 47th annual meeting of 
the Michigan Retail Lumber Dealers’ Association. Though this 
reduced the attendance somewhat, more than 500 people regis- 
tered at the association headquarters in the Book-Cadillac Hotel 
for the four-day meeting, Feb. 4-7; and those who braved the 
sub-zero temperatures were rewarded by a well-balanced con- 
vention program and a vigorous presentation of retail and allied 
subjects. The first day was given over wholly to the exhibits of 
manufacturers, and special invitations were issued to architects 
Following the invocation by 
Rev. Bertram D. Pullinger, the welcome to the city by Corpora- 
tion Counsel Raymond Kelly and the response by Frank H. 


and others interested in building. 


Secretary Hunter M. Gaines, of Lansing, in 
his report emphasized certain points that Mr. 
Wescott had made, described the work done, 
urged further development of district organiza- 
tion and paid tribute to the officers and direc- 
tors. The morning session closed with the re- 
port of Treasurer Frank H. Mather, of Jack- 
son. 

With Henry Otis, of Detroit, in the chair, 
the afternoon session began with the showing 
of the Red Cedar Shingle Bureau’s already 
famous film, “The Home of the Wooden Sol- 
diers.” W. W. Woodbridge, of the Bureau, 
made a brief introductory statement and asked 
the co-operation of dealers in getting the film 
shown in their towns and cities. 


Tells How to Increase Home Building 


A. O. Eberhart, former governor of Minne- 
sota, and at present associated with the Hous- 
ing Administration, proved himself to be a 
humorist of distinction as well as an authority 
on housing finance. He presented some inci- 
dental statistics, such as the two and a half 
million houses benefited by loans, and the ex- 
pectation that the program will soon see 1,000 
houses a day started with insured loans. But 
he devoted much of his address to the human 
side of the housing problem. Good housing, he 
said is the best crime preventive; and the losses 
through crime are the heaviest charge against 
the nation’s earnings. If house construction 
can be gotten going, thus taking men out of 
the bread line and setting them to work at 
wages, it will contribute the greatest possible 
increase to the national earning power. The 
Governor paid a special tribute to the Michigan 
banks for their co-operation with the Housing 
Administration. He told the lumbermen that 
their opportunity lies in working with and for 
the program; that they can no longer sit in 
their offices and get business; and that there 
is plenty of loan money available to care for 
the business which they create. 

At the close of this address Mr. Otis intro- 
duced Raymond Foley, regional director of the 
NHA. 

A. G. Ropp, vice president of the Industrial 
Morris Plan Bank of Detroit, in supplementing 
Governor Eberhart’s statements, drew a picture 
of the earlier difficulties and costs of financing 
house building before the NHA was created. 
He said the public is taking to the new methods, 
because these methods suit public thinking and 
needs. He urged the extension of Title One; 


stating that the second phase of the recovery 
will certainly center in the building industry. 
And while he agreed that eventually the gov- 
ernment should withdraw from private financing 
he stated that the time for this withdrawal has 
not yet come. 

J. L. Burt, president of the Wisconsin asso- 





ciation, made the final address of the session. 
Mr. Burt has made an enviable reputation as 
a convention speaker these recent years. As a 
practical lumberman he can deal with concrete 
problems, in the retailer’s own language. His 
address has already been fully reported; and, 
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as he has done in all his speeches this year, he 
drove hard toward the objective of more exact 
and complete technical knowledge of salesman- 
ship in terms of goods handled and of public 
needs, a better understanding of what consti- 
tutes real competition and the low cost and 
high value of association work. 


Officers and Directors Elected 


The following were then elected directors: 
W. J. Merrick, Frank C. Klesner, L. M. Spears, 
John Wickers, Thomas Dudd and R. C. Rest- 
rick. 

Association officers are elected by the direc- 
tors. The nominations committee recommended 
the following, who at a subsequent meeting of 
the directors were duly elected: 

President—Arthur Kleinpell, Flint. 

Vice President—Frank H. Mather, Jackson. 

Treasurer—Robert C. Restrick, Detroit. 

C. A. Pollock, of Coldwater, presided at the 
Thursday afternoon session. 

Don Critchfield, of the Forest Products—Bet- 
ter Paint Campaign, then made what he termed 
a progress report of this great effort to spread 
a knowledge of good paints and good applica- 





Them -- Favors Grade Marking 


Mather, of Jackson, the opening session on Wednesday forenoon 
was given over to a progress report of the association. President 
C. C. Wescott, of Ypsilanti, devoted much of his official address 
to an account of the changes in association work made necessary 
by the ending of NRA and the Codes. This Code work, in his 
opinion, produced some real benefits. 
of cost knowledge, brought into sharp relief the place which each 
part of the industry occupies in the field, indicated clearly the 
fact that the building industry carries the possibility of lifting 
the depression, and of course uncovered the enormous size of the 
potential building market. Mr. Wescott indicated certain needed 
extensions, such as increased field work, and concluded with an 
earnest statement of the importance of association work in the 
future welfare of the industry. 


It proved the usefulness 


tion. Just as the red cedar shingle men had to 
spread a knowledge of the right nails in order 
to protect their products, and consequently their 
markets, in practical use, so lumber manufac- 
turers and retailers are learning that good 
paints are highly important in saving the lum- 
ber market. Pride of ownership is made or 
destroyed by appearance; and peeling paint will 
turn not only the owner but his neighbors to 
substitute materials for building. The campaign 
has the suppport of all lumber manufacturers. 
At the suggestion of the campaign managers a 
number of manufacturers of siding. are includ- 
ing painting instructions in the bundles. To 
give his statements speed and punch, Mr. 
Critchfield used topical charts; and he illus- 
trated his points with a series of slides. He 
stated that a dealer had not only responsibility 
but also opportunity in becoming the local paint 
authority. 


"Organized Friendship" Is Keynote 


George W. LaPointe, Jr., president of the 
National Retail Lumber Dealers’ Association, 
made a vigorous analysis of the origins and 
functions of that body. He said that when, 
years ago, the anti-trust laws put an end to 
the earliest forms of control by association sec- 
retaries over competitive conditions, he thought 
that association work had been destroyed. But 
a number of men, including especially Hawley 
Wilbur, of Milwaukee, brought forward the 
idea of “organized friendship”; by which lum- 
bermen could do voluntarily the things needed 
for the health of industry. It is upon this basis 
that effective association work is now done; 
and with energy and will on the part of dealers 
this organized friendship is highly and properly 
effective. 

The National is now dealing with three prac- 
tical problems; the problem of distribution, the 
matter of Federal legislation affecting lumber 
marketing and the proper use and extension of 
the FHA. The NRA did a considerable amount 
of good in the chaotic days of the depression. 
Lumbermen, for example, were allowed to write 
their own Codes; but these Codes had Federal 
police authority back of them, at least nom- 
inally, and some men objected to being coerced 
even for their own good. The result was the 
loss of some ground by the associations, espe- 
cially in distribution. The NRA superseded the 
Kendall distribution statement of 1931; a good 
distribution program. But when the NRA put 
it out and was in turn itself destroyed by the 
Supreme Court, it was necessary to begin over. 
In the meantime the motor truck had intro- 
duced the matter of deliveries from the whole- 
saler to the building job, and purchases by the 
Federal government presented a new problem. 
The reduced consumption of lumber was menac- 
ing all parts of the industry; and retailers 
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AND MERCHANDISING PROBLEMS 


Ask That Title One Be Extended and Government Competition 
Avoided -- Discuss Means of Extending Home and Farm Sales 


argued that if customer prices were to be kept 
reasonable in order to recapture this market 
there must be orderly volume distribution 
through recognized channels. A new distribu- 
tion statement was drawn last year, setting 
forth general principles but recognizing that 
regional practices were not all the same. Soa 
clause was added stating that these general 
practices were subject to local conditions mu- 
tually recognized. 


Mr. LaPointe explained at length the efforts 
to systematize sales to the government. He 
stated that manufacturers and wholesalers are 
recognizing the value of ethical distribution to 
their own business. One important aid in 
ethical distribution is identification of lumber 
through proper marking. Mr. LaPointe com- 
mended the Red Cedar Shingle Bureau for its 
complete acceptance of retail distribution. He 
mentioned other fields of distribution, such as 
cement and millwork. 


Federal legislation is an important matter; 
particularly the experimental efforts to promote 
low-cost housing. While this experimentation 
is dangerous, because of the unsound methods 
proposed, the industry has the obligation and 
the opportunity to deal with the low-cost house 
in a sound way. The National association was 
instrumental in getting the NHA enacted, and 
this device must be simplified and maintained. 
Particularly Title One must be extended. In 
conclusion Mr. LaPointe stated that the indus- 
try needs watchful, working associations as 
never before. The industry is being reshaped 
by events; and good results don’t just happen. 
Somebody makes them happen. 


At Mr. LaPointe’s suggestion, W. W. Wood- 
bridge, of the Red Cedar Shingle Bureau, made 
a brief statement of the Bureau’s position in 
accepting complete retail distribution. He said 
the Bureau had gone the whole way with 
retailers, accepting all their suggestions. It is 
maintaining grades and inspection services and 
is spending large sums in promotion. Mr. 
Woodbridge asked only that retailers refrain 
“from trumping the Bureau’s ace”; that is, re- 
frain from supporting by purchases those shin- 
gle manufacturers who are unwilling to meet 
the Bureau’s standards. 


Farm Building Market Analyzed 


R. C. Miller, professor of Farm Structures, 
Ohio State University, made an extensive anal- 
ysis of the farm building market. By means 
of charts he presented some startling figures 
about the value of farms and farm buildings and 
the amazing way in which these structures have 
been neglected. It is estimated that three per- 
cent of the original value of the buildings should 
be spent annually in repair and replacement; 
and had this been done, each lumber yard in 
Michigan would have sold $30,000 worth of 
materials for this purpose in 1935. He stated 
also that the neglect of repairs had been quite 
as glaring in boom years as in the depression. 
He further indicated that the upkeep of farm 
buildings is the most important part of farm 
economy; and he pointed this statement by the 
assertion that no banker would make a loan on 
a farm that had no buildings. But if it had 
buildings he might loan 70 percent of the ap- 
Praised value. Illogically he would credit 50 
percent to the land and 20 percent to the build- 
ings; although by his own action he admitted 
that the farm without buildings was without 
loan value. Mr. Miller presented charts show- 
ing in figures how adequate buildings would 
make cash savings in excess of their annual cost. 


One of the highly appreciated features of the 





convention was the address given by James H. 
Kimball, of Hingham, Mass., on the puzzling 
subject, “The Etiquette of a Lumber Yard.” 
From his first sentence Mr. Kimball proved 
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himself a talented humorist, and the uproar of 
the audience continued with little intermission 
to the end. But in addition to being a top- 
flight entertainer Mr. Kimball took the oppor- 
tunity to pay tribute to the friendliness and 
integrity that have been organized in association 
work. 

At the Friday afternoon session the resolu- 
tions committee presented a memorial of de- 
ceased members. It asked for the extension of 
Title One of the FHA, extended thanks to Ray- 
mond Foley, regional director of the NHA, 
opposed governmental experiments in low-cost 
housing upon the present basis, approved the 
principle of maximum retail distribution, fa- 
vored the extension of grade-marking, opposed 
the giving of wholesale discounts to any one 
engaging in retail distribution and extended the 
thanks of the association to those aiding in 
making the convention a success. 
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Lumber and Its Markets 


W. H. O’Brien, field engineer of the South- 
ern Pine Association, in speaking on the sub- 
ject, “Lumber Meets the Challenge of Compe- 
tition for the Home Market,” stated that south- 
ern pine producers feel optimistic because of 
the advances made in solving difficult problems. 
The market is increasing; and while it still has 
a long way to go, it is facing in the right direc- 
tion. Retailers are proving their ability to sell 
lumber on the basis of suitability and use 
against substitute materials. The depression 
years gave impetus to the bad practice of selling 
low grades on price; thus injuring the market 
by destroying confidence. But this can be 
changed, and grade-marking is a useful means 
of doing it. The careful buying of the last few 
years is leading to a public respect for honest 
discriminatory knowledge; and this, too, is the 
dealer’s opportunity. 

Mr. O’Brien mentioned the baseless scares 
that are being spread about the ravages of ter- 
mites. There are no more of these insects than 
there ever were; and it is comparatively simple 
to guard against them. He closed with a brief 
statement about the services offered by the 
Southern Pine Association to retailers. 


The Social Security Act 


Wm. L. Stewart, a noted certified public ac- 
countant of Detroit, made an analysis of the 
Federal Social Security Act. He stated that 
no complete statement could be made until 
Michigan had passed the necessary enabling or 
supplementary legislation; but he presented 
many technical facts about this type of legisla- 
tion and stated he believed both that the Fed- 
eral law would be amended, and that whatever 
happened to this act there would be social se- 
curity laws that would meet the test of the 
Supreme Court. No one now can guess just 
how such laws will operate. He suggested that 
careful watch be kept over State legislation; 
for this will be a revenue-raising proposal, and 
legislators who deal earnestly with the need for 
raising money can not always know precisely 
what the impact upon the tax-payer will be. 
This impact upon the lumber industry will be 
important not only to lumbermen but also to 
the public: for the building industry, of which 
lumber is an important part, is bearing the bur- 
den of lifting the depression. Mr. Stewart 
suggested that no one worry excessively about 
the matter this year but that he keep his pay- 
roll clean, preserve exact and detailed records 
and, if he operates on a cost system, add about 
one percent to take care of the tax bill. 

The final address was by Arthur Koehler, of 
the Forest Products Laboratory, who presented 
his fascinating address upon the part science is 
playing in finding better uses and new uses for 
lumber; a story which deals with the very 
foundations of a prosperous lumber industry. He 
made his usual use of slides to illustrate the 
course science is taking in learning the secrets 
of wood utilization. 


Entertainment Program Is Varied 


The entertainment program was extensive; 
including the Old Guard dinner, the midnight 
lunch and cabaret of the Traveling Lumber and 
Sash and Door Salesmen, and the banquet and 
dinner dance. At the dinner, F. Harold Van 
Orman, former lieutenant-governor of Indiana, 
was the speaker. The ladies’ program included 
luncheons, bridge and theater parties and shop- 
ping tours. 

In the fine array of exhibits some sixty man- 
ufacturers and wholesalers were represented. 
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Southwesterners Stress Salesmanship 
Speakers Discuss Distribution, New Merchandising Methods 


Kansas City, Mo., Feb. 10.—Salesmanship seemed to be 
the most important subject in the minds of the dealers attend- 
ing the 48th annual convention of the Southwestern Lumber- 
men’s Association held here Jan. 29-31. 
tribution and modern methods of merchandising were the topics 
of importance which were discussed. The success of the con- 
vention was shown by the attendance of delegates from Mis- 
souri, Kansas, Oklahoma and Arkansas, which was more than 
30 percent greater than last year in spite of the snow and the 
extreme cold weather which prevailed. The unanimous vote 
of thanks to the members of the convention committee and to 
the officers of the association was well deserved, for the speak- 


ers on the program were among the best 


In a conservative prediction Mr. Scroggs in- 
dicated that business during the coming year 
should be much better, but we should not ex- 
pect a boom. Contributing to this improvement 
are the improved crop conditions and the gen- 
eral business upturn. 

“I am convinced,” said Mr. Scroggs in con- 
clusion, “that the greatest increase will come 
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Retiring President 
to those dealers who use every effort and take 
advantage of every opportunity to sell their 
product ahead of competing lines of merchandise, 
particularly the dealers who are progressive 
enough to use new and modern methods of 
merchandising, to those who co-operate with 
their fellow dealers, to those who will adopt 
a policy of live and let live. In addition to 
enjoying an increased business, they will have 
the very great satisfaction of being able to 
look their customers as well as their competi- 
tors in the face and feel that they are friends 
of both.” 

Mr. Scroggs was followed on the program 
by C. A. Bruce, of the E. L. Bruce Co., Mem- 
phis, whose subject was “Modern Methods of 
Merchandising.” Merchandising, defined, is 
nothing but “planned, intelligent selling.” Price 
has been carrying entirely too much weight in 
the industry. To sell is to show that your 
product meets certain needs that the buyer re- 
quires. The lumber industry has not been 


forced to sell in the past because certain needs 
have kept firms in business but now selling can 
no longer be neglected. One principle of sell- 
ing is offering for sale what the prospect wants 
to buy. There are few items in the yards that 
your customer wants to buy separately. Your 
customer is the man that wants the finished 
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product; that is what he is interested in. An 
example is given of the man who wants an oak 
floor. To give him an oak floor he must have 
a sub-floor, and the oak flooring and the latter 
must be properly applied and finished. This is 
the kind of man who is the customer of the 
lumber dealer, and since he is, we must know 
more about our business so as to give him 
what he wants. He is not interested in the 
price of oak flooring per thousand but in the 
finished floor. The application business, Mr. 
Bruce said, is another field, and we would 
better stay out of it; however, he suggested 
that it is sometimes good sales policy to arrange 
with the contractors to bid on applied prices. 
Greater advantage should be taken of manufac- 
turers’ offers to aid sales by advertising. We 
must be aggressive to get greater volume and 
increased profits, he said in conclusion. 


Should Attack the Larger Problems 


G. H. Zimmerman, the plain-spoken presi- 
dent of the Texas association, was the next 
speaker, choosing as his subject, “A Great 
Lumber Industry.” He described the industry 
as including all building materials, and his en- 
deavor is to awaken the industry to its great- 
ness. In order to realize this greatness one 
must have vision of the far-reaching field. Too 
much time is spent on small individual prob- 
lems while matters of great importance pass 
unnoticed. Lumbermen have been too con- 
tent to take what business that came to them. 
For this reason, he stated, lumber was the 
hardest hit industry during the depression. Our 
competitor is not the other lumberman, but 
other industries. We have a great frontier of 
business before us, and we must remove the 
impediments to development and the creation 
of more business. 

He pointed out that gross profits were too 
low, but that is only a temporary problem. Mr. 
Zimmerman suggested that more time be spent 
on the bigger problems, such as competition 
among different divisions of the industry, so 
that they may work together to develop this 
great frontier of business. He gave examples 
of united action of an industry, and the re- 
sults accomplished. Our industry should tell 
the world of the value of the American home. 

F. E. Tyler, legal advisor to the association, 
made a short but interesting talk on the “So- 
cial Security Act.” 

During the afternoon conducted tours were 
made of the Municipal Auditorium, where the 
convention was held, and of other points of in- 
terest throughout the city. Also a bridge party 
for the ladies was held at the Kansas City 
Club. In the evening the Red Cedar Shingle 
Bureau was the host to the entire convention 
for the showing of the picture, “Home of the 
Wooden Soldiers.” 

The Thursday morning session opened with 
an address by W. W. Woodbridge, of the Red 
Cedar Shingle Bureau, who told of the greater 
co-operation within the industry, resulting in 
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they brought messages of great interest and importance to those 
attending. The fine array of exhibits literally packed the space 
allotted in the New Municipal Auditorium where the conven- 
tion was held. After music by the Kansas City Southern Rail- 
way quartet and invocation by the Rev. Harry C. Rogers, the 
convention got into full swing with the keynote address of J. 
A. Scroggs, of the Riner Lumber Co., Kansas City, president 
He told of the history of the association, 
and of its importance in the industry. When the demise of the 
Code came the end was predicted for the association by some, 
but it came back stronger than ever by rendering a real service 
to its members, he said. 
greater organization and closer co-operation among members 
in both a financial and personal way. 


He expressed the need for even 


a better understanding. The bureau represents 
90 percent of the wooden shingle production in 
the U. S. He summarized the operation of 
the bureau, calling attention to the fact that 
“Certigrade” shingles can be bought only 
through the dealers. 


Next on the program was E. L. Kurth, rep- 
resenting the Southern Pine Association. Prob- 
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lems facing the industry were outlined briefly 
in his address on “Orderly Distribution a Joint 
Responsibility.” Great harm is done by the 
practice of some manufacturers of selling di- 
rect to the contractors and builders. The retail 
lumberman is the best distributor of lumber, 
and it should be sold through him. Often lum- 
ber where sold direct is not graded and not 
properly manufactured thus causing the cus- 
tomer to be dissatisfied, which works to the 
injury of the entire industry. Price competi- 
tion has caused the stocking of cheap materials 
in the yards, with the same detrimental effect. 
He predicted that at least 200,000 new homes 
will be built during the coming year. 

In his talk on, “Expanding the Market for 
Building Materials,’ Edward J. Mehren, presi- 
dent of the Portland Cement Association, tol 
of what his association was doing in this field. 
By creating general construction, all depart- 
ments of the building materials industry will 
benefit. Attention was called to the splendid 
work of the committees for trade recovery rep- 
resenting the building industry. He pledged 
his association to go along with any others that 
are going in the same direction, and urged 4 
closer co-operation between the different 
branches of the industry. 
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Demonstrates Value of Insulation 


G. D. Andrews, representing the insulation 
industry, with the aid of a blackboard made a 
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Mr. Allen described conditions in Europe as 
he had found them on a recent visit, dwelling 
at some length on England, which country, he 
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WEST COAST LUMBER INDUSTRY 


Lower Rate to Chicago and Truck Haul May Be Needed to Overcome Lack of Co-opera- 
tion from Eastern Railroads; Enlargement of Drying Facilities Might Help Market -- Car 
Material Represents Big Domestic Opportunity --- Atlantic Coast to Get Inspection Office 


Tacoma, Wasu., Feb. 8.—One of the largest gatherings in 
recent years of lumbermen, loggers and members of the ply- 
wood, door, shingle and pulp industries of Washington and 
Oregon filled the roof garden of the Winthrop Hotel here for 
the opening session of the annual meeting of the West Coast 
Lumbermen’s Association on Jan. 31. It was an all-day meeting 
which held the interest of those in attendance throughout. Be- 
tween the forenoon and afternoon sessions the assembled lum- 
bermen were the guests of the association for lunch in the 
The whole atmosphere of the meeting was 
charged with good feeling, confidence, and determination to 


Crystal Ballroom. 


Hon. Clarence D. Martin, governor of the 
State of Washington, addressed the lumbermen 
telling of the significance of forest-using indus- 
tries to the State of Washington, following with 
an outline of the present position of the State, 
including its financial status. 


Tells Plans for the Future 


Corydon Wagner, chairman of the trade pro- 
motion committee, told what that committee 
has accomplished, and what its plans for the 
future are. He called on T. C. Combs, a new 
member of the field staff, with headquarters in 
Los Angeles, who told of the school building 
program in California, and other opportunities 
for the use of West Coast wood in that State. 

On the same general subject G. E. Karlen, 
of the Karlen-Davis Lumber Co., Tacoma, car 
material specialists, discussed the use of lumber 
in car construction, and made suggestions for 
trade extension work in that field. Mr. Kar- 
len’s suggestions were considered so important 
by the trade extension committee that it has 
placed his report on its agenda as the next step 
in the program of trade promotion which the 
committee will undertake. 

Next in importance to, and in reality form- 
ing a part of, trade promotion work, is the 
so-called 72-cent freight rate into official terri- 
tory. George T. Gerlinger, chairman of the 
traffic committee, took charge of the discussion 
of traffic questions which particularly had refer- 
ence to the 72-cent lumber rate; what it means 
to the industry in the Northwest, and what may 
be done to perpetuate it. 

On this subject, H. N. Proebstel, formerly 
for 16 years traffic manager of the association, 
and recognized as the father of the 72-cent rate, 
outlined its history and present status. Mr. 
Proebstel is now assistant general freight agent 
for the Northern Pacific Railway, having re- 
signed from the association staff a few months 
ago. 


Explains Social Security Acts 


Lumbermen were all very much interested 
in the Federal and State social security acts, 
and unemployment compensation laws. The cost 
and tax burdens of these to the lumber indus- 
try in the States of Washington and Oregon 
will be tremendous, and arranging to comply 
presents many problems to lumber manufac- 
turers. These acts were explained by Harris 
Smith, association auditor, who advised the 
lumbermen as to what they were facing and 
what they would have to do. Mr. Smith told 
particularly of the Washington law and the 
Federal act; and Otto Hartwig, a member of 
the unemployment compensation commission of 
Oregon, explained the Oregon law. 


Election of Trustees 


The Board of Trustees elected for the ensuing 
year was as follows: H. A. La Plant, Lyman, 
Washington; H. W. Stuchell, Everett, Wash. : 


W. B. Nettleton, Seattle, Wash.; Frost Snyder, 
Tacoma, Wash.; C. H. Kreienbaum, Shelton, 
Wash. ; Stuart Polson, Hoquiam, Wash.; C. H. 
Watzek, Wauna, Ore.; W. W. Clark, Portland, 
Ore.; J. H. McGladry, Eugene, Ore.; R. T. 
Moore, Bandon, Ore. 

These trustees in turn elected J. D. Tennant, 
Longview, as honorary trustee; F. R. Titcomb, 
Tacoma, vice-president for Washington; T. V. 
Larson, vice-president for Oregon; and trus- 
tees-at-large, J. H. Bloedel, Seattle; George T. 





JOHN D. TENNANT, 
Longview, Wash.; 
Honorary Trustee 


Ww. B. NETTLETON, 
Seattle, Wash.; 
President 


Gerlinger, Dallas, Ore.; Corydon Wagner, Ta- 
coma, Wash. Elmer Worth was elected trus- 
tee representing the small mills of Oregon. 
The president of the association will be 
chosen at the next meeting of the board of 
trustees. 
A Review and a Preview 


Colonel Greeley, in his discussion of the year 
behind and the year ahead, dismissed the lumber 
Code with the statement: “It was an honest 
effort for self-government by the industry under 
extreme difficulties. lt is now behind us. Asso- 
ciation efforts in 1935 have been concentrated 
upon the constructive opportunities opening for 
the industry through business self-interest and 
voluntary co-operation.” He gave assurances 
that the association is in excellent condition, 
with membership representing 80 percent of the 
West Coast manufacturing capacity, and in an 
excellent cash position. 

Col. Greeley pointed to the important feature 
of the association—the local branches, with 
branch managers. Herbert J. Cox, of Eugene, 
is manager of the Willamette Valley branch, 
and J. E. Cool, Portland, manager of the Co- 
lumbia Valley branch. He advocated an exten- 





carry on forward-looking, constructive policies which will in- 
crease the market for West Coast lumber and place the industry 
on a firmer foundation than ever before. The sessions were pre- 
sided over by President Walter B. Nettleton, Seattle, who was 
also on the program as one of the principal speakers discussing 
the subject of opportunities for marketing West Coast lumber 
in the Orient and how we should use them. This was a review 
of Mr. Nettleton’s observations while on a trade extension trip 
to the Orient last fall. 
the association, in a frank and comprehensive manner reviewed 
association work and prospects. 


W. B. Greeley, secretary-manager of 


sion of similar branch organizations to other 
West Coast districts. He discussed trade pro- 
motion during the past year, and in this con- 
nection mentioned the report of L. A. Nelson, 
of the department of grades, and the valuable 
work of the inspection staff in effective trade 
promotion work through education on West 
Coast grades, and other direct contacts with 
lumber consumers. He stated that the trustees 
have authorized the setting up of an inspection 
office on the Atlantic Coast similar to that now 
in operation in California. 

He emphasized the increasing need for indus- 
trial facts brought out in a report of Douglas 
Huntington, head of the statistical department 
of the association; and also reported the need 
for more adequate information on current prices 
of controlling items. In this respect, he advo- 
cated the extension through other association 
branches of the interchange of price informa- 
tion now being carried on by the Willamette 
Valley branch. 


The Canadian Trade Treaty 


Of the Canadian trade treaty, Colonel Greeley 
said : 

“The concession of American fir and hemlock 
markets to Canada, although limited to an an- 
nual quota of 250 million feet, can only be 
construed as a trading point accomplishing a 
treaty which the government regards as other- 
wise beneficial to the United States. Certainly 
in the Canadian agreement there is no reci- 
procity for the West Coast lumber industry. 

“However, the trade agreement is now an 
accomplished fact. Like it or not, the industry 
must accept it. Since its announcement the 
association has concentrated its efforts on two 
points : 

“1. Ameliorating the most harmful effect of 
the Canadian imports by curbing possibilities of 
quantity dumping, and converting the quota into 
an even flow of trade through a reasonable 
monthly limitation; also by restricting cargo 
shipments under the quota to vessels of Cana- 
dian or American registry. 

“2. Giving the American industry real reci- 
procity in Canadian trade by withdrawal of 
British Empire preferential tariffs, and otherwise 
opening up export markets for our lumber, 
under reciprocity agreements with Australia, the 
United Kingdom, and other countries. A brief 
has recently been filed with the State depart- 
ment which sets forth explicitly the heavy losses 
in West Coast offshore shipments during the 
past six years, and the necessity for equalizing 
market opportunities by giving West Coast lum- 
ber a positive and aggressive place in the Gov- 
ernment’s foreign trade program.” 

Under the discussion of trade promotion, 
Committee Chairman Corydon Wagner stated 
that his committee was spending the money as 
fast as it came in, but its activities are limited 
for the reason that the funds being received 
are about one-fourth what they were when the 
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More Branches May Be Formed in Mill Territory -- Fuller 
Sales Price Information Desired --- Means of Enlarging 
Foreign Market Studied --- Export Handbook Suggested 


association was carrying on trade promotion 
work before the depression. 

The first step of the trade promotion commit- 
tee was to take membership in the National 
Lumber Manufacturers’ Association, thus mak- 
ing it possible for that organization to carry on 
its work on a broader scale. 


Tells of Association "Use Book" 


The second step was the publication of the 
association Use Book. There has been a great 
demand for such a publication among engineers 
and architects. It fills a long-felt want. The 
engineers had, for other materials, such avail- 
able data as is compiled in this Use Book, which 
made it much easier for them to either specify 
those materials or play safe by extravagant 
specifications in regard to the use of wood in 
building construction. 


Jack Hart, well known Tacoma engineer, dis- 
cussed the new Use Book. He pointed out 
that the association book on Douglas fir, in 
combination with the Forest Products Labora- 
tory's Wood Handbook, gives the engineer a 
complete picture. He praised the makeup and 
subject matter of the book, and said it should 
be placed in the hands of all interested engi- 
neers, and in all engineering schools. On behalf 
of engineers, he expressed thanks and appre- 
ciation of this contribution from the West Coast 
Lumbermen’s Association. 


Mr. Wagner also told of the fieldman service 
that the association is now carrying on, and 
introduced the latest addition to the field force, 
a Ge Combs, of Los Angeles, who represents 
the association in the southern California terri- 
tory. 

Mr. Combs reviewed the work in connections 
with the school building program in California 
following the earthquake of a few years ago 
in the Long Beach area. He pointed to the big 
potential market in California for school build- 
Ings, estimating that the 1936 school building 
program there would amount to 30 million dol- 
lars, and that the value of lumber going into 
these buildings would be about 4% million dol- 
lars. He also pointed out that California high- 
Way engineers are building many wooden 
bridges, and that in home building the present 
trend is toward use of more wood siding and 
interior wood paneling. 











F. R. TITCOMB, 
Tacoma, Wash.; 
A Vice President 


G. T. GERLINGER, 
. Dallas, Ore.; 
Trustee-at-Large 





The Car-building Market Discussed 


G. E. Karlen, of the Karlen-Davis Lumber 
Co., Tacoma, which specializes in railroad car 
materials, warned the lumbermen that each year 
the car building companies are using more com- 
petitive materials and less lumber. He stated 
that this has come about through the research 
work of manufacturers of competing materials. 

He suggested that the West Coast Lumber- 
men’s Association should make a thorough sur- 
vey of the car-building field, and should employ 
a man to specialize on the information as to 
what the car-building companies are doing, what 
their needs are, and their problems in the use of 
both lumber and competitive materials. He 
stated that a thorough study of the situation is 
the first step. 

The advertising committee has been so im- 
pressed with Mr. Karlen’s outline that it has 
determined to follow his suggestion. Another 
activity which the committee has in mind is 
the publication of an export lumber hand book. 


Governor Touches Upon Timely Topics 


Introducing Clarence D. Martin, governor of 
the State of Washington, W. B. Nettleton stated 
that he hoped the time will come when the 
members of the lumber industry of the North- 
west will have an opportunity to repay Gover- 
nor Martin for his constructive aid to the in- 
dustry. 

Governor Martin first spoke on the subject 
of the importance of the lumber industry to the 
State of Washington. He pointed out that it 
was the State’s most important industry. During 
1929 it employed 70,000 men, which represented 
61 percent of all the people who toil in the indus- 
tries in the State. He also stated that 50 per- 
cent of the total water and rail outgoing freight 
is made up of products of the lumber industry, 
and said that as governor he was interested in 
the welfare of this great industry, as were also 
the various departments of the State govern- 
ment. He said that the year 1936 was one 
full of promise for the lumbermen. 

Governor Martin acknowledged that the Ca- 
nadian trade agreement had been a setback to 
the lumber industry of the Northwest. He had 
written the President of the United States re- 
garding this situation, and read to the assem- 
bled lumbermen a reply asking him to assure 
the lumber producers that the President was 
very much aware of the necessity of regaining 
foreign markets for Pacific Northwest lumber 
that were lost. The President expressed the 
opinion that this loss of foreign business was 
largely due to barriers raised following the 
Tariff Act in 1930. He expressed the belief 
that regaining a large foreign market for all 
our products is a necessity, and that is the aim 
and purpose of trade treaties. 

The governor touched on labor relations, 
stating that we must have peace in labor rela- 
tions, or markets for lumber products will not 
avail us. He urged the industry to organize 
with an authoritative head which may treat with 
organized labor and its responsible leadership. 
He pleaded with the employers to do everything 
in their power to prevent strikes, and pledged 
his aid. He closed with a plea for the return 
of the pioneer spirit, and a confidence that will 
cause business to go ahead and make the needed 
80 billion dollars’ worth of improvements in 
plant equipment and buildings, and urged a non- 
partisan American patriotism. 


Co-operation in the Shingle Field 


Carl Blackstock, of the Blackstock Lumber 
Co., Seattle, president of the Western Retail 


LUMBERMAN 


STUDIES PROSPECTS | 

















W. B. GREELEY, Cc. H. WATZEK, 
Seattle, Wash,; Wauna, Ore.; 
Secretary-Manager Elected Trustee 


Lumbermen’s Association, and a director of the 
National Retail Lumbermen’s Association, spoke 
in characteristicly brief, forceful manner. He 
referred first to trade promotion, and stated that 
W. W. Woodbridge, manager of the Red Cedar 
Shingle Bureau, had started something of im- 
portance, namely, a close and friendly co-opera- 
tion between manufacturers and distributors of 
red cedar shingles. As a result of his efforts, 
the National Retail Lumbermen’s Association 
has gone on record that members will sell only 
association labeled shingles, namely Certigrade, 
carrying the official label of the Red Cedar 
Shingle Bureau. 

Mr. Blackstock pointed out that the National 
Retail association also has endorsed the grade- 
marking of lumber. He stated: “We the re- 
tailers are the best friends you have. The decks 
were cleared when in June of last year three 
branches of the industry agreed on a distribu- 
tion policy for lumber.” Mr. Blackstock urged 
that all lumbermen should throw their influence 
behind the continuance of the Federal Housing 
Act; pointing out that some interested parties 
were working to overthrow the FHA and put 
home building financing back on the old “three 
ball” basis. 

Mr. Blackstock closed by inviting the lumber 
manufacturers to attend the annual convention 
of the Western Retail Lumbermen’s Association, 
to be held in the Multnomah Hotel, Portland, 
Feb. 20-22. 


The Oriental Market for Lahior. 


In discussing the oriental market for lumber, 
President Nettleton, who with Lee Force, presi- 
dent of the Douglas Fir Exploitation & Export 
Co., visited the Orient last fall, stated that 
because of the economic conditions at present 
very little could be done to increase the market 
in China. However, he pointed to the China 
market as one with large potentialities. 

He stated that in Manchukuo conditions are 
better and there is considerable building along 
the railroad line. There the people are begin- 
ning to use wood floors, particularly Douglas 


fir. 

He outlined the difficulty in the Japanese 
trade, but said that in Japan, where there is 
orderly government and prosperous business 
men, there is an opportunity to increase the 
market for fir lumber. Japan has a large con- 
sumption of lumber, and its own natural timber 
resources are fast diminishing. The government 
there is taking drastic steps to curtail consump- 
tion of its own timber. The country imports 
considerable quantities of white and red luan 
from the Philippines. The principal difficulty 
with the Douglas fir market in Japan is that 
the importer has become disgusted with the 
fluctuating market situation. Conditions have 
been so that no importers have been able to 
make a profit on their lumber from the United 
States. They want a stabilized market, and 
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have proposed that they will establish one large 
importing company to deal directly with United 
States lumbermen if they will organize so that 
the sale of large and minimum “Jap squares” 
can be controlled by the shippers to the extent 
of 80 percent of the business. Mr. Nettleton 
urged that the lumber manufacturers take steps 
to meet the wishes of the importers. He said 
that one reason for the increase in export of 
logs and decrease in the export of lumber to 
Japan is that the log price is more stable than 


the price of squares. 
Traffic Matters Are Considered 


On the subject of traffic. H. N. Proebstel, 
assistant general freight agent of the Northern 
Pacific, and formerly traffic manager for the 
association, reviewed the history of the 72-cent 
rate to territories east of the Chicago-Indiana 
line. 

The 72-cent rate was put in as a trial rate, 
and there is a definite proposal now before the 
railroads, made by the eastern lines, to cancel 
the rate; based on alleged lack of increased 


NORTHEAST 


GET LOWER 


New York, Feb. 10.—The Northeast- 
ern Lumber Manufacturers’ Association 
annual meeting held at the New Yorker 
on Jan. 31 brought to a close a week of 
intensive conventioning that had held the 
attention of all branches of the lumber 
industry. 

President J. J. Farrell of Poland, N. Y., 
opened the Manufacturers’ session with a 
brief review of trade trends of the year. 
The passing of the N. R. A. and the lum- 
ber Code had again placed the manage- 
ment of lumber production and distribu- 
tion in the hands of the executive heads 
of each production unit. As a trade as- 
sociation it was charting a course, under 
the able management of Executive Secre- 
tary Edward W. Treen, that would 
clarify grade definitions and standardize 
selling practices, thus being a real help 
in making a broader and better market 
for the lumber product of northeastern 
sawmills. 


In his annual report Secretary Treen out- 
lined the plan under which the organization had 
been changed from an administrative agency 
under the Code to a real trade association de- 
voted to the welfare of its membership, In the 
interest of its members it had fought the cut 
in all-rail freight rates from the West and 
South to Northeastern territory, and when the 
new rates came in force this association entered 
a formal protest on the ground that its shippers 
were being discriminated against. At a Buffalo 
conference with the carriers on Dec. 10 there 
was demanded a 20 percent reduction on lum- 
ber shipped from, to, and between points in 
Official Classification Territory. The result was 
a cut of 12% percent effective Feb. 10. 


Pressure has been brought upon government 
purchasing officials to give Northeastern hard- 
woods and softwoods equal opportunity with 
lumber from other sections in meeting the vast 
wood requirements of the various departments. 

There was a demand for definite grading 
rules, and this has been met by the adoption of 
grade definitions covering eastern spruce, Nor- 
way and white pine after a series of meetings 
and test inspections. 

Much promotion and publicity of Northeast- 
ern woods has been undertaken, Secretary 
Treen continued, and this association is now a 


revenue. The trans-continental lines and the 
lumbermen are very much interested in main- 
taining the rate. 

George T. Gerlinger, traffic committee chair- 
man, pointed out that the roads had not had 
sufficient time to find out what the rate would 
do. In the first place, they are about 60 days 
behind in the data on shipments. Mr. Ger- 
linger urged the lumber manufacturers to take 
steps to increase rail shipments in that territory 
by increasing their sales efforts and their lum- 
ber-drying facilities. 

John D. Tennant, of Longview, spoke of the 
proposed cancellation of the rates at this time 
as silly. There has not been adequate time to 
make a fair test. He pointed out that Long- 
Bell Lumber Co. at one time had good cover- 
age in the C. F. A. territory, but due to lack 
of demand, had to abandon much of that terri- 
tory so far as its sales organization was con- 
cerned. In other words, it reduced its sales- 
men from 18 to 4 in that territory. It takes 
time to re-establish business in territories. The 
company has increased its salesmen in the ter- 
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ritory, more than doubling the number, but still 
is far short of its former representation. Mr, 
Tennant expressed the opinion that the eastern 
lines were neither sincere nor consistent in 
their attitude toward the new rate. He advo- 
cated a lower rate to Chicago; then the trans- 
continental lines and lumber shippers would be 
independent of the eastern lines, because lumber 
could be hauled into the C. F. A. territory by 
truck from Chicago. 

Other large shippers testified to the effect 
that during the short period from the time the 
rate went into effect until the end of the year, 
although handicapped by the lack of a sales 
organization, and by the fact that waterborne 
shipments were on commitment of from 60 to 
90 days, and stocks at the mills were limited, 
nevertheless, in the few months their business 
into the territory had increased at a rate of 
from 300 to 450 percent. 

R. C. Batchelder, formerly of Longview, was 
introduced to the members as the new traffic 
manager of the association, succeeding H. N. 
Proebstel, who resigned. 


M| LLS Regional Retailers Will Favor Product But 


RATES 


regional group affiliated with the National Lum- 
ber Manufacturers’ Association. 

His report as treasurer showed that all obli- 
gations had been met, and that there was a 
substantial balance in the treasury. 


Report of Nominating Committee 


The nominating committee presented the fol- 
lowing list of officers for the ensuing year, 
which was adopted by unanimous vote: 

President—J. J. Farrell, Farrell Lumber 
Co., Poland, N. Y. 

Vice President—W. H. Dalton, Augusta, Me. 

Directors—(Three years): Owen Johnson, 
Manchester, N. H.; Frank E. Kennett, Con- 
way, N. H.; T. C. Luther, Mechanicsville, 
N. Y¥.; (one year): S. W. Collins, Caribou, Me.; 
Wayne Burt, C. E. & F. O. Burt Co., Stowe, 
Vt.; Amos Strause, Pottsville, Pa. 


Other Association Leaders Are Heard 


Following the lunch hour the members reas- 
sembled for a series of talks by visiting trade 
officials and others. Granville B. Fuller, of 
Boston, president of the Massachusetts Retail 
Lumber Dealers’ Association, pledged that or- 
ganization to a freer use of Northeastern lumber 
in the Northeast, and stated further that it was 
the practice of his company to favor those ship- 
pers or wholesalers who were association- 
minded and who bore their share of the bur- 





BUILD WITH 
THE BONUS 





dens and costs of trade association management. 
It was effective in teaching the slackers a lesson. 

John T. Sullivan, of the Commerce Clearing 
House, traced the movement for unemployment 
insurance in this State, and answered a running 
fire of questions as to operation of the law and 
its probable economic effect upon the lumber 
industry. 

Captain J. B. Wood, chief of the department 
of conservation of the National Lumber Manu- 
facturers’ Association, followed with an outline 
of the probable trend of legislation by the 
present Congress as it might affect the lumber 
industry or forestry activities. “Congressmen 
feel,” said he, “that the expenditures for Civilian 
Conservation Camps are a proper substitute for 
Federal aid to control the forest fire hazard, 
and they are out of sympathy with any activity 
in forestry that calls for the appropriation of 
funds. We are having a “breathing spell” in 


Insist on Orderly Distribution --- Grading 
Rules Re-defined to Help in Marketing 


Washington in all forestry activities, for Con- 
gress is overwhelmed with other matters. What 
our business men and association officials are 
most concerned about is what type of admin- 
istration are we to have after the election. 

Henry L. Stone, of Haverhill, Mass., was 
announced as a delegate from the Northeastern 
Retail Lumbermen’s Association. He said he 
came to extend greetings from that organization 
and to assure this Northeastern manufacturing 
group of the co-operation of his membership 
and their increasing favor as regards the prod- 
uct of the mills in this section. 

The last speaker on the program was Clifton 
F. Leatherbee, of Boston. As a vice-president 
of the National-American Wholesale Lumber 
Association he had been attending an all-day 
session of the officers and directors of that 
organization. He also heads a joint committee 
of Northeastern wholesale and retail delegates 
who have devoted much time and thought to 
the creation of a distribution statement that 
shall be accepted as a standard of distribution 
practices in all New England States and in 
New York State. Mr. Leatherbee explained 
that a final draft of this statement had been 
adopted by resolution at the closing session of 
the big retail convention. There was a place 
for the manufacturer in this movement, for he 
could see to it that his lumber did not move 
through channels that are antagonistic to the 
regular distributors who are behind this effort 
to restore orderly procedure in the marketing 
of lumber. 

Secretary Treen reported a total enrollment 
of 72 manufacturers in New York, Pennsylvania 
and the New England States. Plans were out- 


lined for doubling that membership during the 
current year. 





Survey for Logging Road 


KaLaMa, WASH., Feb. 8.—Preliminary sur- 
vey for a projected $1,000,000 logging railway 
up the Kalama River, near here, to tap a large 
area of timber, has been completed by a staff 
of engineers and surveyors working under the 
direction of Sam Bellah, Kalama engineer. It 
is reported here that the Crossett-Western Tim- 
ber Co. is the company behind the project. 
Charles Lyons, tie mill operator, has submitted 
bids for furnishing ties and timbers for the 
railway construction, it is reported here. The 
bids were submitted through the Fairhurst Lum- 
ber Co., of Tacoma. The road, if built, will 
tap an extensive stand of timber owned by 
the Western Timber Co., Bradley interests, 
and the Weyerhaeuser Timber Co. 
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NATIONAL 


MANUFACTURERS’ 


EXECUTIVE 


WasuHINGcTON, D. C., Feb. 8—Lining up with the present 
trend toward economy in governmental affairs, the executive 
committee of the National Lumber Manufacturers’ Association, 
which concluded its mid-winter session here today, took the 
position that the lumber industry should not take the initiative 
in seeking Federal legislation, however desirable, from the 
standpoint of forest conservation, which would add to the 
The expressed feeling of the meeting 
was that business men who criticize the Government for extrav- 


Federal expenditures. 


In accordance with this position, the industry 
members of the joint public and industry com- 
mittee on forestry, which pioneered the way for 
the sustained-yield plans adopted under the 
Lumber Code, was advised to support every- 
thing that had been gained thereby for public 
and private forestry practice, but that the for- 
estry program should involve nothing calling 
for additional appropriations at this time. It 
was the information of the meeting that, in 
consequence of the President’s economy orders 
to departmental and bureau executives, no de- 
termined effort would be made at this session of 
Congress to pass the omnibus forestry bill. 


Stand for Principles of Conservation 


But it was the feeling of the meeting that, 
subject to objections as to detail by regional 
associations of lumber manufacturers, the in- 
dustry members of the joint committee should 
leave no doubt that in principle the industry 
stands for the objective of sustained-yield forest 
management and for the principles of those 
parts of the omnibus forestry bill that come 
within the recommendations of the joint com- 
mittee which have been approved by the Na- 
tional Lumber Manufacturers’ Association. 

It was also held that the industry should 
favor a measure which would introduce forestry 
management and conservative production con- 
trol into the vast quantity of mature timber 
which reverted to the Government from the 
Oregon & California Railroad grant in Oregon. 
It was the sense of the meeting that the in- 
dustry could not consistently refrain from tak- 
ing a positive position in favor of forest con- 
servation and economical management of a vast 
public forest—a priceless potential reserve— 
in which conservation is not being practiced. 


NRA Review; Labor Legislation 


In respect of the review of the lumber indus- 
try report, now being prepared by the remnant 
of NRA, the executive committee instructed the 
special committee on this matter to continue to 
assist in the gathering and ordering of facts 
of the lumber industry, whether before or dur- 
ing the Lumber Code under NRA. It was 
voted, however, to assume no responsibility for 
the report or its conclusions and to accent the 
offer of Dr. L. C. Marshall, of the division of 
review of NRA, to publish with the final report 
whatever additional and independent statement 
the lumber industry may wish to make. 

The Walsh bill for the application of con- 
tinued NRA rules to wages and hours in all 
industrial production on Government purchases. 
was discussed and the conclusion was reached 
that the bill would be detrimental to the prog- 
ress of business recovery. It was felt that, 
without regard to its objectionable features. 
the impossibility of equitably enforcing it would 
defeat its purposes so far as the lumber indus- 
try is concerned. in that it would tend to destrov 
the gains in labor status established under 
NRA. The Patman bill, ostensibly for the recu- 
lation of chain stores, was viewed as likely to be 
a handicap to industry because of its practical 
total abolition of quantity discounts. 
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direction. 


tional appropriations 


Export Organization; Promotion Projects 


It was voted to continue the National Lum- 
ber Export Service, and the hope was expressed 
that in the fifteen or twenty special trade agree- 
ments yet to be negotiated by the Department 
of State, substantially widened markets would 
result. The lumber situation in respect of the 
United States agreement with Canada, and of 
agreements now being drafted and others in 
prospect was explained by Assistant Secretary 
of Commerce Draper and Henry F Grady, chief 
of the division of trade agreements, Department 
of State. 

Other subjects considered by the committee 
were reports on half a dozen authorized trade 
promotion projects, including fire tests and low- 
cost small housing plans; grade marking of lum- 
ber according to common standards and certified 
by use of the National Tree Mark; extension of 
the National Lumber Manufacturers’ Association 
to include timber owners, the Hardwood Pro- 
ducers (Inc.), the plywood and wood shingle 
industries, and the Mahogany Association, and 
the organization of a hardwood division. 


Recovery of the National Association 


In a report to the directors, Wilson Compton, 
of Washington, secretary and manager of the 
association, emphasized the necessity of aggres- 
sive group action in research and promotion by 
the lumber industry if it is to retain its proper 
place in the provision of material for building 
and industrial uses. He called attention to the 
decree of Circuit Court Justice Julian Mack in 
the Sugar Institute case, now on appeal before 
the Supreme Court and generally considered 
more extreme than the decree which dissolved 
the American Hardwood Association many 
years ago. 

Mr. Compton’s report noted the fact that 
along with full budgetary recovery of the Na- 
tional Lumber Manufacturers’ Association there 
has been a reestablishment of the federation of 
regional lumber manufacturing associations, 
more complete than at any time in the associ- 
ation’s history, there being now twelve such 
association members, as against only three a 
year ago. Attention was called to the fact that 
the Timber Conservation Board’s survey com- 
mittee expects that the first quarter of 1936 will 
be considerably better than the last quarter of 
1935. But even so, production will not be more 
than 50 percent of what it was in 1929. 


Retail Yard Salesmanship Course 


Paul S. Collier, Rochester, New York, sec- 
retary of the Northeastern Retail Lumber 
Dealers’ Association, presented to the executive 
committee a resume of his plan for the estab- 
lishment of facilities for the education of retail 
lumber vard salesmen. The plan involves the 
preparation of text books and material for 
visual presentation of a course in salesmanship. 
The total cost is estimated to be about $40.000, 
of which about $14,000 will be advanced bv 
New York University through the preparation 
of the text books. It is intended to sell the 
course at the rate of $40 a unit, the sale of 
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Considers Numerous 
Developments Affecting 
Welfare of Industry 


agant current expenditures, and for a tendency to intrude into 
private business, ought not to take steps tending in the opposite 
The opinion was expressed that in the total ap- 
propriations asked for the Forest Service, insufficient weight 
has been given to forest products research and to provision 
for forest fire protection, and that other items should be sub- 
ordinated to these two, which have an important bearing upon 
recovery and employments in the forest industries, but no addi- 


should be asked now. 


4,000 units being expected. Mr. Collier sug- 
gested that lumber manufacturers should con- 
tribute about $20,000, against which they would 
receive a rebate from sales. 


Progress in Grade Marking 


It was reported to the meeting that the South- 
ern Pine Association, the Northern Pine As- 
sociation, the Southern Cypress Manufacturers 
Association, the Northern Hemlock & Hard- 
wood Manufacturers’ Association and the Cali- 
fornia Redwood Association had approved the 
resolution regarding grade marking and the use 
of the National Tree Mark adopted by the ex- 
ecutive committee on Oct. 15—and also the 
rules approved by the regional associations’ ad- 
visory committee on Oct. 16. It was stated that 
the Western Pine Association will consider the 
subject at its meeting on Feb. 24. The West 
Coast Lumbermen’s Association indicated that 
at present it did not wish to use the Tree Mark 
in association with the West Coast association 
mark, but was not opposed to the use of the 
Tree Mark by other associations. The North- 
eastern association does not grade mark its 
lumber, and therefore is unable to participate in 
the marking program. The plans of the several 
regional associations for grade marking were 
considered in detail. 

Geo. W. Dulany, Jr., reported that the execu- 
tive committee of the National Retail Lumber 
Dealers’ Association had endorsed grade mark- 
ing, subject to a requirement that all manu- 
facturers’ association members should be re- 
quired to grade mark their lumber. 


Research; Promotion; Rates 


A report on earthquake-resistant construction 
pointed out that 75 percent of school buildings 
of that type now being erected in California 
are of frame construction. 

The Timber Engineering Co. reported on the 
progress of the oil derrick and tunnel lining 
projects, and also on the progress being made in 
prefabricated small buildings of the CCC camp 
type. 

The subject of enlarging the basic member- 
ship in American Forest Products Industries 
was canvassed, association by association. 

Following a communication from John D. 
Tennant, of the Long-Bell Lumber Co., there 
was a discussion of the desirability of concerted 
action for a general reduction in lumber freight 
rates. 

C. D. Hudson, manager of the National 
Wooden Box Association, proposed that the 
National Lumber Manufacturers’ Association 
and each of the regional associations producing 
common lumber should designate a staff member 
to co-operate with the organized box manu- 
facturing and trade industry in promotional 
proiects. This suggestion was accepted. 

Mr. Compton reported that the National- 
American Wholesale Lumber Association was 
engaged in the effort of raising about $10,000 
a year for National Lumber Manufacturers’ As- 
sociation trade promotion. 

The secretary-manager was directed, at the 


(Continued on Page 80) 
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Associations’ Plans and Activities 


COMING CONVENTIONS 


Feb. 18—Northern Hemlock & Hardwood Manu- 
facturers’ Association, Pfister Hotel, Milwau- 
kee, Wis. Annual. 


Feb. 18-20—Wisconsin Retail Lumbermen’s Asso- 
ciation, Milwaukee Auditorium, Milwaukee, 
Wis Annual. 


Feb. 19-20—Tennessee Lumber, Millwork & Supply 


Dealers’ Association, Andrew Jackson Hotel, 
Nashville, Tenn. Annual. 


Feb. 19-21—Nebraska Lumber Merchants’ Associa- 
tion, Lincoln Hotel, Lincoln, Neb. Annual. 
Feb. 20-22—-Western Retail Lumbermen’s Associa- 

tion, Multnomah Hotel, Portland, Ore. Annual. 
Feb. 20-22—Virginia Lumber & Building Supply 


Dealers’ Association, Hotel John Marshall, 
Richmond, Va. Annual. 


Feb. 25-26—Iowa Association of Lumber & Build- 
ing Material Dealers, Hotel Fort Des Moines, 
Des Moines, Iowa. Annual. 

Feb. 26-27—Western Pine Association, 

Hotel, Portland, Ore. Annual. 

Feb. 26-28—Ohio Association of Retail Lumber 
Deoiees. Netherland-Plaza Hotel, Cincinnati, 

io. 

March 2-6.—American Society for Testing Mate- 
rials, committees, Hotel William Penn, Pitts- 
burgh, Pa, 

March 4.—American Society for Testing Materials, 


regional meeting, Hotel William Penn, Pitts- 
burgh, Pa. 


March 5—Southern Hardwood Traffic Association, 
Hotel Peabody, Memphis, Tenn. Annual. 
March 5—Northern Indiana & Southern Michigan 


Retail Lumber Dealers’ Association, Oliver Hotel, 
South Bend, Ind. Annual. 


Portland 


March 5-7.—Alabama Building Material Institute, 
Tutwiler Hotel, Birmingham, Ala. Annual. 


March 6-7—Utah Lumber Dealers’ Association, 
Chamber of Commerce Building, Salt Lake City, 
Utah. Annual, 

March 11-12—South Dakota Retail Lumibermen’s 
Association, Marvin Hughitt Hotel, Huron, S. D. 
Annual. 

March 17-18.—Southwestern Iowa Retail Lumber- 
men’s Association, Chieftain Hotel, Council 
Bluffs, Iowa. Annual. 


March 18-19—Mississippi Retail Lumber Dealers’ 
Aanoetetien. Robert E, Lee Hotel, Jackson, Miss, 
nnual, 


March 20-21—Florida Lumber & Millwork Associa- 
tion, San Juan Hotel, Orlando, Fla. 
March 26-27—Southwestern Iowa Lumbermen’s As- 
——— Burlington Hotel, Burlington, Iowa. 
Annual, 





National Manufacturers’ Official to 
Visit Pacific Coast 


[Special telegram td AMERICAN LuMBERMAN] 


Wasuincton, D, C., Feb. 13.—Carl Bahr, 
assistant secretary of the National Lumber 
Manufacturers’ Association, left Washington 
today for a four weeks’ trip to the Pacific Coast, 
during which time he will visit affiliated associa- 
tions. 





Tennessee Dealers All Ready for 
Next Week's Meeting 


CHATTANOOGA, TENN., Feb. 10.—Everything 
is set for the annual convention of the Tennessee 
Lumber, Millwork and Supply Dealers’ Asso- 
ciation to be held in the Andrew Jackson Hotel, 
Nashville, Feb. 19-20, 

The program is filled with addresses and dis- 
cussions well designed to point the way to more 
profit for the retailer, according to Floyd 
Mitchell, acting secretary. Among the subjects 
and speakers are: “How to Sell Lumber and 
More of It,” by Jacques Willis, Chicago; “The 
Year Before Us,” by J. Z. Hollmann, of the 
Celotex Co., Chicago; “Dealer Co-operation,” 
by Joseph G. Rowell, secretary of the Alabama 
association; “Modern Merchandising,” by H. H. 
Fitzpatrick, Louisville, Ky.; general discussion, 
“Where Do We Go From Here?” 





Announce Place of Annual Meeting 
of National-American Wholesalers 


New York, Feb. 10.—The executive commit- 
tee of the National-American Wholesale Lum- 
ber Association, after considering invitations 
from numerous cities, has decided that it will 
be for the best interest of the association to 
meet at Atlantic City, N. J., in May, accord- 
ing to announcement by W. W. Schupner, sec- 
retary of the organization. The date and hotel 
headquarters are to be announced later. 

“This being the only national gathering of 
lumber wholesalers,’ said Mr. Schupner, “an 
interesting program will be planned, and the 
committee especially desires the members to 
suggest matters which they believe should have 
the attention of the convention.” 


Strong Program Prepared for 
Alabama Dealers' Meeting 


BIRMINGHAM, ALA., Feb. 10.—A very strong 
program, based on the central theme of greater 
profits for the dealers, through better merchan- 
dising methods, has been arranged for the an- 
nual convention of the Alabama Building Ma- 
terial Institute, to be held in the Tutweiler 
Hotel here, March 5-6. 

“This southeastern conference will provide an 
opportunity for many dealers who have been 
unable to attend the national meetings to meet 
the man who has been honored with the highest 
position in the industry, and to discuss with 
him, across the table, the problem of the lum- 
ber and building material industry in our sec- 





tion,” said Secretary Joseph E. Rowell, refer- 
ring to G. W. LaPointe, Jr., president National 
Retail Lumber Dealers’ Association, who is 
one of the headliners. Many other important 
speakers will be heard, and an enjoyable pro- 
gram of entertainment also has been prepared. 





Mississippi Dealers’ Annual Meeting 
Is Postponed 


Jackson, Miss., Feb. 11.—The dates for hold- 
ing the annual convention of the Mississippi Re- 
tail Lumber Dealers’ Association, originally 
scheduled for Feb. 19-20, has been changed to 
March 18-19. According to W. M. Lockhart, 
secretary-manager, the change was made be- 
cause the February dates were found to conflict 
with those of some other associations that were 
planning meetings for about that time. The 
place of the meeting will be the Robert E. 
Lee Hotel, as originally announced. 





BUILD WITH 
THE BONUS 


N. Ind. and S. Mich. Dealers to Hold 
Annual Luncheon 


SoutH Benp, INp., Feb. 10.—The annual con- 
vention of the Northern Indiana & Southern 
Michigan Retail Lumber Dealers’ Association 
will be held in the Oliver Hotel, this city, 
Thursday, March 5. An elaborate luncheon 
will be served at noon—and those who have 
enjoyed the excellence of these repasts in for- 
mer years do not need to be told that the occa- 
sion is something not to be missed. R. G. Ho- 
man, secretary of the organization, says that 
the luncheon will be followed by brief, inter- 
esting talks by capable speakers. 








Western Piners Will Consider Many 
Important Matters 


PortLAND, Ore., Feb. 8.—The annual meeting 
of the Western Pine Association will be held in 
the Portland Hotel here, Feb. 26-27. Many 
matters of concern to the industry of the whole 
region will be discussed. It also is understood 
that a new manager will be chosen to succeed 
David T. Mason, who submitted his resignation 
some time ago to become effective after the an- 
nual meeting, in accordance with his intention 
to enter private business as a forest engineer. 


Name Date for Southern Hardwood 
Traffic Meeting 


MEMPHIS, TENN., Feb. 11.—The twenty-third 
annual meeting of the Southern Hardwood 
Traffic Association will be held at the Hotel 
Peabody, here, on Thursday, March 5, accord- 
ing to announcement of C. A. New, secretary- 
manager of the association. J. V. Norman, gen- 
eral counsel, Louisville, will address the 
meeting. 





South Dakota Dealers Plan for 
Interesting Convention 


Sioux Fatts, S. D., Feb. 11.—Plans for the 
annual convention of the South Dakota Retail 
Lumbermen’s Association, to be held in the 
Marvin Hughitt Hotel, Huron, March 11-12, 
are rapidly being perfected, according to K. J. 
Benz, of this city, who is president of the asso- 
ciation. 

“Increased interest in this year’s convention is 
evident, both on the part of dealers and sales- 
men,” said Mr. Benz. “The completed program 
will be of outstanding interest to lumbermen. 
Furthermore, the Tri-State Association of 
Building Material & Coal Salesmen will have 
charge of the entertainment features, which in- 
sures the success of that part of the program.” 





Mountain States Association Moves 
Its Headquarters 


Denver, Coto., Feb. 10.—The headquarters 
of the Mountain States Lumber Dealers’ Asso- 
ciation has been moved to 402 Tramway Build- 
ing, this city, from the Denham Building. The 
new home of this live-wire organization has at 
least twice former floor space; divided into 
three large rooms. A section of one of the 
large rooms is being fitted up for the conveni- 
ence of visitors to headquarters. Secretary 
Allan T. Flint says that everything possible 
will be done to make the organization head- 
quarters of all possible assistance to the indus- 
try in the Rocky Mountain territory. 





Methods to Stop Paint Failures 
on Wood Discussed 


A group of men interested in stopping paint 
failures on wood lunched together Feb. 11, and 
later viewed moving pictures and slides pre- 
sented and explained by Don Critchfield, man- 
ager of the Forest Products-Better Paint Cam- 
paign. The get-together was held in conjunc- 
tion with the annual convention of the Illinois 
Lumber & Material Dealers’ Association at the 
Stevens Hotel, Chicago. 

Mr. Critchfield said it is hoped that a bigger 
market for lumber can be created by giving to 
lumber dealers attending conventions the infor- 
mation that will enable them capably to advise 
home builders on the use of grades of paint 
that will give satisfactory results. Cheap paint 
ruins the appearance of the finest house, but the 
owner often blames the lumber, he said, and not 
the poor covering. The three-fold purpose of 
the campaign carried on by Mr. Critchfield is: 
Stop paint failures; gather case histories over 
the United States; and devise preventive meth- 
ods. The slides were then shown, and the audi- 
ence viewed microscopic pictures of cross-sec- 
tions of residences, painted with either high- 
grade or poor paints. Pictures of peeling paint 
were screened, and later in the meeting formulas 
for satisfactory exterior painting of plywood and 
wood siding were distributed. 

Since many of the men present were interested 
in the use of plywood in construction, the 








Febru 


speake 
ing. | 
follow 
factior 
ods fc 
and e1 
wood 
ing P 
demor 


SEA 
L. Br 
Logg: 
ing oO! 
cers 
land, 
treast 
tary. 

Tr 
the 2 
year 


way 
Simp 
ome, 


ging 
Pols 
Aloh 


Rail 
Whi 
land 
ber 


dire 
tion 
men 
Hot 
addi 
pur] 
har¢ 
For 
ty. 

pro) 


con 
me 
Au 
and 
Ev 
ces 








, 1936 


stitute, 
nual. 

ciation, 
te City, 


ermen’s 
yn, S. D, 


jum ber- 
Council 


Dealers’ 
n, Miss, 


issocia- 


n’s As. 
» Iowa. 


for 


for the 
Retail 
in the 
11-12, 
» K, J. 
€ asso- 


ition is 
| sales- 
rogram 
ermen. 
ion of 
ll have 
ich in- 
gram.” 


doves 


uarters 
' Asso- 
Build- 
. The 
has at 
d into 
of the 
onveni- 
cretary 
yossible 
head- 
indus- 


res 


z paint 
11, and 
Ps pre- 
l, man- 
t Cam- 
onjunc- 
Illinois 
| at the 


bigger 
ving to 
» infor- 
y advise 
f paint 
p paint 
but the 
and not 
pose of 
ield is: 
es over 
> meth- 
le audi- 
OSS-SEC- 
r high- 
g paint 
ormulas 


90d and 


terested 
on, the 











February 15, 1936 


speaker gave considerable attention to its paint- 
ing. He told them their responsibility was: To 
follow the material through to consumer satis- 
faction; teach their salesmen decorative meth- 
ods for plywood; help specify dry-built houses, 
and enclose painting instructions with packaged 
woodwork, doors and sash. Following the mov- 
ing pictures, an interior decorating specialist 
demonstrated his art on plywood walls. 
—_—_—_—_——s 


Pacific Loggers Elect Officers 


SEATTLE, WaSH., Feb. 10.—Re-election of J. 
L. Bridge as president of the Pacific Northwest 
Loggers’ Association featured the annual meet- 
ing of the group at Tacoma Jan. 28. Other offi- 
cers re-elected were: W. T. Evenson, Port- 
land, vice-president; R. D. Merrill, Seattle, 
treasurer ; and E. H. Micklejohn, Seattle, secre- 
tary. 

Trustees of the various districts comprised by 
the association were affirmed for the coming 
year as follows: 

Puget Sound—Joseph Irving, Sultan Rail- 
way & Timber Co., Everett; Frank Reed, 
Simpson Logging Co., Seattle; Timothy Jer- 
ome, Merrill & Ring Lumber Co., Seattle. 

Grays Harbor—F. W. Byles, Clemons Log- 
ging Co., Melbourne, Wash.; Arnold Polson, 
Polson Logging Co., Hoquiam; W. H. Dole, 
Aloha Lumber Co., Hoquiam. 

Columbia River—Alton Collins, Ostrander 
Railway & Timber Co., Portland; W. T. 
White, Crown-Willamette Paper Co., Port- 
land; A. A. Lausmann, Squaw Mountain Tim- 
ber Co., Portland. 





Want Aid for Hardwood Forestry 


MeEmPHIs, TENN., Feb. 12.—E. L. Demmon, 
director of the southern forest experiment sta- 
tion at New Orleans, addressed the Lumber- 
men’s Club of Memphis Feb. 5 at the Peabody 
Hotel. He urged hardwood men to seek an 
additional appropriation from Congress for the 
purpose of experimenting in the growth of 
hardwoods, and suggested using the National 
Forest preserve to be established in this coun- 
ty. The club will ask Congress for this ap- 


propriation. 
—_—_—_—_—— 


Will Advise Veterans About Bonus 


MILWAUKEE, Wis., Feb. 10.—The annual 
convention of the Wisconsin Retail Lumber- 
men’s Association will open at the Municipal 
Auditorium in Milwaukee on Tuesday, Feb. 18, 
and continue through Thursday afternoon. 
Every indication points to another highly suc- 
cessful and well attended convention of the 
Badger group of lumber and building supply 
dealers. 

The important question of how much of the 
soldiers’ bonus will be spent with the retail lum- 
ber and building material industry in new home 
construction or repairs, will be discussed at 
the convention. George F. Plant, Milwaukee, 
State commander of the Wisconsin department 
of the American Legion, will talk on “Wise 
Use of the Bonus by the Veteran,” urging the 
retailers to qualify themselves to assist veterans 
in their communities to properly fill out the 
application blanks, and to urge the use of the 
cash for something of permanent value. 





Roofer Market Reported Stronger 


Cotumpus, Ga., Feb. 13.—With demand for 
roofers in excess of stocks on mill yards, and 
prices steadily advancing, lumbermen of Geo- 
gia and Alabama attending the Roofer Manu- 
facturers’ Association meeting here, on Tuesday, 
predicted the best year for the industry since 
before the depression. Mills were reported to 
be increasing their operations. Members all ex- 
pressed themselves as “for the New Deal.” Most 
of the time was taken up by a closed session, pre- 
ceding the luncheon at one o'clock. The effect 
of increasing demand, rising prices and lower 
freight rates were said to have come in for gen- 
eral discussion during the closed session. The 
next meeting was scheduled for April 1, at 
which time the St. Louis Cardinals are to play 
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the Columbus South Atlantic team, this date 
being decided on at the suggestion of H. Dixon 
Smith, of Columbus. 





Form Naval Stores Association 


SAVANNAH, GaA., Feb. 10.—The American 
Gum Naval Stores Association has been formed 
among naval stores interests of six southeastern 
States. O. T. McIntosh, of Savannah, served 
as chairman at the organization meeting here, 
which was attended by more than 50 producers 
from Georgia, Florida, Alabama, Mississippi, 
and North and South Carolina. 


LUMBER CLUBS 


To Confer on Valuations on Hard- 
wood Mill Stocks 


ALEXANDRIA, La., Feb. 10.—J. B. Edwards 
was named chairman of a committee selected 
at a meeting of the Southwestern Hardwood 
Manufacturers’ Club to confer with the Louisi- 
ana Tax Commission on valuations to be placed 
on mill stocks. Other members of the com- 
mittee include W. D. Brewer, H. B. Johnson, 
E. Spraker, W. W. Kellogg, H. J. Brenner, 
and W. E. Sailor. The meeting centered prin- 
cipally upon industry conditions, discussions of 
viewpoints of results of the furniture shows, 
and details of the past sales reports. 

It was decided to hold the next meeting on 
Feb. 20, in New Orleans, because the National 
Hardwood Exporters’ meeting is to be held 
there on Feb. 19. 

















Old Club Adopts New Policy 


LovuIsviL_e, Ky., Feb. 10.—The old Louisville 
Hardwood Club, which for 25 years met on 
Tuesday nights, up to the winter of 1930-31, as 
an organization of producers and yarders of 
hardwoods, has been turned into a luncheon 
club, which will gather each Monday at noon. 
Preston P. Joyes has been pressed into service 
as president, being elected at a meeting today, 
when he was not present. Dave Mussellmann 
is secretary, and John Cecil Norman, treasurer. 

he bars are down and anyone actively con- 
nected with the hardwood industry is invited to 
attend. The club will now be mainly devoted 
to exchange of information. 





Moisture Pick-up in Box Car 
Shipments 


Orrawa, CaANnapbA, Feb. 10.—Architects and 
builders too frequently have considered that 
specifications calling for thoroughly air-dried 
or for kiln-dried lumber are sufficient to en- 
sure the quality of material entering the struc- 
tute, says the Forest Products Laboratories of 
Canada. Wood is a hygroscopic material, how- 
ever, which readily absorbs moisture from the 
atmosphere, so the treatment subsequent to 
seasoning may be of equal importance with the 
actual seasoning process. Green lumber will 
dry out rapidly on first being exposed, while 
kiln-dried lumber will pick up moisture. The 
Laboratories for a number of years have carried 
on studies on the rate of absorption of mois- 
ture in lumber under varying conditions. These 
studies have shown that lumber loaded in box 
cars at a moisture content of 10 percent, or 
lower, will reach its rail destination at not over 
12 percent moisture, while boat shipments show 
quite low absorption. 


Build New Mill to Supply U. S. 
Market 


Vancouver, B. C., Feb. 10.—The new tariff 
arrangement on lumber between Canada and 
the United States, it is reported, has induced 
McFee & Spur, owners of the Giscome & Sin- 
clair mills in British Columbia to build a new 
mill at Bend, east of Prince George, B. C. 
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Mr. Dealer -- 


This may be the 
means of opening up 
a brand new, profit- 
able and permanent 
manufacturer con- 
nection for you! 


Large, national manufac- 
turer, highest rating, has 
several “Key Markets” 
open for live wire dis- 
tributors with exclusive 
franchise. 

The product is a well 
known staple building 
material item manufac- 
tured in a large up-to- 
date plant. 

It has been a leader for 
25 years. 

The manufacturer coop- 
erates with distributors 
100% with a most effec- 
tive and highly profitable 
merchandising plan. 


Address Box “R. 94” 
American Lumberman 
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LJold Clinic on Retail Mar- 
keting and Management 


New York, Feb. 10.—The Johns-Manville 
Sales Corporation invited retailers handling J-M 
products to a Retail Marketing Clinic and Man- 
agement Conference, held in Hotel New Yorker 
on Jan. 31-Feb. 1. Upwards of 500 dealer 
executives responded. At this conference the 
Housing Guild methods of merchandising and 
trained salesmanship were explained. P. A. 
Andrews, vice president of the Sales Corpora- 
tion, in welcoming the visitors stated that it 
was to be a conference on methods and that 
the speakers proposed to talk about “over-all 
problems”; that is, the problems of articulating 
and selling not only J-M products but the re- 
tailer’s entire line. Only in this way can the 
objective of more and better housing for the 
American people be reached; for the buying 
public is interested in houses and not in mate- 
rials, except as good materials are necessary 
for good houses. Convincing the public of the 
desirability of home ownership calls for proper 
unified effort of manufacturer, retailer, contrac- 
tor and financing institution. 


Weld Entire Industry in Sales Program 


The building industry is receiving an enor- 
mous amount of public attention. Overbuilding 
of the past has been wiped out, there is a defi- 
nite house shortage, and new and usable financ- 
ing methods are available. Within a few years 
there should be an annual demand for half a 
million new homes. The manufacturer is the 
logical person to devise co-operative plans; but 
the costly research done by Johns-Manville will 
be futile unless the entire industry can be in- 
cluded in a definite and workable sales program 
The present is a selling era. The retail dealer 
has the investment and the immediate interest 
which makes him the logical salesman in the 
housing industry; but previously this matter of 
selling has been largely unorganized. It is esti- 
mated that in 1935 but one house out of five 
built was definitely under the sales control of 
a retail dealer. To meet this situation Johns- 
Manville has enlisted an experienced retailer 
and has conducted a costly research effort. 


Mr. Andrews then introduced Arthur A. 
Hood, who outlined the background of the 
Housing Guild enterprise. He told of his expe- 
rience in a great retail lumber market where 
the unwillingness of one dealer to co-operate 
turned a profitable industry into one of tremen- 
dous losses. In an attempt to meet this diffi- 
culty Mr. Hood had organized the Associated 
Leaders, to put the control of building into the 
hands of retailers. Later, he organized a finance 
company. But several factors, such as the res- 
tiveness of contractors and the difficulty of mar- 
keting mortgages indicated the importance of 
including other interests, especially those of 
manufacturers. So, two years ago, he began 
a research study for Johns-Manville. 

Several developments made this field of study 
important. Retail lumbermen have but one- 
third of the share of the national income which 
independent investigators estimate they should 
have. Mail-order concerns are making large 
sales. The hole-in-the-wall, irresponsible dealer 
with little stock or service is flourishing. Plans 
have been in the making to sell homes through 
loan associations. Realtors are working at 
methods which would give them control of the 
new-house market, and department stores are 
trying to enter the field. These people are not 
interested in the lumber business, but are inter- 
ested in the house market. All these divided 
attacks upon the market are causing the price 
structure to collapse. To get a profitable price 
there must be market stability, maximum dis- 
tribution and consumer selling. Setting a price 





without offering merchandising service is a 
signal to the chiseler. The second largest indus- 
try in the country is resting on a foundation 
of incompetent selling. 


Principal Key to the Situation 


The study of this problem led Mr. Hood to 
the conclusion that the principal key to the 
situation is a trained sales manager in the retail 
yard. A customer for a house prefers to deal 
with a local dealer, and goes elsewhere only 
when the latter fails to make buying easy. Often 
the prospect is sent to a contractor, who has 
nothing but labor to sell, who knows little about 
estimating, and who has no office and no inter- 
est in the transaction beyond marketing labor. 
A trained sales manager will make possible the 
co-ordination of all these services; estimating, 
financing, giving the contractor his proper place, 
marketing the dealer’s full-line, year-around 
sales development, proper design, fitting the 
house to the prospect’s needs and resources, and 
proper allocation of responsibility among manu- 
facturer, dealer and contractor. 


The Housing Guild Training Course 


With this in-mind, Johns-Manville has pre- 
pared the Housing Guild Training Course for 
retail sales managers. It is open to represen- 


¢ 


P. A. ANDREWS, 
Vice President 
Welcomes visitors 


LEWIS H. BROWN, 
President 
Addresses Group 


tatives of retail companies who handle the J-M 
line. It will be offered in various places to 
groups of fifty men, and the first school will 
be held at Hotel Commodore, New York, from 
Feb. 17 through Feb. 29. The subjects of study 
will include the building industry and its prob- 
lems, analyzing the local market, basic organi- 
zation for consumer selling, financing consumer 
sales, organizing the local building industry, 
selecting and operating salesmen, securing leads 
and prospects, securing consumer requests for 
quotation, building a profitable selling price, 
developing and closing the sale, service after 
the sale, and management and control. 

L. H. Morgan, in discussing the financing of 
consumer sales, stated that the loan funds of 
J-M had in some five years increased sales for 
remodeling and repair by about 1,500 percent. 
This loan service is still available, but Mr. 
Morgan commended the FHA and stated that it 
is doing splendid work which seems certain 
to expand rapidly. It will be necessary for lum- 
bermen to educate bankers still further in the 
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Best Methods of Mer- 


chandising and Salesman- 


ship Goal of Dealers 


use of this financing tool. He referred to the 
manual that is to be used in the training school; 
a loose-leaf book which covers modern mer- 
chandising. This book, which is available only 
to those taking the course, is the product of 
the $100,000 research campaign conducted by 
Johns-Manville. 


Co-ordinating the Building Industry 


After lunch, President Lewis H. Brown in 
a brief address stated that some industries, 
such as Henry Ford’s, are so organized that 
they control every operation from raw mate- 
rials to the sale of the finished product. The 
building industry is not so organized; but it 
is possible so to co-ordinate the different parts 
that rather similar results can be obtained. This 
has been the object of the research; it has 
included not only the matter of producing good 
materials but also the matters of economics 
and market co-ordination. There are unmis- 
takable signs of a great increase in new home 
building ; and to meet this situation efforts are 
needed which can be stated in one word “Plan- 
ning.” 

G. Meissner stated that the contractor is a 
necessary factor in the new selling. He is not 
geared to .the task of estimating; but it is 
possible to gain his co-operation and to im- 
prove his position by showing him that the 
retailer can sell for and with him. 

H. M. Shackelford stated that the plan is 
not wholly altruistic. The company hopes and 
expects to increase its own sales by helping 
retailers to increase their sales. “If you can’t 
sell, we can’t sell, either.’ Mr. Shackelford 
outlined some methods of training and backing 
up the sales promotion manager. 

At this point there was shown the sound 
picture, “The 40-Point Home.” This picture 
was made with professional talent and _ illus- 
trates the process of building a modern house 
of quality materials by proved methods of con- 
struction and financing. 

Following the banquet there were addresses 
by Lemuel R. Boulware, general sales manager 
of the Carrier Engineering Corp., and by Allen 
Zoll, president of the International Association 
of Sales Executives. On Saturday morning the 
visitors were taken to New Rochelle to view 
the triple-insulated Model Home. 





To Determine Best Lyctus Con- 
trol Method 


New Orveans, La., Feb. 10.—Exhaustive 
tests to determine what chemical, and what 
conditions of treating are best in combating the 
ravages of the Lyctus beetle were instituted Feb. 
1 by the Southern Forest Experiment Station at 
the hardwood mills of Anderson-Tully Co., at 
Vicksburg, Miss., according to Dr. Thomas E. 
Snyder, senior entomologist of the Bureau of 
Entomology. The tests are being conducted 
under co-operation with the National Lumber 
Exporters’ Association and the Southern Hard- 
wood Producers (Inc.). Members of a com- 
mittee named by the National Lumber Export- 
ers’ Association to co-operate with Dr. Snyder 
included: Dave C. Johnson, Tendal Lumber 
Co., Waverly, La., chairman; C. B. Dudley, 
Dudley Hardwood Co., Plaquemine, La.; Kerry 
Emmons, Mississippi Valley Lumber Co., Mem- 
phis; C. C. Dickinson, E. Sondheimer Co., 
Sondheimer, La.; D. W. Evans, J. M. Card 
Lumber Co., Chickasaw, Ala.; Joe Thompson, 
Thompson-Katz Lumber Co., Memphis; and 
Bart Tully, Anderson-Tully Co., Memphis. 
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Intercoastal Distributors View 


Work of Past Year and Plan Continued Aggressive 
Effort to Promote Knowledge and Use of Lumber 


New York, Feb. 10.—The Intercoastal 
Lumber Distributors’ Association, said 
to be one of the few wholesale groups, if 
not the only one engaging actively in 
trade promotion, held its annual meeting 
on Jan. 28 at the Commodore Hotel here, 
with F. S. McNally in the chair. 

R. T. Titus, secretary-manager, made a 
detailed report of the year’s work. It 
was a story of widely varied and inten- 
sive effort; of scientific knowledge prac- 
tically applied to the task of getting lum- 
ber considered and specified for uses 
which it best can serve. The account 
named over the establishing of contact 


with government buyers, work with 
building codes, stadium specifications, 
highway bridge promotion, armories, 


airports and many other promotional 
matters. There have been conferences 
with retailers in regard to grade-mark- 
ing; successful efforts to get rail rates 
reduced, including back-haul rates; leg- 
islative efforts, conferences with archi- 
tects, and many services to individual 
members. Mr. Titus stated that 90 per- 
cent of the intercoastal business is handled 
by members of the I. L. D. A. 

_ Julius Kahn made a detailed analysis of the 
Federal Social Security Act, and his address 
was supplemented by further statements made 
by Glenn A. Bowers, director of unemployment 
insurance in. the State of New York. Members 
of the association were anxious to have detailed 
knowledge of the act, and especially of the tax 
provisions. 

_J. E. Mackie, of Western Red Cedar Lumber, 
Seattle, made a brief statement about his orga- 


nization, and stated that many uses of red 
cedar are not well known in the East. He 
mentioned a loose-leaf publication containing 


information needed by architects and engineers. 

Oliver J. Veling, vice president of the North- 
eastern Retail Lumbermen’s Association, stated 
that much educational work needed to be done 
in the East about the uses of fir; since in his 
opinion the eastern fir market has not been 
developed to nearly its full possibilities. Tech- 
nical knowledge should be in the hands of deal- 


ers; and grade-marking would make sales 
easier and more satisfactory. Mr. Veling called 
attention to the fact that a few shippers fol- 
lowed the practice of filling out orders to full 
cargo lots and of dumping the unsold part on 
the market for what it would bring; thus dis- 
organizing the price structure. 

W. D. Richardson, of the Red Cedar Shingle 
Bureau, mentioned the big advertising program 





A. N. FREDRICKSON, 
Newark, N. J.; 
Elected Chairman 


of his association and the practical measures 
taken to distribute Certigrade shingles ‘only 
through retail dealers. 

Edward De Nike, Secretary of the New Jer- 
sey Lumbermen’s Association, stated that a 
great effort was being made to promote the 
grade-marking of lumber. He mentioned the 
promotion of high-grade lumber in jobs cov- 
ered by FHA insured mortgages, complimented 
the I. L. D. A. on its excellent work, and 
stated that there was every indication of a 
good building year if the Federal government 
stayed out of construction. 


Luncheon and Election 


Following the luncheon, the following officers 
were elected: 

Chairman—A. N. Fredrickson, Weyerhaeuser 
Sales Co., Newark, N. J. 

Ist Vice Chairman—H. M. Vivian, North 
Branch Lumber Co., Wilkes-Barre, Pa. 
Vice Chairman—H. M. 
Westbrook Lumber Co., 


Guernsey, 
Hartford, 


2nd 
Guernsey 
Conn. 
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— 

Treasurer—Arthur Curry, J. C. 
Lumber Co., Irvington, N. Y. 

Secretary-Manager—R. T. Titus, New York, 

Directors—J. A. Birkenhead, A. C. Dutton 
Lumber Corp., Poughkeepsie, N. Y.; Scott 
Blanchard, Blanchard Lumber Co., New York; 
J. H. Halligan, Halligan McLellan Lumber 
Co., New York; J. C. Smith, Eastern Ter 
minal Lumber Co., Wilmington, Del.; A. V. 
Charsee, Hold-Meredith Lumber Co., Balti- 
more, Md.; C. H. Chenowith, Bloedel Dono- 
van Lumber Mills, Boston, Mass. 


Turner 





Coast Strike ls Not Over 


Los ANGELES, CAL., Feb. 6.—‘“So far as 
can be learned, the statement in the papers of 
Feb. 4, which caused some of you to jump to 
the immediate conclusion yesterday that lumber 
would be pouring in from the north in a day 
or two, was inspired by the Sailors’ Union of 
the Pacific,’ says a bulletin issued today by 
Kenneth Smith, secretary Lumber & Allied 
Products Institute. Excerpts from this bul- 
letin follow: 

The contract made by the owners was with 
the International Seamen’s Union. The strike 
was pulled by the Sailors’ Union of the Pa- 
cific, which was an affiliate of the I. S. U. 
The I. S. U., as a result of the illegal tie-up 
in violation of the agreement, kicked out the 
Sailors’ Union of the Pacific. In the mean- 
time, the only authentic statement is that 
issued yesterday by the president of the 
Ship Owners’ Association who said that “Our 
contracts are with the I. S. U., and that or- 
ganization has notified us that the Sailors’ 
Union of the Pacific is no longer a part of 
the I. S. U.” 

Here are the practical facts we think you 
should keep in mind. 1. The strike is not 
over. 2. Negotiations have not been started, 
3. Unless all precedent is upset, negotiationg 
will consume a minimum of a week to ten 
days before an agreement is reached. 4. It 
will then take from ten days to three weeks 
to line up crews, boats, etc., and get them 
back in the run. 5. All of this means that 
it will be thirty days at the very earliest be- 
fore more than a dribble of lumber will be 
coming into this market by vessel. 6. When 
it does begin to come in, prices will reflect 
the $4 per M average raise at the mill, which 
has occurred by reason of the good nation- 
wide market the mills have been enjoying. 
This makes it practically certain that, even 
when the strike is over and lumber is flow- 
ing again, there will not be any sharp break 
in the market. 

Those of you who wired cancellation yes- 
terday of the orders you had placed for rail 
shipment may be one hundred per cent right 
in your guess, but it is our judgment that 
you will wish you had the lumber in stock 
long before you are able to replace it at 
lower prices by water. 

Certainly, with the prospect outlined above, 
with the higher average cost that most of 
you already have by reason of having had to 
fill in your stocks with rail shipments, there 
is not the slightest reason for anticipating 
any weakness in our retail structure now 
nor at any time in the reasonable future. It 
is neither intelligent—nor safe—to quote less 
than the face of No. 10 today. 
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Wood Used Is Millions of 
Years Old 


LAMAR, Coto., Feb. 10.—In this thriv- 
ing little city the Brown Lumber Co. has 
its headquarters; also operating yards at 
‘ Holly, Wiley and McClave. Not long 
ago, “Believe It or Not,” this concern 
added to its laurels by “making” Ripley’s 
famous newspaper feature. That Hall of 
Fame of unbelievable things recently had 
a picture of the filling station, built and 
owned by the Brown Lumber Co., which, 
although wood is the sole material used in 
its construction, nevertheless is built en- 
tirely of stone. Try to figure that one 
out! The answer is very simple, inas- 
much as the filling station is built of pet- 
rified wood—from the famous petrified 
forest near here. A story concerning this 
appeared in the AMERICAN LUMBERMAN 
of Nov. 9, 1935; but at that time photo- 
graphs were not available. These have 


since been obtained, and the accompany- 





ing reproductions give a very good idea 
of this almost unique structure. 

Said W. G. Brown, of the lumber com- 
pany, to the AMERICAN LUMBERMAN rep- 
resentative: “This station has attracted 
more interest than any other building we 
have erected in our thirty years in the 
contracting business in connection with 
retailing lumber here in Lamar.” 

Mr. Brown tells a good story about a 
lumber salesman who was trying to sell 
him a car of stock, and who asked where 
he got the petrified wood to build the fill- 
ing station. “In a joking way,” said Mr. 
Brown, “I told him that if he would go 
out in the yard and look over the lumber 
that we had carried through the depres- 
sion he would see where we got the ma- 
terial, as the stock had been moving so 
slowly during the last five or six years 
that it had become petrified.”’ 





Filling station owned 
and built entirely of 
petrified wood by the 
Brown Lumber Co., 
Lamar, Colo. It is 
viewed with great in- 
terest both by local 
residents and the 
thousands of tourists 
who pass through 
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A closeup of doorway of filling station 

built of petrified wood by Brown Lumber 

Co., Lamar, Colo., showing details of con- 
struction 


Great care was taken to study the grain 
and color of each piece and fit them to- 
gether in such a way that the original 
beauty of the wood would be preserved, 
not as an isolated piece of petrified wood, 
but as a part of a giant tree. The door- 
ways and entryways are all flanked by 
great trees, nearly four feet in diameter, 
the largest single pieces weighing 3,200 
pounds. Other large pieces weighing 
over a ton each are set in various places 
in the walls. 





Studies Show Costs Out of Line 
With Incomes 


LAFAYETTE, IND., Feb. 10.—Only one billion 
dollars’ worth of residential construction a year 
instead of the usual three billions is estimated 
as a maximum volume which the building in- 
dustry can expect unless a way can be found 
to build houses at a cost within reach of the 
family of average income, according to the De- 
cember (1935) Progress Report of the Purdue 
Housing Research Project. The probable volu- 
ume is about one-third that of residential con- 
struction done during past normal building 
years. Building which can now be done in 
the present price range represents only about 
twenty-five percent of the total possible housing 
market, the report points out. If a larger vol- 
ume of building is to be obtained the market 
must be extended to the lower price field 

The Purdue study offers little encouragement 
for cost reductions that will bring the price of 
well-built houses within the reach of the aver- 
age family. No immediate prospect is seen for 
reduction in the cost of distributing building 
materials. Manufacturing costs can not be re- 
duced sufficiently to benefit the consumer and 
still leave a margin of profit for the manufac- 
turer. While labor costs may appear high in 
terms of hourly wages, they are generally low 
in terms of annual wages. Workers resist the in- 
troduction of new methods which reduce labor 
on the job. As a result no hope can be held 
for substantial savings in that direction. 

In an effort to make a thorough study and 
cost analysis of house construction the Purdue 


Housing Research Project is building nine 
houses on the Purdue Research Campus. These 
houses utilize a variety of materials and equip- 
ment now available for construction purposes. 
Their cost is approximately $5,000 each. They 
are designed to accommodate a family of two 
adults and two children. 





Predicts 1,000 New Homes 


Built This Year 


MINNEAPOLIS, “MINN., Feb. 10.—A canvass 
of millwork manufacturers and retailers here 
during the past week, when the mercury buried 
itself way below the zero mark, and when 
blizzards swept the State from end to end, dis- 
closed that men in the lumber business here 
are more optimistic over prospects for in- 
creased activity in the near future than has been 
the case at this time of year for some seasons 
past. 

Clarence A. Gunn, secretary of the Builders’ 
Exchange, voices the majority opinion as fol- 
lows: 

About 1,000 homes probably will be built in 
Minneapolis in 1936. The aggregate cost, not 
including land, probably will be between 
$3,500,000 and $4,000,000. I base these figures 
roughly on reports of building and material 
statisticians, who say the construction will 
about double that of 1935. 

In my opinion the number of new houses 
this year is more likely to exceed 1,000 than 
to fall below that figure. Most of the build- 
ing trades people regard the 1,000 figure as 
conservative, since that is below the Minne- 
apolis average for pre-depression years. 


Home Building Continues to 
Lead Construction Upswing 


Residential building continues as the most im- 
portant single branch of the building industry, 
according to a report by the F. W. Dodge cor- 
poration which shows that in the 37 eastern 
States this class of construction totaled $16,- 
000,000 for the first half of January. This com- 
pares with a total of $10,659,600 for the same 
period in 1935, an increase of approximately 50 
percent. The report continues to the effect that 
preliminary indications drawn from partial data 
point to the strong probability that the latter 
half of January would show a construction con- 
tract rate comparable to that of the first half 
of the month. 





Pencil Output Increases 


Los ANGELEs, Catir., Feb. 8.—Last year’s 
production of pencils by the Eagle Pencil Co. 
was the largest in the company’s history of 
eighty years, it was said here by Edwin M. 
Berolzheimer, president, who is spending the 
winter in southern California. His concern has 
plants in New York, California, Canada and 
London. Nearly 10,000,000 board feet of in- 
cense cedar from the northern California forests 
was processed by the Hudson Lumber Co., a 
subsidiary, last year at the San Leandro (Calif.) 
plant. Berolzheimer’s great-great grandfather 
founded the Eagle Pencil Co. in 1855, and the 
firm is still family-owned. It produced 650,- 
000,000 pencils in 1934, sold in every part of 
the world. 
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Sap-gum boards above were LIGNASAN-dipped. Those on 
right were not dipped. Test conducted at a Florida sawmill. 


Definite protection against sap stain in pine 
and certain hardwoods is accomplished, 
. at low cost, when lumber is LIGNASAN* dipped. 


LIGNASAN is proved protection. Today approximately 
500 leading mills are using it, many of them treating 
their entire output with LIGNASAN. 


Used in cold solution, 1 lb. to 50 gallons of water, enough 
to dip 4000 to 5000 feet of lumber at an average cost of 
only 12c to 1l5c per thousand feet—LIGNASAN dipped 





lumber is real economy. 


Dip one-half the length of 50 


8 s au = s ou 8 fresh] i boards 
Buyers are specifying ‘“LIGNASAN-dipped” stock. Give * LIGNASAN solution peas 
them what they want. Cash in on the profitable sales oter hell undipped. Cusciully 


mark boards for identification 
later and stack in lower part of an 
air seasoning pile. Inspect when 
dry and note sap stain control 
* Trade-mark Registered on LIGNASAN-dipped ends. 


that lumber, sap stain controlled, offers. 





Manufactured by E.1. DuPont de Nemours & Co.., Inc. THE GRASSELLI CHEMICAL CO.. INC. 
629 Euclid Ave., Cleveland, Ohio 


GENTLEMEN: Please send me more information and prices 


THE GRASSELLI CH FMICAL CO. on LIGNASAN. This is not to obligate me in any way. 
: = INCORPORATED cm 
Founded 1839, Cleveland, Ohio 


City and State 


Wilmington, Delaware, for 
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Dakotans Study Housing, Merchandising 


[Special telegram to AMERICAN LUMBERMAN] 


BisMarcK, N. D., Feb. 12.—J. T. 
Grant, of Fargo, was elected president of 
the North Dakota Retail Lumber Dealers’ 
Association at the closing session of its 
twenty-ninth annual convention here to- 
day. He succeeds J. L. Odette, of Minot. 
The high spot of the convention, attended 
by 350 lumber dealers despite blocked 
roads, was the discussion of North Dakota 
conditions, and “pointers” by members of 
the association. 

Henry Klein, of the Hazen Lumber Co., struck 
the keynote when he told the dealers there are 
three kinds of yards: Back-yards, grave-yards 
and lumber-yards; and that it is up to the in- 
dividual which kind he will run. People are not 
interested in lumber-yards unless lumber-yards 
are interested in the people, he warned, and the 
only way for the lumber-yard to, maintain its 
Status as a leading business in any community 
is to keep up to date, “because it is a part of 
the lives and hopes of the people,” and helps to 
set the standard for the rural community. The 
fact that women buy 75 percent of the goods 
sold in America should be noted by the lumber- 
man, and that fact alone should keep him alive 
and on his toes, Mr. Klein said. 

L. H. Piper, Midwest Lumber Co., Minot, 
said: “Title I of the NHA has pointed the way 
to installment selling for lumbermen. It has 


proved a convenience to the people and stimu- 
lated business. Arrangements should be made 
to keep it in operation after the expiration of 
the present emergency law.” 

D. L. Glenn, Thompson Yards (Inc.), St. 
Paul, Minn., said that “the time has arrived 
for lumbermen to come out of the hole in which 


——————— 


FLOYD LAVELLE, J. L. ODETTE, 
Fargo; Minot; 
Secretary Retiring President 





they have hidden for the last three or four years 
and to put their business before the public by ad- 
vertising their goods and service. At the same 
time they should enlarge and diversify their 
stocks to meet the demand and make their yards 
more attractive to the customer. They should 
‘come alive’ and go out and get the business.” 

Ben Grotte, Grotte Lumber Co., Valley City, 
said that “co-operation is essential, and can best 
be effectuated if lumbermen will note the recom- 
mendations of their trade associations and carry 
them out.” 

A. E. Swenson, Thompson Yards (lInc.), 
Jamestown, said that “the Federal Housing Ad- 
ministration has publicized the lumber business 
better than the lumbermen have ever been able 
to do, and has caused a tremendous amount of 
repairing, remodeling and rebuilding, as well as 
new building. The public has benefited, too, be- 
cause it has been an aid in reducing unemploy- 
ment.” 

Resolutions endorsed the action of the Na- 
tional association in condemning Government 
entry into the home building field, but praised 
the National Housing Act, and asked North 
Dakota senators and congressmen to work for 
its continuance. 


The New Official Lineup 


President—J. T. Grant, Fargo. 

Vice president—Duane Heaton, Dickinson. 

Treasurer—Ward Briggs, West Fargo. 

Secretary—Floyd Lavelle, Fargo. 

Directors—C. J. Phelan, Bowman; J. L. 
Odette, Minot; and W. N. Nortz, Devils Lake. 


Wood Preservers See Increasing Demand 


MEMPHIs, TENN., Feb. 10.—The thirty-sec- 
ond annual meeting of the American Wood Pre- 
servers’ Association held here Jan. 28-30 de- 
voted two days to discussion concerning the 
outlook for the wood-treating industries, and 
the situation in regard to treatable materials. A 
large part of this discussion was devoted to 
the wooden cross-tie, present supplies and the 
encroachment of substitutes for wood. 

The feature address of the convention was 
that of Nelson Courtlandt Brown, of the New 
York State College of Forestry, Syracuse, N. 
Y., who took a long-range view of lumber and 
cross-tie production, and pointed out some of 
the factors bearing upon the future use of treat- 
able materials in the United States. His talk 
was illustrated by lantern-slide graphs, chart- 
ing the rise and fall of the big consuming in- 
dustries, building and transportation, and the 
increasing practice of lumber, timber and tie 
treating. 

While making no claim to being a prophet, 
Mr. Brown took an optimistic view of the im- 
mediate future, basing his conclusions on the 
various indices available in the industrial fields 
in all sections of the country. The building 
permits, especially in the Southwest, he pointed 
out, have shown a decided increase over those 
of a year ago, and in fact home building 
throughout the country shows something like a 
100 percent increase over 1934. 

“A definite building activity is looked for dur- 
ing the next five years and it is possible that 
prices may sky-rocket as they did in 1920 when 
the highest prices for lumber for all time were 
reached,” Mr. Brown warned. “And these ad- 
vancing prices came after a brief business de- 
pression following immediately after the War 
with concurrent uncertainties, doubts and mis- 
givings similar to those that have existed re- 
cently. Lumber production will probably be- 
come stabilized around 28 to 33 billion feet 
annually. If this is so, an important market 
should be developed for the use of treated lum- 
ber and timbers.” 


The railroad situation does not look so prom- 
ising, according to Mr. Brown’s graphs, but 
there are bright spots, and unless the railroads 
suffer from possible Government enactments it 
is believed that the upward trend in revenues 
and consequent demand for materials, now defi- 
nitely on the horizon, will continue. 

“The question of a practical substitute for 
the cross-tie,”” said Mr. Brown, “has long been 
considered, but this problem is settled as far 
ahead as we can reasonably see at this time. 
The wood cross-tie has clearly demonstrated 
its superiority over other forms. In spite of 
over 2.500 patents issued by the Government 
office in Washington during the past fifty years, 
for various forms of substitute cross-ties, none 
has been adopted to date. Experience in Eu- 
rope shows that the trend is now definitely back 
toward the use of the wooden cross-tie in spite 
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of exhaustive experiments and extensive use of 
metal and other forms of ties. The matter re- 
solves itself into relative prices of creosoted ties 
and substitute forms. On an annual renewal 
cost basis, there appears to be no hope for the 
substitute cross-tie.” The use of treated cross- 
ties began falling off in 1928, Mr. Brown 
showed, and the lowest point was reached in 
1932, when less than 50 percent of the cubic 
footage treated in 1927 was handled. Recent 
figures indicate that the country is on the defi- 
nite upward trend in the use of cross-ties. 

Mr. Brown followed this with a statistical 
survey of the available timber supply and urged 
the association to take a stand in support of 
legislation and activities which have a direct 
bearing upon the future uses of treatable ma- 
terials in this country. “Active and energetic 


steps should be taken to make it possible for 
our railroads and other important users of 
treated materials to continue*in a favorable 
economic condition,” he concluded. 


Swiss Grant Quota and Bind 
Tariff Rate 


Wasuincton, D. C., Feb. 10—In the trade 
agreement which the United States has entered 
into with Switzerland, the duty on Douglas fir, 
of $11.62 per thousand board feet of green fir, 
has been bound at that rate. This fir composes 
80 percent of our lumber exports to Switzer- 
land. In this connection the State Department 
says: 

‘Softwood lumber—Switzerland’s pine forests 
are one of her chief natural resources. An im- 
portant part of the revenue of the Swiss Cantons 
is derived from the sale of their lumber. In 
order to stimulate the use of domestically pro- 
duced lumber for building purposes, the Swiss 
Government has imposed various import restric- 
tions on foreign woods, which have become 
increasingly drastic in the recent past. In 1934, 
less than 6,000 metric tons of softwood lumber 
was permitted to enter from the United States, 
and in 1935 imports were further restricted, so 
that Switzerland took only 4,444 tons of Ameri- 
can softwood during the first eleven months of 
last year. To counteract this trend, a quota of 
7,500 metric tons, which represents over 5% 
million board feet, has been obtained. Further- 
more, the duty on Douglas fir, which represents 
about 80 percent of American exports of soft- 
wood lumber to Switzerland, has been bound 
at the present low rate of 2.50 francs per quintal 
($11.62 per 1,000 board feet of green Douglas 
fir). 








Sanp MountTaIn Poprar TREES are being 
bought and shipped to Germany from Alberts- 
ville, Ala. The logs are trucked and shipped 
by rail to Mobile, Ala., where they are loaded 
on steamers. 
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PHOTO BY M. H. SIMMONS 
Main Entrance Gate, Red River Plant, Westwood, California, January, 1936 


CALIFORNIA PINE 


LUMBER PLYWOOD 
MOULDINGS CUT STOCK 


Straight or Mixed Cars 


“Producers of White Pine for Over Half a Century” 


The RED RIVER LUMBER CO. 


RED RIVER 
PRODUCTION 


Continuous operation 
night and day, Winter and Summer. This has been the 
Red River policy for more than a third of a century to 
maintain a balanced assortment of building and indus- 
trialitems. Increasing order files and the growing scarcity 
of certain items, at Westwood as well as at the pine mills 
generally, make it advisable for you to anticipate your 
needs. Place orders in advance to permit accumulation 
and assure your stock for the 1936 demand. 


ye 
fl SSNS 
Mill, Factories, General Sales, WESTWOOD, CALIFORNIA in QRS; ~ 
SALES OFFICES: “iit @enumnties £33 
360 N. Michigan Ave. 315 Monadnock Building 807 Hennepin Avenue 702 E. Slausen Ave. | 
CHICAGO SAN FRANCISCO MINNEAPOLIS LOS ANGELES 


1851 Grand Central Terminal, NEW YORK CITY. 
DISTRIBUTING YARDS 


CHICAGO MINNEAPOLIS LOS ANGELES RENO REGISTERED 
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Notes From the South and Southwest 


Jotted by an AmeRICAN LumBeRMAN Editor While 
Visiting Mills and Yards in Search of Live News 


Building More Active Than for a 
Number of Years 


ALBuQuERQUE, N. M.—A rapid-fire survey of 
the situation here through brief visits to a num- 
ber of the retail lumber yards has developed 
the fact that building construction is more ac- 
tive than it has been for a number of years, 
and many new homes are going up in various 
parts of the city. Some of the outstanding re- 
tail lumber and building material plants of the 
Southwest are located here; all of the dealers 
visited reported 1935 business as having been 
much better than that of 1934, and all are 
expecting an even larger increase this year. 

What is true of Albuquerque may also be said 
of the situation in El Paso, Tex. Dealers in 
that city report considerable building activity, 
and they are elated over the prospect of the 
early adoption of an amended building code 
that will permit a larger use of lumber in 
buildings there than has been the case hereto- 
fore. El Paso can claim the distinction of hav- 
ing one of the most active and efficient local 
lumbermen’s organizations of the entire country. 
The El Paso Lumbermen’s Association, under 
the direction of Secretary Sherrod, has the sup- 
port and co-operation of the dealers generally, 
as a result of which business is done on a basis 
satisfactory to the dealers and the public re- 
ceives more efficient service. 


Lumber Operation Has Long Life 
Still Ahead of It 


Atamocorpo, N. M.—Having operated his 
mill for forty-one years without closing, even 
during the worst depressions that have occurred 
during that time, and having always taken care 
of his employees, is the unique record of one 
of the most interesting characters in the lumber 
manufacturing business in the Southwest, Louis 
Carr, president of the Southwest Lumber Co., 
of this city, and of the Carr Lumber Co., Pis- 
gah Forest, N. C. The Southwest Lumber Co., 
at its plant in Alamogordo, produces Ponderosa 
pine, Douglas fir, Engelmann spruce and white 
fir lumber and box shooks and crates of all 
kinds. Grown in the Sacramento Mountains at 
an altitude of ten thousand feet this fir timber 
has a iight summer growth and is particularly 
valuable for the production of railroad timbers. 
The Ponderosa pine also is of light growth and 
produces lumber of fine, smooth texture and at- 
tractive appearance. Backed by a timber sup- 
ply of 1,600,000,000 feet, this operation has a 
long life yet ahead of it, and Mr. Carr takes 
pride, not alone in the splendid record of the 
past, but in the opportunities before this com- 
pany for continued satisfactory service to the 
trade. 

The remarkable success of this operation is 
due largely to the fact that Mr. Carr personally 
is on the job every day, supervising every 
phase of the operation, from the log pond to 
the shipping shed. Although he is 73 years 
old, Mr. Carr is active, alert and more vigor- 
ous than many men years his junior. Coming 
to this country when but a child, this energetic 
lumberman is self-educated, his success being a 
striking example of the opportunities offered to 
the individual in America who determines to 
overcome all obstacles and win his way to the 
front. The head of a happy family consisting 
of himself, his wife, six daughters and four 
sons, Mr. Carr takes justifiable pride in the 
fact that he has been able to provide these chil- 
dren with educational and other advantages that 
were denied the immigrant boy of many years 
ago. He is a sturdy patriot, strictly conserv- 


ative in his views and a strong believer in in- 
dividualism as opposed to socialism in business. 

Officers of the Southwest Lumber Co. are: 
President, Louis Carr; secretary, J. A. Tatum; 
treasurer, James A. Clifford. The products of 
the company are widely distributed and it num- 
bers among its satisfied customers throughout 
the country, retail lumber dealers, wholesalers, 
railroads and many other industrial users of 
wood. 


Pioneer Lumber Manufacturer, Fac- 
tor in Progress of Lone Star State 


Lurxin, TeEx.—Joining in the Statewide 
movement to promote interest in the Texas 
Centennial, which is to be celebrated this year 
with a great exposition in Dallas, and centennial 
celebrations and observances in many cities and 
towns of the State, the Angelina County Lumber 
Co. is utilizing this opportunity to direct at- 
tention to the fact that this company has prac- 
tically reached the halfway mark in a centen- 
nial of its own, having behind it a notable 
record of 49 years of service to the lumber 
trade. This company, whose plant is located 
at Keltys, a short distance from Lufkin, is using 
on all its correspondence attractive stickers in 
colors bearing the inscription: ‘“1836—1936 


1836-1936 


ANGELINAX 





Texas Centennial—Angelina 49 years” with a 
star indicating on the map the location of the 
company, as shown by accompanying cut. 
Probably the oldest lumber concern in the 
South, having operated continuously at one lo- 
cation, the Angelina County Lumber Co. is not 
only a pioneer in lumber manufacture and dis- 
tribution, but its owners have been closely iden- 
tified with every movement calculated to upbuild 
and benefit the Lone Star State, and East 
Texas in particular. Active management of 
the company is under the direction of E. L. 
Kurth, vice president and general manager, who 
is just concluding the first year of a highly suc- 
cessful administration as president of the great 
Southern Pine Association. Eli Wiener, of 
Dallas, Tex., president of Angelina County 
Lumber Co., enjoys the distinction, in years of 
service, or being probably the oldest lumber 
manufacturer in the Southern Pine Associa- 
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tion, and is one of its most ardent supporters. 
In connection with the Centennial Exposition, 
the Southern Pine Association will build and 
display a complete, modern home, and Mr. 
Wiener as a member of a committee represent- 
ing the association, is actively co-operating with 
architects and exposition officials in the design 


and construction of this southern pine home. 

In addition to the production of its own plant 
at Keltys, the Angelina County Lumber Co. 
markets the output of the Kurth Lumber Man- 
ufacuring Co., Clarksville, Tex.; Conroe Lum- 
ber Corporation, Conroe, Tex.; Angelina Hard- 
wood Co., Ewing, Tex.; and Trout Creek Lum- 
ber Co., Kirbyville, Tex., in all of which the 
Kurth interests are dominant factors. J. H. 
Kurth, Jr., of the Kurth Lumber Manufacturing 
Co., is one of the most successful operators in 
the South. In charge of sales is Dave Thomp- 
son, who has made an enviable record in this 
connection, and his organization continues to 
maintain the reputation built up by the com- 
pany, represented by its slogan “Sudden Serv- 
ice,’ which has become familiar to buyers of 
lumber throughout the country. 

As one of the leading industries of a great 
commonwealth, it is eminently fitting that Ange- 
lina County Lumber Co., in promoting interest 
in the Texas Centennial, should direct atten- 
tion to its own history of 49 years of achieve- 
ment. 


Company Carries on Long Tradition 
of Service to Lumber Trade 


TEXARKANA, ARK.-TEX.—One of the names 
used “to conjure with” in the southern pine 
industry for many years has been that of Wm. 
Buchanan. The founder of this great enter- 
prise has long since gone to his reward, and 
some of the mills that formed a part of the 
organization have ceased to operate, but the 
company continues to carry on, maintaining its 
traditions and serving the trade in a way that 
has resulted in satisfied customers over a long 
period of years. Originally a strictly southern 
pine operation, the company now includes in_its 
production high-quality hardwoods cut from its 
own timber areas. S. M. Pagan is general sales 
manager. With an efficient corps of sales rep- 
resentatives located in strategic points through- 
out the country the Wm. Buchanan organiza- 
tion continues to acceptably serve the trade with 
band-sawed southern yellow pine and hardwood 
lumber, shipped in straight or mixed cars, spe- 
cializing in retail yard stock. Showing no par- 
tiality in its location, the company uses Tex- 
arkana, Ark.-Tex., as its postoffice address, thus 
paying tribute to the two great States of Texas 
and Arkansas. 


Dealers Disapprove Proposal for 
Federal Low-Cost Housing 


Daas, TEX.—Being in the midst of prepa- 
rations for the coming Texas Centennial Expo- 
sition, Dallas naturally presents a scene of 
unusual activity in the construction field. While 
millions of feet of lumber is being used in 
construction work on the Exposition grounds, 
this activity is not of as much importance to 
the local retail lumber and building materials 
as is the construction of new homes. Local 
dealers are considerably perturbed over an effort 
being made to induce the Government to finance 
the construction of a large number of low- 
cost buildings in which to house veterans who 
are expected to come in large numbers to the 
annual convention to be held here this year, and 
also to be used for housing the overflow of 
visitors to the Exposition. The plan is to build 
a large number of prefabricated houses that 
can be used temporarily, then disassembled and 
sold. The dealers feel that a project of this 
kind would work to the detriment of the build- 
ing trades and have a depressing after-effect 
on home building generally. One of the largest 
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industrial concerns in the country, after a thor- 
ough survey, estimated a probable attendance at 
the Centennial Exposition of twelve million peo- 
ple, and on that basis is preparing what will be 
the outstanding exhibit there. One of the lead- 
ing hotels has begun the construction of a 400- 
room addition to its present facilities, and local 
civic Organizations are making extensive plans 
for housing the visitors. Building activity is 
not confined to Dallas alone, for reports from 
many of the North Texas communities indicate 
that this year will witness a real revival in 
building. An indication of the situation may be 
seen in the report of a well-known Dallas con- 
cern representing manufacturers who supply 
lumber to retail dealers in this territory, that 
its business is rapidly increasing, with January 
having recorded the greatest volume of orders 
booked in any one month during the past four 
years. 


Active Building of Homes, With 
Seamen's Strike, Depletes 


Yard Stocks 


Los ANGELES, Catir.—Despite the severe 
handicap of a seaman’s strike, which has re- 
sulted in practically a complete tie-up of ves- 
sels engaged in the coastwise lumber carrying 
trade, retail lumber and building material deal- 
ers here are enjoying an unusually active de- 
mand and all are busy supplying materials for 
homes and other buildings that are under con- 
struction or under contract. The heavy with- 
drawals of stock, with no lumber being re- 
ceived, is cutting down inventories rapidly and 
some of the yards already have reached the 
point where they will not guarantee prompt de- 
liveries, nor will they accept orders where deliv- 
ery within a specified limited time is required. 

A typical example is that of one of the big 
yards visited by the AMERICAN LUMBERMAN 
representative. A contractor had closed a deal 
for the construction of 45 homes, work on which 
was to be started immediately. Before begin- 
ning construction, however, the contractor de- 
manded the protection of a guarantee of deliv- 
ery. The dealer was compelled to tell him that 
he could not guarantee delivery under existing 
circumstances, but would give the very best 
service possible. Without the guarantee, how- 
ever, the contractor declined to inaugurate the 
work, and this project of 45 homes is being 
held up to await the outcome of the strike. 
This is only one of perhaps numerous similar 
instances. 

Los Angeles has experienced an active build- 
ing movement during the past year, with ex- 
cellent prospects for a much heavier building 
program this year and practically all of the 
retail lumber and building material dealers are 
just about as busy as can be. Should the tie- 
up of lumber-carrying vessels continue much 
longer, dealers probably will find it necessary to 
begin bringing in a larger proportion of their 
lumber purchases by rail, even at the increased 
transportation cost. 


ls Organized to Offer Facilities of 
Permanent Operation 


ALBUQUERQUE, N. M.—His many friends 
throughout the country, both in and out of the 
lumber trade, will be delighted to know that 
James G. McNary, president of Southwest 
Lumber Mills (Inc.), of McNary, Ariz, is rap- 
idly recuperating at his home here from a seri- 
ous illness that has kept him confined for several 
weeks. Readers of the AMERICAN LUMBERMAN 
have noted with interest reports of the final 
consummation by Mr. McNary of plans for re- 
organization of the Cady Lumber Corporation 
properties in Arizona and the successful launch- 
ing of the new company, of which Mr. McNary 
is the head and guiding genius. With C. J. 
Warren as vice president in charge of operations, 
A. F. McKinley as sales manager, and capable 
and efficient men heading the various depart- 
ments, Southwest Lumber Mills (Inc.), is now 
in full swing, with all its facilities organized 
and co-ordinated in a way to give most effi- 
cient service to buyers of lumber throughout the 
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country. To make this service complete, num- 
erous refinements have been added in manufac- 
turing and shipping, included in these being 
scientific kiln-drying of all selects, shop and 
common; “eased edges” standard on all dimen- 
sion stock; a new department for the produc- 
tion of “Apache” brand mouldings; and im- 
portant changes in the selection of logs for the 
production of all retail yard items, including 
cut-to-length interior trim. 

In addition to catering particularly to mixed- 
car buyers, the company has an especial appeal 
for the jobber in its ability to ship straight cars 
of the increasingly popular “Apache” brand 
mouldings, and to industrial buyers who are in- 
terested in pattern specialties, cut stock, cut-to- 
length crating, box shook, shop lumber, and 
other industrial items. Southwest Lumber 
Mills (Inc.), with plants at Flagstaff and Mc- 
Nary, Ariz., operates altogether in Government 
and Indian timber, on a sustained-yield basis, 
hence is prepared to offer to the trade the facili- 
ties of a permanent operation, a feature that is 
being found especially desirable by a constantly 
increasing number of dealers and wood-using 
industries throughout the country. Grown at a 
high altitude, this company’s Ponderosa pine 
is noted for its soft texture, and its product has 
immediately found favor wherever it has been 
introduced. Mr. McNary and his associates 
in the new company have retained the services 
of the personnel of the former Southwest Lum- 
ber Sales Corporation, but instead of marketing 
the product of a group of mills the efforts of 
this sales personnel will be devoted to the dis- 
tribution of the products of Southwest Lumber 
Mills (Inc.). The general sales office is located 
at McNary, Ariz., with district sales offices in 
Philadelphia, Chicago, Kansas City and 
Phoenix. Arizona dealers are large buyers of 
this company’s products and the Phoenix office 
is one of its most important sales headquarters. 


Company's Timber Supply Ample 
for Many Years to Come 


TEXARKANA, TEXx.—Visitors who have occa- 
sion to call on the Southern Pine Lumber Co., 
which maintains general headquarters in this 
city, now find its officers and office employees 
domiciled in one of the handsomest and most 
convenient lumber offices to be found anywhere 
—these offices occupying the beautiful old 
Temple home a short distance from the business 
center. When President Arthur Temple de- 
cided to utilize the handsomely appointed home 
as offices for the company it was found that 
almost no changes in the arrangement of the 
rooms would be necessary, they being peculiarly 
adapted to the needs of the various department 
heads and their employees. Although having 
been producing lumber for 46 years, this com- 
pany has a timber supply available for many 
years in the future, and its officers point with 
commendable pride to the company slogan, “De- 
pendable shippers since 1890 and for YEARS 
TO COME.” 

Although its offices are located on the Arkan- 
sas side of the boundary line separating the 
three States that come together in this city 
(Texas, Arkansas and Louisiana), the opera- 
tions are situated in Texas, with mills at Pine- 
land and Diboll. 

With an annual production of 200,000,000 feet, 
the company produces both pine and hard- 
woods. Especially featured in its production 
are oak flooring and end-matched pine. Buy- 
ers of this company’s oak flooring are particu- 
larly well pleased with its excellent quality 
and beautiful grain, its uniformity of texture 
and color being attributed to the fact that it is 
produced from trees that grow in a limited ter- 
ritory. Enlarging its service to the trade, the 
Southern Pine Lumber Co. is now offering 
Wolmanized lumber in mixed cars with un- 
treated material. As a part of its policy of 
supplying a completely rounded out service to 
the trade the Southern Pine Lumber Co. offers 
in straight or mixed cars, in addition to items 
already mentioned, kiln-dried timbers, box 
shooks, hardwood dimension, fence posts, pickets 
and lath. 
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AN INSULATION 
BEST FOR 
HOMEOWNER 
AND BUILDER 


The buyer of an insulated house expects the com- 
forts and economies of WALL-THICK Insulation 
and feels disappointed, even cheated, with less. 









. ” * ” 

A B 
(A) Hollow studding space— 
no insulation value. Uncom- 


fortable house, Winter and 
Summer. 








Wall-thick Batts complet 





fill studding space. ge 
(B) %” or 1” board type— heat and cold. Wonderful 
inadequate insulation. results. 


Rock Wool is admittedly the most 
efficient insulation known to science. 
In Winter wall-thick CAPITOL ROCK 
WOOL Insulation means a saving of 
20% to 40% in fuel, permitting a 
smaller heating installation. In Sum- 
mer, a house 8° to 15° cooler. 

The public wants this effectiveness 
of Capitol Rock Wool and is willing to 
pay a fair price for it. Net results: 
our plants are running at capacity 
supplying dealers. 





Capitol Rock Wool Batts 
fit snugly; cut easily to nent, 
odd sizes. 


Resilient; flexible; perma- 


Fireproof; moisture 
resisting. 

Manufactured in batts 15”x23"x3%”, fit- 
ting between standard 2x4 studding spaced 
16” or 24” centers. Easy to install. Packed 
in cartons—convenient to stock and sell. 

Supported by vigorous advertising and 
merchandising by the fastest-growing in- 
sulation manufacturer in the United States. 

Here’s an insulation homeowners like to 
brag about, producing leads for many new 
jobs. A product you can merchandise with 
a reasonable margin. A topnotch, money- 
making, year-round seller. WRITE TODAY 
and learn more about it. 


CAPITOL 


ROCK # WOOL 
INSULATION 


m MAIL COUPON TODAY 


THE STANDARD LIME & STONE CO. 
Baltimore, Maryland (Est. 1888) | 

Please send without obligation: 

| [-] Samples of Wall-Thick Batt | 


[_] Detailed information, costs 
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Agility 
Volume 


Economy 
WITH TRAILERS 


Agile and easy to manipulate in tight places, 
because they bend in the middle. 

Volume-giving, because they are fast in opera- 
tion and can be “shuttled.” 

Economical, because they provide maximum 
productiveness of the most expensive part of the 
delivery equipment, the power unit. 


Those, in brief, are the three main reasons 
for the popularity of semi-trailers among re- 
tailers of lumber and materials as well as lum- 
ber manufacturers. They will achieve greater 
importance during the years ahead, when a 
major problem is going to be to expedite de- 
livery of building materials and do it at a 
minimum cost. 

There are some persons, no doubt, who are 
under the impression that the use of the shuttle 
system—that is, one trailer body in the yard, 
being loaded, while a second is at the job, being 
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From this picture, taken while a truck and semi-trailer were being loaded in the Sterling Lumber & 
Supply Co. yard in Chicago, one may realize how greatly the minimum turning radius of load and power 


unit is reduced by the “bending 


To the many dealers handling other materials 
besides lumber—particularly coal—the use of 
trailers offers solution to another difficulty. Few 
like to haul lumber and coal with the same 
truck but many do rather than buy two trucks. 
Some wise ones, however, buy their trucks as 
semi-trailers, using one trailer unit for lumber 
and another for coal—or variations of this plan. 

This suggests the manner in which the trailer 
unit performs its feats of operating economy. 
When a lumberman buys a motor truck he buys 
the engine in it to supply power; the more he 
uses that power, the more he profits from his 
investment in it. A truck engine standing idle 
while the truck itself is being loaded or un- 





There are some uncommonly long boards on this St. Louis Lumber Co. delivery unit, and naturally there 
is some overhang, but nothing to compare with what it would be on a straight truck body 


unloaded, and the third is in transit in one di- 
rection or the other—is the only way in which 
trailers offer advantages. If this were so, the 
only utility for trailers would be at times when 
sales volume is rushing the delivery department 
to keep lumber and materials supplying big 
jobs. This in fact is the most spectacular 
utilization of trailers, and unless a large num- 
ber of well informed business men are poor 
prophets this demand is coming back “with a 
bang,” as both residential and commercial con- 
struction are slated for a boom that will be 
“something to write home about.” 
Advantages of trailers, however, are not con- 
fined to this method of use, as many lumber- 
men have learned to their great satisfaction. 
Particularly is the trailer helpful in getting into 
and out of “tight places,” with a long load of 
logs, lumber, or other materials. The turn- 
ing radius is hardly more than the length of 
the trailer itself, because the power unit need 
not be held in a straight line with the load, as 
it would be if the truck were made all in one 
piece. This is convenient to the retailer in put- 
ting his delivery unit easily into the hard-to- 
reach places, such as turning in narrow alleys 
and the like; likewise to the logger it means that 
his truck is able to negotiate sharper turns in 
woods roads. Furthermore, in all operating 
off the pavement, there is occasionally the de- 
sirability of pushing the load back to a selected 
spot in soft ground while keeping the driving 
wheels in contact with firm, solid “footing.” 


loaded is not, during these idle minutes, return- 
ing anything on the investment; during the idle 
time it is not supplying the power it was bought 
to supply. This difference has meant very little 
during the recent lean years of half-loads or 
loads that could have been delivered easily 
enough with a coaster wagon. But it should 
be repeated that the days of fuil loads are immi- 
nent again, and those fifteen minutes or so that 
are idle—so far as the engine itself is concerned 
—at each end of each trip will take on additional 
meaning. Roll-off bodies greatly reduce time 
lost in unloading, and together with yard dollies 
they also cut the loading time—provided it is a 








in the middle" process 


job that permits roll-off unloading. Experi- 
enced lumbermen find that for ease, speed and 
economy in handling volume, the ideal combi- 
nation is a good modern truck of a size to fit 
the weight of the load, used either with semi- 
trailers or as truck and trailer, combining this 
with the roll-off body so the latter can be used 
if possible. 


In fact, the trailer itself was originally a 
lumber dealer’s idea. Back in 1914 the F. M. 
Sibley Lumber Co., of Detroit, was experienc- 
ing difficulty with the delivery of long loads 
out to Dearborn, a suburb, for besides the 
awkwardness of the unit there was actual 
danger in the unavoidable overhang. Then Mr. 
Sibley conceived the idea of pulling the loads 
instead of carrying them, and asked August C. 
Fruehauf, local wagon builder who was supply- 
ing wagons to Detroit lumbermen, to make him 
some kind of vehicle to accomplish this. 


That first semi-trailer was a crude affair, but 
it worked—it delivered the goods. Its wooden 
frame was floored and fitted with stakes, and 
equipped with two rubber-tired wagon-type 
wheels at the rear. The way it was hitched to 
the power unit surely must have been the basis 
for some of the methods by which modern 
house trailers are hitched to pleasure cars to- 
day. For this power unit was a roadster from 
which the rear deck had been removed to make 
way for a bolster equipped with a kingpin, upon 
which the front end of the new vehicle rested. 


Crude enough, but it worked, and Mr. Sibley 
ordered some more of them. Also, the news 
spread to the other dealers and the Fruehaui 
Trailer Co. came into being, to supply this local 
trade. Then one day in 1916 August Fruehauf’s 
son Harvey, then a young man, chanced to see 
a copy of the AMERICAN LUMBERMAN in Mr. 
Sibley’s office and thus learned that there was 
a magazine read by all the lumbermen through- 
out the country; soon he was advertising his 
trailers to lumbermen generally and his trade 
became national. Now the making of trailers 
and semi-trailers for many other lines of busi- 
ness is a big business in itself, and the trailers 
have become things of beauty as well as great 
size. But it all started because a lumber dealer 
needed some sort of vehicle for the efficient 
handling of his long loads. 
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A pole type of trailer in service out in the woods, where it carries long loads over rough and difficult 
roads with maximum efficiency and speed which a good power unit makes possible 
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Vetoes Log Duty Refund 


Wasuincton, D. C., Feb. 10.— President 
Roosevelt has vetoed the bill passed by Congress 
for refunding certain countervailing duties col- 
lected on logs imported from British Columbia. 
In his veto message on this subject the Presi- 
dent said, in part: 


I return herewith, without my approval, S. 
1626, entitled “An act for the refunding of 
certain countervailing customs duties col- 
lected upon logs imported from British Co- 
lumbia.” 

The bill provides for the refund of certain 
customs duties assessed or collected on im- 
portations of logs on the ground that the 
duties were erroneously or illegally assessed 
or collected, upon the erroneous interpreta- 
tion of law passed upon and condemned by 
an United States Customs Court. 

After the passage of the Tariff Act of 1922, 
the Treasury Department found that the 
Province of British Columbia was imposing 
a “timber” tax on logs classifiable under the 
foregoing, which constituted a restriction on 
exportation within the meaning of the pro- 
viso to said paragraph 401. 


Although the tax levied in British Colum- 
bia was held by the British court of last 
resort, the Privy Council, to have been void 
ab initio, and as a result the United States 
Customs Court held that the assessment of 
the United States import duties was without 
authority of law, the British Columbia tax 
was just as effective in restricting the ex- 
portation of logs as if it had been a valid 
law. It was this restriction that said para- 
graph 401 was designed to prevent. The 
refund of duties will not correct this situ- 
ation. 

With reference to the more recent importa- 
tions, the various importers had an oppor- 
tunity and right under the customs laws to 
protest the assessment of duties on their im- 
portations, as was done in the cases above 
referred to. I do not feel that there is 
justification in giving these importers an ad- 
vantage over the many others whose ap- 
plications for refund in similar circumstances 
necessarily have been denied. 

It is reasonable to assume that in most, if 
not all, cases, the duty was passed on by the 
importer to the ultimmate consumer. There 
appears to be no reason for making a refund 
to the importer without requiring him to 
show that he himself absorbed the duty. 





Exports Off 0.2 Percent As Im- 
ports Gained 


WasuincTon, D. C., Feb. 10.—United States 
exports of lumber, sawed timber and logs and 
hewn timber totaled 1,568,052,000 board feet 
for 1935, a decline of 0.2 percent under 1934, 
according to W. LeRoy Neubrach of the For- 
est Products Division of the Department of 
Commerce. The reasons for this unfavorable 
position are manifold. At the end of the first 
quarter, exports registered a gain of 33 percent 
over 1934. From that time until the end of the 
year, there was an almost continuous cumulative 
decline in relation to the previous year. At 
the end of the eight and nine month periods, 
exports had declined to a point only 7 percent 
above 1934, while at the end of eleven months, 
a gain of only 2 percent was recorded. The 
bulk of the decline was in softwood boards, 
planks and scantlings, exports of which de- 
clined about 9 percent under 1934, and in this 
group the largest loss was in Douglas fir. In 
the softwood log and hewn timber group, be- 
cause of an increase in hemlock, a gain of 
about 20 percent was made. Hardwood boards, 
planks and scantlings also recorded a moderate 
gain of about 7 percent, oak accounting for the 
major part. 

Imports of softwood boards and lumber im- 
ports during 1935 totaled 379,429,000 board 
feet, a gain of 55 percent over 1934. Hard- 
wood lumber, also, increased 33 percent over 
the previous year. Shingle receipts totaled prac- 
tically 100 percent more than in 1934. In the 
sawed cabinet wood group imports gained 36 
percent over the preceding year, while cabinet 
woods in the log increased 88 percent. The 
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What a Difference DOWICIDE Makesl 


Note how clean and free from stain the 
boards on the left are . . . they were 
treated with DOWICIDE. 


SPECIFY 


DOWICIDE-TREATED 


MORE PROFIT and SATISFIED CUSTOMERS 
are yours when you sell clean, bright lumber 
treated with DOWICIDE. No sap stain .. . 
no mold .. . no objectionable brownish 
cast. The natural grain and color of the wood 
is fully preserved. 


(\T DOESNT COSTA ) 
PENNY MORE TO SUPPLY 
YOUR CUSTOMERS WITH 
DOWICIDE TREATED 
PERMANENTLY BRIGHT 





LUMBER 


_, 








LUMBER 


DOWICIDE-TREATED lumber retains its beauty 


and brightness indefinitely, unmarred by 
mold or stain inside or out. When you buy 
it you get more for your money and when 
you sell it you give more for the money. 
When you buy lumber—pine or hardwood— 
be sure to specify “DOWICIDE-TREATED.” 


DOWICIDE is manufactured by the Dow Chemical Company, Midland, Mich. 


Write for copy of folder giving specifications for inexpensive 
treating equipment and further information on DOWICIDE. 


Distributed and Serviced by 


A.D. CHAPMAN & COMPANY 


New Orleans, La. 


Chicago, Il. 





most outstanding percentage gain was in the 
fir, spruce and western hemlock log group, im- 
ports of which were 375 percent over 1934. 
The only loss recorded was in railroad ties, 
imports of which declined 38 percent. 





Position of Box Lumber on Thin 
Lumber Ruling 


New York Ciry, Feb: 10.—Previous bulle- 
tins, says the National-American Wholesale 
Lumber Association, referred to the protest 
filed against the Customs ruling under which 
the tariff and tax on imported lumber less than 
1-inch thick were computed on the basis of 
actual measurement, rather than regarding such 
lumber as 1-inch thick for customs purposes, 
as demanded by the protestants. A case is now 
before the Customs Court, on which hearing is 


scheduled for Feb. 14 at Seattle, Wash. At- 
tached is copy of letter received from Charles 
H. Paul, counsel for the West Coast Lumber- 
men’s Association, to Roy Dailey, manager Pa- 
cific Coast branch, indicating that the protest is 
not intended to cover the importation of box 
items. 

It might be of interest to those opposing this 
protest to know that it is not directed against 
box items. Our contention at the hearing will 
be simply with regard to the measurement of 


‘so called “yard items,” under the rules laid 


down in American Lumber Standards. It seems 
too bad for those interested in box items to 
spend their money in defending a case where 
the issue will not be raised. If they feel some 
down in American Lumber Standards. It seems 
protestant would be willing to enter into a stip- 
ulation in advance so limiting the issues.— 
Cuartes H. Paut, Counsel. 
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PEACOCK 


LINE 


Waterfast 
WALL 


PAPERS 


offers LUMBER DEAL- 
ERS a great opportu- 
nity to expand sales. 
Write for standardized 
selection of wallpapers 
particularly suitable for 


LUMBER DEALERS. 


LENNON 


WALLPAPER COMPANY, 


\ JOLIET, ILL. 4 


| NORTHERN WOODS 
































ROCK MAPLES 
BEECH-BIRCH 


For many years our floor- 
ing has been building trade 
for dealers. It will do the same 
for you. Order it in straight or mixed 
cars with Hemlock lumber, lath, shingles 
and posts. 
We invite your orders for Poles, Ties and Hemlock 
Tan Bark; also for Rotary Cut Northern Veneers and 
Plywood. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPAN:Y 29 0S: 8 J. can Lom 


GLADSTONE, MICHIGAN ~~ 





MEMBERS MAPLE FLOORING MANUFACTURERS ASSOCIATION 


























YO U Raneciemionns FOR 


HARD MAPLE — BIRCH 
BASSWOOD — SOFT ELM 
BROWN ASH — HEMLOCK 
SOFT MAPLE—WHITE PINE 
CAN BE PROMPTLY 
FILLED FROM OUR LARGE 
WELL BALANCED STOCKS 


V4 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 
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Forest Taxation, Land Acquisition, Dis- 
cussed by Committee 


The natural resources production de- 
partment committee of the United States 
Chamber of Commerce in a report to the 
board of directors Jan. 31 made six rec- 
ommendations as to what Federal, State 
and local governmental policy should be 
in regard to forest taxation, Government 
acquisition of timber land, and aids to 
sustained-yield operation of privately- 
owned timber land. The full report, 
giving the reasons for the recommen- 
dations, may be obtained by writing W. 
DuB. Brookings, manager of the Natural 
Resources Production Department, U. S. 
Chamber of Commerce, Washington, D. C. 

The recommendations are as follows: 

Forests should be kept, as far as pos- 
sible, in private ownership. 

The principle of “sustained yield,” 
whereby the amount cut annually does 
not exceed the amount grown annually, 
is basic to a sound national forestry pol- 
icy. All timberland owners, private and 
Government, should strive to administer 
their forests in accordance with that prin- 
ciple. Government, State and Federal, 
should recognize the part that proper 
legislation must play to make it possible 
for private owners to apply this principle 
to their forests. 


The National Chamber should empha- 
size to its organization members in forest 
States the necessity for prompt and vigor- 
ous State action concerning forest taxa- 
tion, in order that legislation be enacted 
as speedily as possible providing for tax 
systems appropriate to the peculiar long- 
time business of raising crops of trees. 

The Federal Government should, for 
the protection of headwaters of navigable 
streams, acquire forest lands on which 
crops of trees can not under existing con- 
ditions be profitably grown by private 
enterprise. States and municipalities 
should acquire the balance of such lands. 
Acquisition should be continuous and 
under programs that will not unduly add 
to the burdens of existing Government 
debts. 

To encourage “sustained yield” opera- 
tions, the Government, as part of its pres- 
ent acquisition program, should assist in 
“blocking out” such units by acquiring 
forest lands including, where necessary, 
those with mature timber in regions 
where local conditions prevent private 
owners and the States and municipalities 
from blocking out such units. This is 
particularly true of the Pacific North- 
west. 


Sixty Years of Government Forestry 


Wasuincton, D. C., Feb. 10.—The United 
States Forest Service celebrated its thirty-first 
birthday Feb. 1. F. A. Silcox, Chief of the 
Forest Service, pointed out that 1936 is also 
the sixtieth anniversary of the Government’s 
first step in forestry. On Aug. 15, 1876, Con- 
gress authorized the Commissioner of Agricul- 
ture to engage a “man of approved attain- 
ments with a view of ascertaining the 
annual amount of consumption, importation and 
exportation of timber and other forest products, 
the probable supply for future wants, the 
means best adapted to their preservation and 
renewal, the influence of forests upon climate 
and the measures that have been successfully 
applied in foreign countries, or that may be 
deemed applicable to this country, for the 
preservation and restoration or planting of 
forests.” The man selected for that large order 
was Dr. F. B. Hough, who had previously 
urged the Government to take this course. Dur- 
ing the next decade the Forestry Commission 
gained permanent status as an administrative 
division of the Department of Agriculture, and 
appointed agents to spread the knowledge thus 
gained about tree planting and care. In 1882, 
the Senate Standing Committee on Agriculture 
had become the Committee on Agriculture and 
Forestry. Then, in 1886, the Commission be- 
came a permanent Division of Forestry under 
Dr. B. E. Fernow, the first to hold the title of 
Chief. The next vital point in the history of 
American governmental forestry was reached 
on March 3, 1891. On this date was passed 
the act which authorized withdrawal from the 
public domain of timberland, to be known as 
Forest Reserves. The following September, 
President Harrison proclaimed the Yellowstone 
National Park Timber Land Reccrve, and the 
White River Plateau Timber Land Reserve 
in Colorado. By September, 1893, there had 


been set aside by Presidents Harrison and 
Cleveland a total of more than seventeen and 
a half million acres. In 1897, by act of Con- 
gress, power was given to the President to 
provide for the regulated utilization of the 
reserved forest lands. In 1898, Gifford Pinchot 
was named head of the Forestry Division, and 
on Feb. 1, 1905, the Forest Service was or- 
ganized in its present form, during the admin- 
istration of President Theodore Roosevelt. At 
the same time the reserves were transferred to 
the Department of Agriculture for administra- 
tion. In 1908, the “reserves” were renamed 
“National forests.” During President Theodore 
Roosevelt’s Administration the National For- 
ests were greatly extended. A period of intense 
progress culminated in 1911 in the passage of 
the Weeks Act which, because it enabled the 
Federal government to acquire by purchase for- 
est land valuable for protection of watersheds, 
launched a new movement toward a definite 
national forest policy. Under this act impor- 
tant Eastern National Forests came into being. 
The next highlight in forestry history was the 
Clarke-McNary Act of 1924. This, through its 
authorization of appropriations for co-opera- 
tion with States, aided protection of timberlands 
from fire and encouraged forest-growing by 
farmers. It was followed in 1928 by the Wood- 
ruff-McNary Act and the McSweeney-McNary 
Act, both of which broadened the scope of 
activity launched by the Weeks and the Clarke- 
McNary Acts. During the depression the for- 
ests were called upon as a vast reservoir of 
relief work, the first Civilian Conservation 
Corps camp being established on April 17, 
1933. Through the CCC program and through 
emergency allotments, the long-term program 
of the Forest Service for the protection and 
improvement of the Nation’s forests has been 
advanced by many years. 
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Donates 4,800 Acres Timber 


to National Forests 


SPOKANE, WasuH., Feb. 8.—About 4,800 acres 
of Pend Oreille County forest lands has been 
donated by the McGoldrick Lumber Co., of 
Spokane, for addition to the Kaniksu National 
Forest. The lands support a stand of about 
24,500,000 feet of mixed timber, principally 
larch, Douglas fir; about a fourth spruce, yel- 
low pine and cedar. The present donation brings 
the total lands transferred to the United States 
for forestry purposes by the McGoldrick Co., 
or by its officers, to more than 9,000 acres, 
previous donations being in St. Joe National 
Forest in northern Idaho. The donated lands 
will be managed on a systained-yield basis. 





Kiln-Drying Seed Cones for 
Speed 


Opening of ripe pine seed-cones, so that the 
seeds may be extracted, is a slow process under 
natural conditions, but the U. S. Forest Service 
seed extractory at Olustee, Fla., speeds up this 
process by using a dry kiln to “manufacture” 
ideal weather conditions. Besides the saving 
in time, the seed extraction is made easier, and 
waste and loss are minimized. 

This work must be carefully done, however, 
for the seeds are very sensitive, and excessive 
heat reduces their vigor of survival and growth, 
and low, positively-controlled temperatures in 
the drying chamber are necessary. The cones 
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are placed in trays, which are stacked on a 
lift-truck platform and rolled into the kiln, 
which was made by the Moore Dry Kiln Co. 
at Jacksonville, Fla. In the kiln the tempera- 
ture and humidity are automatically controlled, 
and a cross-circulation fan system delivers a 
large volume of this carefully tempered air to 
each tray, assuring the safe, rapid and uniform 
drying-out of the cones that is essential. 





Purchases for National Forests 
Approved 


Wasuinocton, D. C., Feb. 10.—The National 
Forest Reservation Commission today approved 
the purchase of over 116,694 acres of land for 
national forest purposes, Secretary of War 
George H. Dern, president of the Commission, 
announced. Distributed regionally, today’s ap- 
provals included 4,376 acres in New England, 
53,053 acres in the Appalachians, 22,309 acres 
in the Piedmont section of South Carolina, 30,- 
908 acres in the Southern Pine belt, 3,503 acres 
in the Lake States, and 2,545 acres in the 
Caribbean National Forest in Puerto Rico. The 
total cost of all the lands approved today was 
$513,339.45. One purchase in Maine, adjoin- 
ing the White Mountain National Forest, is the 
Bates College improved forest tract; it will be- 
come one of the experimental forests of the 
Forest Service. 





Southern Pine Being Treated as 
a Crop 


New Oreans, La., Feb. 10.—Condition of 
the timber crop of eastern Texas, and measures 
Southern pine manufacturers and forest land 
owners are taking to protect and improve their 
timber stands, give assurance that the timber 
harvests derived from rotating crops of trees, 
maturing as needed, will sustain the: industry 
in that section at present production capacity 
indefinitely, according to the report of A. G. T. 
Moore, manager, and A. E. Wackerman, for- 
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ester, conservation department, Southern Pine 
Association, following a two weeks’ trip 
through that territory. “One progressive step 
that practically all manufacturers have under- 
taken,’ said Mr. Moore, “is the elimination of 
power skidding from logging operations.” 
Messrs. Moore and Wackerman further stated 
that the forest situation in eastern Texas is 
comparable to that in other southern pine pro- 
ducing areas. For the last eighteen months 
they have traveled many thousands of miles 
on similar trips from Virginia westward. 
Everywhere, they stated, second-growth timber 
is being treated as a crop. 





Relief Rule Hamstrings Blister 
Control 


SPOKANE, WasuH., Feb. 8—W. T. Lockwood, 
of Boise, Idaho, State director of relief, re- 
cently told the timber products bureau of the 
Chamber of Commerce that regulations must 
be modified if an effective campaign is to be 
maintained against blister rust. Inability to 
employ others than those on the relief rolls 
caused the program to fall down, with only 9 
percent of the $2,250,000 allocation for northern 
Idaho expended. There would be employment 
for 6,000 men for six months in northern Idaho, 
but estimate is that only 2,000 to 3,000 are 
eligible under present rules. 





South's Technical Problems in 
Paper Making Solved 


ATLANTA, GA., Feb. 10.— Dr. Charles H. 
Herty, Savannah, Ga., scientist who developed 
the process for making newsprint from southern 
pine, informed the Society of American For- 
esters that southern newsprint could be delivered 
in New York cheaper than that from the north- 
ern regions of the continent. Other speakers said 
that establishment of the newsprint industry 
in the Southland no longer involves a technical 
problem but one of economics. 
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Forest Taxes Burdensome 


SEATTLE, WAsH., Feb. 8.—In his annual re- 
port, T. S. Goodyear, State supervisor of for- 
estry, said “High taxes force loggers to take 
only trees which are more than 50 percent 
merchantable, leaving the remains. It is ra- 
ther hopeless to develop a sound forest policy 
until there are inducements offered to private 
industries, so they can manage their timber 
holdings on a sustained-yield basis. This can 
be accomplished only by a deferred or yield 
tax against timber, and a much reduced tax 
for lands supporting immature timber.” 





Moves Cedar Oil Plant 


Camp Eacre, Tex., Feb. 10.—Here, in the 
heart of the vast red cedar forest of the hill 
country of southwest Texas, is being established 
a new industry—that of extracting cedar oil 
from the wealth of raw material. It is esti- 
mated that the growth of red cedar covers 
more than seven million acres of ranch lands 
of this region. Heretofore, the timber has been 
the principal source of supply for fence posts 
and foundation posts. The cedar oil plant will 
be operated by J. H. Richardson, who formerly 
owned a similar small plant at Graford, Tex. 
Mr. Richardson said he has sales contracts with 
eastern concerns. The foreign demand is large, 
the oil being used as an ‘important constituent 
of cosmetics and perfumes, also varnishes, 
paints, polishes, waxes, medicines and _insecti- 
cides. Regular cord-wood lengths at the plant 
are reduced to chips and these pulverized; the 
pulverized wood is cooked for some ten hours, 
the vapors being condensed, water then sep- 
arated from the oil; the oil re-run and frac- 
tionated in stills to remove the wax; then 
filtered, treated and barreled. 
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ONE OUT OF FIVE 


F course, it is possible that 

some time one of our five 
member mills might not have 
certain items of cypress you re- 
quire. But it is definitely cer- 
tain that two or three of the 
other four will. When you buy 
your cypress requirements from 
the Florida Louisiana Red Cy- 
press Company you enjoy the 
advantage of the stocks and 
facilities of five outstanding 
manufacturers with the con- 
venience of dealing with one. 
When you need cypress, always 
specify Arrow Brand Tidewater 
Red Cypress, the true species 
of "The Wood Eternal." 


ALWAYS SPECIFY wittr Red. 
““S> Gypress 
Arrow Brand ‘rhe Weed Eternal* 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 
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NOFMA -- CERTIFIED 


U. S. COMMERCIAL STANDARD, CS 56-36 


OCKWOOD 
“ OAK FLOORING 
SOFT TEXTURE UNIFORM COLOR 
Ask for Stock and Price List 


GEO. C. GRIFFITH STAVE CO. 
1750 Ry. Exch. Bidg. ST. LOUIS, MO. 











3% "x21," —3 "x4" face 
1”x9” 1”x10” 13 "9" 
"x10" 13x12” 


RED CEDAR SHELVING 


%” Quarter Round 


RED CEDAR MOULDING 


Stock for Homecrafters and 
Manual Training Purposes 


Geo. C. Brown & Co. 
Greensboro, N. C. 
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National Production, Shi d Orde 
ational Production, Shipments an rders , op 
Wasuincton, D. C., Feb. 10.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Feb. 1, and for “— 
five weeks ended that date, covering mills whose statistics for both 1936 and 1935 are available; also percentage comparison with statistics for Indi 
identical mills for the corresponding period of 1935: 4° 
TWO WEEKS: Av. No Production Percent Shipments Percent Orders Percent ot - 
Softwoods: Mills 1936 of 1935 1936 of 1935 1936 of 1935 1935 
ee cpr ence ehekbertereneeseewenes 124 61,657,000 135 65,669,000 133 69,257,000 139 Mon 
i es Act hives eke ehere bath cued kena Ge 201 204,179,000 152 204,967,000 145 201,889,000 123 of C 
ST i ds ik te Wash ae de Gi Oi we wk 114 62,313,000 196 101,449,000 138 112,571,000 145 I 
Cn Se. « ccc ce ctecaeieeneeaavenee 13 14,926,000 145 16,941,000 123 17,610,000 90 _ 40 
Ss, COO ccc ciececeacevessenreseeente 12 4,626,000 212 6,329, 000 156 3,648,000 110 incre 
i ee es eek chadehbekeneca kes oe bbe 7 250,000 pace eet 000 76 3,390,000 65 orad 
odo oi én Od OD aces eRe es oe 18 3,151,000 162 1,6 40, 000 102 3,026,000 138 moni 
Pe Sr, |. casein veneveenckbeweneda® 489 351,102,000 155 401,036,000 139 411,391,000 128 less 
Hardwoods: A 
SD, DEORE 6 vsccceveccscessnseeocns 63t 10,189,000 oe 14,085,000 se 13,907,000 +s tl 
POOTEOT TOPO WOOEBs oc cc ccc cecccesecscccese 18 7,319,000 137 4,513,000 142 . 3,743,000 79 1. 
Be ic sakes hon <unincehiaiiiaiiies onaes alicia areas pal payi 
NN os Dans cckonsbsnenhvendinn 81 17,508,000 cas 18,598,000 cui 17,650,000 oii 
0 a er ern 552 368,610,000 419,634,000 tee 429,041,000 lass 
FIVE WEEKS: ee 
Softwoods: sufh 
EE Se TT eee TT ee 124 160,037,000 137 160,424,000 134 169,351,000 136 of a 
i eee ce ted eke bine ek whe ee ee 201 469,115,000 147 441, 325, pee 131 530,228,000 131 of f. 
PE ik o'er Mik dn a aed SON Oe oe eae oe 114 149,192,000 215 227,935,0 137 255,289,000 114 an 
re eT 14 34,875,000 136 33,600, 000 118 35,904,000 100 and 
Cr cece ee eee sees eesbesnnenee 12 11,039,000 208 14,581,000 147 13,491,000 161 f 
eta tie es ae ee ed eae eae nes 7 600,000 ana 8.682.000 71 11,132,000 97 for | 
rn ols. en cenckos bean Aeon 18 7,155,000 193 3,609,000 117 6,343,000 138 r 
; amen cniteeimpeeatianieemminenen ona ed — —<— wu oma ot 9 
Wee BOER, ov ciivcdd acdsee se nddosonns 490 832,013,000 154 890,156,000 131 1,021,738,000 126 tion 
Hardwoods: the 
BOGUMOTR POTOWOOES® ...o cc ccvccccccisocecoce 627 25,823,000 dad 32,685,000 pai 29,569,000 ee 
Northern Hardwoods.............0.ceeeeeees 17 18,156,000 141 10,766,000 155 10,475,000 101 gree 
— ~~ —- —_—_—_—— — Se —_— is ni 
EET TE AEE 79 43,979,000 120** 43,451,000 147** 40,044,000 113** My 
TI od ret be Saintes ale oink gln'a Gieainnens 552 875,992,000 152** 933,607,000 132** 1,061,782,000 125** st 
*Recent reports estimated. **1935 figures not available. TUnits of production. aa 
Agr 
. . i 
Relation of Unfilled Orders to Stocks Summary of Stocks on Hand in | 
J 
Wasurncton, D. C., Feb. 10.—Following is a statement for seven groups of identical mills and Retail Yards 
two groups of flooring factories of unfilled order and gross stock footages on Feb. 1: _ 
Unfillea Orders @veus Ghee Wasurncrton, D. C., Feb. 10.—Frank Carna- lit 
No. of adi ae. paws om a secretary of the National Retail Lumber Ind: 
Softwoods— Mills : 9% 9% 9: ’ ae . : 
Southern Pine .............++.- 91 73,276,000 45,321,000 346,241,000 _ 363,743,000 “2 “FS: a, 7 made the following Wis 
SE EE tiiennddanedaacesnses 201 540,659,000 374,626,000 1,055,847,000 1,160,894,000 Summary of replies to the questionnaires, with Mic 
Western Pine, “Se NE NBS 114 333, 193,008 168,133,008 1,357,718,000 1st ease reference to stocks and anticipated business for . 
California Redwood............. 13 ’ ° ’ ’ ’ ’ , i 
Southern Cypress .............. 12 7,252,000 5439:000 159,790,000 187,912,000 ‘the hy quarter of this year, sent out by the T 
Northern Pine ...........--.005 7 8,828,000 6,679,000 119,459,000 124,144,000 ‘retail division of the National Lumber Manu- per 
Northern Hemlock .......cccccs 13 5,314,000 2,424,000 84,470,000 75,171,000 facturers’ Association : this 
Total Softwoods ............ 451 885,607,000 632,727,000 3,404,457,000 3,337,611,000 Retail Stocks and Prospects a 
Hardwoods— Important retail lumber associations and e 
Southern Hardwoods ...........1 To Report tet cre 
Northern Hardwoods ........... 16" 10,008,000 7,034,000 93,918,000 107,083,000 2 few large yards have indicated to the Na- pro 
Fieoring tional Retail Lumber Dealers’ Association 193 
SE PONE acne hk oncnn sees ; 75 35,348,000 6,569,000 60,797,000 63,276,000 their stock condition as of Jan. 1, 1936, com- 8 
Maple, Beech & Birch.......... ‘ 17 8,106,000 4,496,000 19,582,000 18,582,000 pared with July 1, 1935, and the outlook for oom 
the first quarter’s retail lumber business. I 
e 5 Estimated stock increases are shown to ex- tior 
° ceed reductions, two to one, during the last j 
West Coast Review California Redwood six months of 1935, and the outlook for the ing 
ser 
current quarter-year is generally optimistic. ; 
[Special telegram to AMERICAN LuMBERMAN] San Francisco, CAuirF-, Feb. 8—The follow- Summary of the replies, by sections of the as. 
SEATTLE, WaSH., Feb, 12.—The 201 West ing information is summarized from the reports Country, on a 
Coast Lumbermen’s Association mills giving of 20 mills to the California Redwood Associa- Lumber Stocks at Retail Yards C ae 
production, shipments and orders during the two 0 for December : a — In the West and Mountain States: Stock } 
weeks ended Feb. 8 reported: increases generally average about 10 percent; 
epo Percent of Wood . of 
Production 200,854,000 Feet Production Feet except that in southern California there was oe 
Shipments 198,003,000 1.42% under production Ereéuction Vabne a +e erin about 10 percent reduction. te 
Orders 202,842,000 0.99% over production pments ..... 4 J ; : 
3 X Plant use ...... 2187.00 ¢ 85 682,000 seg ee Minnesota: we 
Se ee ee. 28,514,000 94 3,885,000 In Lake States: St ks derabl en 
rts for 1936 a mpl eceived ..... ,885, n e States: Stocks were considerably z 
> achat date are complete, reported as = ODE... 31,097,000  .. 4,151,000 (about 20 percent) heavier; except in Wiscon- lan 
y real sinatiiiis aita Mit- ale isi Stock on hand. . 268,177,000 11,334,000 sin, where they are about the same as in July. 
MN <4i-0 dcpaincunbdoaiaueuneree * 67,160,000 Detailed Distribution of Redwood In the South: Mississippi, Louisiana and P, 
ei ete 94,656,000 Shipments Orders Tennessee, 10 percent less; Kentucky, Ala- 
ATPASE cut for two weeks ended ... 131.000 Southern Galifornia®... 8611000 6124000 PAM, St. Louis, 10 to 20 percent more; in 
ee ’ ’ “ n eee , ’ ’ ’ j 
: e: Se coccrvectecced 206,000 184,000 Texas, slight gain. — 
A group of 201 mills whose production for Easternt ...........++.. 7,534,000 10,197,000 In Southeast: Considerably heavier; aver- 
the two weeks ended Feb. 8 was 200,854,000 Foreign ......--.++++.. 995,000 1,493,000 age about 20 percent more. ha 
feet, reported distribution as follows: DUE bcnctiacans --. TURN, eee eer - 
—_ A ear you *North and south of line running through ; ; mi 
Rail ...... 90,894.00, 90,010,000 169,662,000 San Luis Obispo and Bakersfield ee Sen emer wee 
Domestic eas ’ +Washington, Oregon, Nevada and Arizona. Retail Lumber Demand in First Quarter, 1936 lor 
oe .»++ 62,793,000 73,128, ,711, , : F 
mapert . $0'bs2'000 arin +4 700 476000 +All other States and Canada. Anticipated lumber demand in first quarter ul 
Local . 23,763,000 | ere of 1936 is “good” or “fair” (replies about sti 
soils evenly divided), except in Northeast, where ac 
198,003,000 202,842,000 552,849,000 Poplar Siding Moves Well continued severe weather may prevent. One co 
A group of 201 identical mills, whose reports A ec ge cen gg A Dagens tr 
of production, shipments and orders are com- TE eemeay pn 8 —y. Feb. oS E. gn lent” prospect. bs 
orman Lumber Co., reporte rcent more : m 
plete for 1935 and 1936 to date, reported as fol- lar sidi id in ne { = h About half of those replying believe the = 
lows: poplar siding sold in the last six months than - sti 
° : : demand in the first quarter of 1936 will be 
Aver. for 2 in the last six months of 1930, the last season . ; 
‘ p better; several, in scattered sections of the 5 
weeks ended Aver. for 6 weeksended that could be used for comparison; while the country. say “much better” than in the last fo 
Feb. 8,1936 Feb. 8,1936 Feb. 9, 1935 tlook is for double the siding busi this < vo wey . 
Production 100,427,000 94,656,000 67.160,000 outlook 1s for doubie the siding Dusiness 1s quarter of 1935; the other half are about th 
Shipments 99,001,000 88,117,000  69'135/000 year that was handled last, due to increased evenly divided between “less demand” and te 
Orders 101,421,000 105,075,000 80,936,000 demand for small homes. “about the same.” ar 
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a. the first half of 1935, they increased 500,000,000 sae of 4 
Farm Values Are Rising fone net B percent iy the haat half of the wae, Where British Columbia's Big 
Pronounced betterment in farm real estate The committee does not recommend a general re- 1935 Shipments Went 
a oe conditions was manifest in the seventh Federal duction in stocks, but emphasizes that it is easier Vv i: 
See for Reserve District (comprising Iowa, Illinois, and more advantageous to maintain a reasonable , . Y ANCOUVER, B. C., Feb. 8.—British Colum- 
; Indiana, Wisconsin and Michigan) as well as balance between supply and demand than to re- _bia’s Atlantic coast shipments recovered from 
iat in the United States as a whole in 1934, and _ establish such a balance after it has been lost. less than 500,000 feet in 1934, to 39,676,619 feet 
of 1935 1935 has continued the improvement, says the Expected lumber consumption during the first 1 1935. Great Britain increased purchases dur- 
139 Monthly Review of the Federal Reserve Bank quarter of the year is placed at 4,873,000,000 feet, ing the year fractionally, taking 455,861,000 feet. 
iss of Chicago. or at the rate of 20,000,000,000 feet for the year, Australia was next with 129,500,000 feet ; China, 
90 In these years, demand for farm land has as compared with 18,500,000,000 feet in 1935, 91,230,000 feet; Japan, 43,079,000 feet; South 
110 increased, evident at first in the case of high but last year’s consumption was only 52 percent Africa, 28,350,000 feet; Egypt, 4,216,000 feet ; 
om erade, well improved farms, and in more recent of that of 1929. West Indies, 7,132,000 feet ; South Sea Islands, 
becca months extending to less well improved and 4,555,000 feet ; New Zealand, 3,783,000 feet ; 
128 less fertile land. India, 3,414,000 feet ; Central America, 4,472,000 
oe A considerable portion of the demand for New Head Is Named for feet, and west coast of South America 3,783,000 
79 the better farms has emanated from investors P| d C feet. Some smaller lots went to numerous other 
2... paying cash, rather than from farmers them- ywoo oncern — a oe se of 
selves, inasmuch as relatively few of the latter : trade by rail was not obtainable, but moderate 
class in recent years have Sens provided with en eee ae ere ee gains in eastern Canada, improvement at Prairie 
sufficient cash or with incentive to acquisition HoguiaM, WasH., Feb. 12.—Selection of points, and a decided pick-up in British Colum- 
126 of additional acreage, because of the low level John L. Long, Chicago civil and mechanical en- bia itself, were suggested in year-end reports. 
131 of farm income, past indebtedness, high taxes, imeer, as president and general manager of the 
ze and other factors. Harbor Plywood Corp., was announced by the J Lift S rt F 
161 As might be expected, the heightened demand ie of ona re ae or we 4 apan Lifts ourrax From 
97 . . Wuest, resigned. e resignation of A. R. ° ° 
138 J — a ee — Welch as vice president and superintendent also Canadian Shipments 
126 tion in improved prices a. oe: ube in Ge announced. E. W. Daniels will continue as TACOMA, Wasz., Feb. 8.—Lumbermen here 
the better grades of lan d although a somewhat vice president in charge of sales and branch have been notified that their advantage over 
+* cuaaied ein af tan ualiaiiie Aig operations. Canadian plants in the Japanese market has 
101 apps sapetinl on canes ea a higher wt vanished with the cancellation of the 50 percent 
113°** In so far as the individual States of this dis- Hi k * S 1 Ski ourtax which the Japanese Government imposed 
—_— trict are concerned, the tabulation below, based cuory OF SWS is po a, logs, — — paps ag mp and 
on data prepared by the U. S. Department of Wasuinoron, D. C., Feb. 13.—Swiss skis are pve eect A scene oe ath 2 ped a. 
a Agriculture, shows the estimated percentage Noted for their excellence and durability, but tries that recently terminated the surtax. In 
4 : increase in price of all farm land in 1935 as _ it is not generally known that American hickory consequence, shippers here not I ill be 
nad in compared with 1933: wood is responsible for these good features. mer “4 ~ te F evted we te 
Increase, percent However, Jacober Séhne, the leading Swiss a Band ~ggage certincates of origin for their 
1933 to 1935 manufacturer of skis and collapsible boats, lo- 8 . 
RG nei cat wepaneneesebecan 15 cated at Glarus, has recently divulged that he is , 
Carna- * eagle ataaca pba ey 12 importing hickory wood for skis from the Don’t put a large house on a small lot, nor 
Lumber = alae tnd atalobe ale aes 14 United States. The tree trunks are being set the house close to the street when you have 
llowing ~~ nF lla lata het se 9 shipped by waterway as far as Basle, where deep lot. One of the amenities of home owner- 
S, with en, alee ee 3 they are transferred to railroad cars. Before ship is availability of air, open space, some yard 
less for . ee SIRheeRe AER ORR SRT SS being converted into skis, the sawed wood is for the indulgence of the owner’s sense of land- 
by the The most pronounced gain in estimated value carefully seasoned in sheds for several years. scaping and gardening. 
Manu- | per acre took place in the Corn Belt States of 
this district, Iowa, Illinois, and Indiana; while 
i Wisconsin and Michigan showed a much lesser 
, gain. In Illinois, Iowa, and — the “e 
ns anc crease in value of the higher grade farm lan 1 
ve al probably has been as high as 20 percent from Dependable Shortleaf Service 
E eom- 1933 through 1935; and in Michigan and Wis- You can bank on getting the kind of stock you need 
yok for consin, probably 5 to 8 percent. —the sort of service you must have when you send 
isiness. In the case of Wisconsin, a considerable por- ay ~ orders. 2 —_ ——- © fll aes | 
hn a tion of its farming area is given over to dairy- b> | , a a. » eon holding ahh code 
ae ing, which industry suffered acutely from a and receiving repeat orders from new ones proves 
veiuate series of dry years culminating in 1934, as well the ym of this potter. Yast let Vs guste on 
ar ihe as from a continued relatively low level of yes ee Se ae — 
prices for dairy products, with the result that 
; recovery has been less pronounced than in the MIXED 
Corn Belt States of the district. 
Stock Michigan, the least purely agricultural of any CARS 
serge of the five haere ongenins the -povone in 
‘ part the result of the predominance of manufac- Co 
nenete: turing and in part of relatively poor soil in the , um er m P anu 
western half of the State, has also shown a ome oO 
lerably — rapid improvement in the value of farm | sey oe i Camden, Ark. 
scon- . ° 
in July. 
a Provide Increasing Volume at 
pre; in Low Prices, Says Committee PARSONS, | a ee HASNEGO, W. VA. 
; aver- WasHIncTon, D. C., Feb. 14—Lumber prices 
have been generally stable during the past six 
nty re- months, says the Special Lumber Survey Com- 
as on mittee in its nineteenth quarterly report. “In- 
creased volume at moderate prices will be in the 
r, 1936 long run more advantageous to the industry in 
suarter all its branches than abrupt, frequent and sub- 
about stantial price fluctuations, with the inevitable 
where accompaniment of wide fluctuations in volume of 
t. One consumption,” says the committee. The indus- 
putlook try is advised to “adjust itself to the fundamen- 
excel- tal objective of giving the public a constantly THE TOLEDO GUARANTY CORPORATION 
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Peavy-Moore Lumber Co. inc. 
SHREVEPORT, LA. 


Manufacturers of 


Southern Yellow Pine 
Southern Hardwoods 
Oak Flooring 
Pine and Hardwood Dimension 
Hardwood Interior Trim, etc. 


Peavy-Wilson Lumber Co. inc. 
HOLOPAW, FLA. 


Manufacturers of 


Extra Dense Virgin 
Long Leaf Florida Pine 


Dependable Values—Prompt Service 











WILLIAMS & VORIS 
LUMBER CO. 


CHATTANOOGA, TENN. 


Twenty Million Ft. 


HARDWOODS 
OAK FLOORING 
CEDAR LINING 








BAND -SAWED 


SOUTHERN 


YELLOW PINE 
and Hardwoods 


MIXED CARS OR STRAIGHT CARS 
RETAIL YARD STOCK 
A SPECIALTY. 
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Prominent Northern Mill Is Sold 


Ris Lake, Wis., Feb. 10.—Outstanding 
among northern lumber mill transactions of the 
past decade is the sale of its interests in the Rib 
Lake Lumber Co. by the United States Leather 
Co., of New York, after over thirty years of 
operation here. 

The new operators are A. P. Woodson, of 
Wausau, Wis., who has large interests in vari- 
ous other lumber and paper concerns and who 





————— 


J. D. MYLREA, 
Rhinelander, Wis.; 


Managing Director 
of Company 


A. P. WOODSON, 
Wausau, Wis.; 


President Rib Lake 
Lumber Co. 


is the new president of the Rib Lake company ; 
and J. D. Mylrea, president. of the Thunder 
Lake Lumber Co., of Rhinelander, who now is 
oe managing director of the Rib Lake Lumber 

0. 

Frank Handeyside will continue as general 
manager of the company and has an interest in 
the new firm. Edward Snyott, formerly woods 
superintendent for the Thunder Lake company, 
is supervising the logging train and woods oper- 
tions of the new organization, but no other per- 
sonnel changes have been reported. 

The properties which Mr. Woodson and Mr. 
Mylrea have bought include 61,000 acres of 
timber land which have yielded over a billion 
feet of lumber during the past thirty years—the 
lumber in pile, the large double band mill with 
two resaws, logging railroad, woods operations 
etc. While not all the land involved is timbered, 
the hemlock, hardwoods and white pine which 
do remain constitute what is considered one of 
the most solid blocks in Wisconsin, and this 
stand is only about ten miles from the mill. 

The mill has a yearly capacity of 50,000,000 
feet, and is operating eight hours daily, cutting 
16,500 feet an hour. Between 600 and 700 men 
are employed. 





New Executives of Appalachian 


Hardwood Firm 


RAINELLE, W. VA., Feb. 10.—The Meadow 
River Lumber Co., prominent manufacturer of 
Appalachian hardwoods, is now operating under 
new management, following the recent resigna- 
tion of John Raine as president. 

Charles E. Andrews, Jr., is chairman of the 
board of directors; L. R. F. Preysz is the new 
president; H. L. Gray is vice president and 
general manager; P. C. Andrews, of New Beth- 
lehem, Pa., is vice president; and L. B. Smith, 
of Rainelle, is secretary and treasurer. 

“No other changes have been made,” Mr. 
Gray informs the AMERICAN LUMBERMAN, “and 
we can of course assure you that the Meadow 
River Lumber Co., which has constantly been 
expanding its facilities for wider service, was 
never in a better position than now to take care 
of the needs of our customers in lumber or 
allied products.” 

Mr. Gray has served the Meadow River com- 
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pany for years as assistant general manager, 
and is well known to lumbermen for his intimate 
knowledge of both the logging and the manu- 
facturing phases of lumber production, as well 
as a thorough understanding of market condi- 
tions. It is with a background of well rounded 
experience, therefore, that he takes over the 
general management of this important company. 

Of the organization which Mr. Gray will 
manage, Mr. Raine said with pardonable pride 
that “I leave the Meadow River Lumber Co. 
with a splendid organization well equipped to 
manufacture and market its products and with 
a well established trade second to none. The 
company owns what are probably the largest 
holdings of hardwoods in the Appalachians, and 
besides has the most complete and extensive 
plant for the kiln-drying and refining of such 
hardwoods.” 





Good Lumber Makes Fine 
Workmanship Worth While 


Easy workability is an important factor in 
selection of lumber stock for manufacture of 
fine millwork, and when about seven years ago 
a wood that had this quality along with valuablé 
features came into its woodworking plant, 
O. V. Palmquist & Sons (Inc.), Chicago, de- 
cided that “here is a good product—let’s stick 
to it.” Stick to it they did, and still do, for 
the Clover Valley Lumber Co. continued to 
send the same fine quality of California pine 
from its mill at Loyalton, Calif., and Martin L. 
Hansen, the Clover Valley company’s Chicago 
representative, continued to provide the fine 
service. 

Now that there is a quickening in the pulse 
of the building industry and Chicagoans are de- 
manding the homes they have neglected to 
build in recent years, the Palmquist shop will 
be utilizing an increasing amount of this soft, 
smooth-textured pine. An accompanying illus- 
tration shows the beautiful result obtained in 
one Palmquist job using Clover Valley Califor- 
nia pine. It is the new residence of Mr. and 
Mrs. S. M. Gordon, at 1168 Cherry Street, in 


Winnetka, and Everett L. Kennedy, Wilmette 
contractor who built the home, utilized the same 


material in building an entrance for an- 
other new home across the street. Evidently 
he, too, likes the results obtained with Califor- 
nia pine. 





MECHANICAL refrigerator manufacturers are 
finding it difficult to sell their products in China 
because Chinese insist upon taking food and 
drink as hot as possible. 
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THE LUMBERMAN POET 








There's No Escape 


lhe world has got so close to man 
Lou cant escape it, no one can. 

in our old lumperjacking days 

We went up-river ior a ways 

And lett the world behind us. Now 
lhe worid just iollows, anyhow. 
you cant escape it, it 1s there, 

A lumber camp or anywhere. 


A fellow used to shut it out 

With nothing but the woods about, 
Go up 1n tall, not touch a thing 
Until he came to town in spring. 
He got away irom women, irom 

A lot of things as troublesome 

lhat oiten get him 1n a scrape, 

But now he finds there’s no escape. 


For now it’s different ev'ry way. 
We get the paper ev'ry day, 

lhe bunkhouse has a radio, 

And there’s a highway you can go 
And find a “tavern” pretty soon, 
A iancy name, the same saloon. 
The world you didn’t hear or see 
Now follows, and won't let you be. 


The devil used to stay in town, 

But now he’s come and settled down 

Up in the woods, and whiskey signs 

Are nailed upon the virgin pines. 

The world a fellow could torget 

Up in the woods, is with him yet. 

With some new name, in some new shape, 
It follows him. There’s no escape. 


We See b’ the Papers 


Never eat more or read more than you can 
digest. 

Some people run their finances like Con- 
gresses vote bonuses, 

They run into debt first, and figure how they 
can pay afterward. 

Later they are always the fellows who think 
others should divvy up. 

Don’t worry about this gold going to Europe; 
it'll be back for goods. 

After all, taking all of a man’s money makes 
him a pretty poor customer, 

Filed away in the cabinet of memory: an 
evening with Charley Curtis. 

One thing that worries a conservative is a 
demagogue who is on his side, 

The American dollar goes up and down in 
Europe, but here it merely has to come across. 

A Missouri neighborhood reports a shower of 
mud. The campaign has opened early in Mis- 
souri. 

In Cleveland the police were used to drive 
PWA workers back to work. Mutiny on the 
bounty. 

Don’t blame the weather department for the 
zero weather. All the rest of the alphabet was 
in use. 

There are two things that always land on 
their feet: a cat, and a politician whose job 
is abolished. 

One of the interesting spectacles of the week 
is various Congressmen doing a high-dive from 
the good ship Townsend. 

Illinois coal miners refused to work Satur- 
days during the coal shortage. To some men 
their job is only a job, not a service. 

Howard Wood's “Inflation and Your Money” 
has gone into a third printing. Which is much 
better than having your money do it. 

Standard Oil of Indiana’s taxes last year 
were more than its payroll. If there had been 


less taxes there might have been more payroll. 

(hicago hotei musicians threaten to strike tor 
a six-day week. ii these are tne iellows wu0 
disturb Our meals, they Can make it a one-day 
week, 

Atter a girl in West Virgimia had been mis- 
sing twenty-two years, the neighbors decided 
that sometuing ought to be done about it. It it 
had been the engine, that would have been dit- 
erent. 


Between Trains 


Lacoma, WasH.—Well, the annual dinner 
ol tne Lacoma Lumbermen’s Club was a great 
party—botn the party of the first part ana tne 
party Of the second part. 10 tei the trutn, 
41% of us sat down together, afid later in the 
evening several ot us stood up—pbut not to teil 
the truth. Wauile this department did the heavy 
liring, Or at least tne liongest, we were ably 
abetted by Goy. Martin, Congressman Lloyd, 
wwiayor Smutiey and Col. Greeley. 

inis man Martin was one ot the few gov- 
ernurs we had ever seen who looked like a 
business man, but, on the other hand, it might 
as well be coniessed that we have met a lot oi 
business men wno didnt look like governors. 
Wwe have even seen business men who did not 
look like business men. Every once in a while 
some cCrator (but, thank heaven, not tonight) 
says that what tnis country needs is less gov- 
erument in business and more business in gov- 
ernment. He heard some other speaker say it, 
ald it sounded cute, so he just liits it, and says 
it himselt. ersonally, we think what this 
country needs is less government in govern- 
ment and more business in business. 

Ralph Brinkley, the retiring president, pre- 
sided with charm, and was subsequently pre- 
sented with a watch, so now he has both. 
Then he called on different fellows to intro- 
duce different fellows. tor example, Gov. 
Martin was touched off by Philip Garland, 
while Andy Landram ignited us. We used to 
call him just plain “Landram” when he worked 
for the AMERICAN LUMBERMAN, and he is just 
as plain yet. The set-piece of the evening was 
Everett G. Griggs Il who was announced as 
the new president, and concluded the program 
with a grand display of fireworks. 

There were old friends there we hadn't seen 
in years, like Col. Griggs, and Col. Greeley, and 
a lot of old friends we had never met before, 
except through these pages. Would there were 
room to mention them all. We at least shall 
not overlook E. C. Rice, chairman of the com- 
mittee of arrangements, and his fellow-ar- 
rangers, Messrs. Hurley, Dempsey, Demarest, 
Cruver, Wooley, Dickson, Karlen, Dolge and 
Henry. 


LaCrossE, Wis.—They expected 125 to 150 
at the Chamber of Commerce luncheon today, 
and 191 came. The secretaryship was recently 
taken over by Hugh Corbett, one of the best C. 
of C. men in the country, who recently came 
back from California. No California man will 
believe it, but every Wisconsin man will. We 
congratulate Hugh on the meeting, and the 
Chamber of Commerce on Hugh. 


Winter Flowers 


The summer has the merry flow’rs, 
The yellow rose and red, 

But winter has the fairy flow’rs, 
The jeweled flow’rs instead. 

The summer has the tragic flow’rs 
That fade before the sight, 

The winter has the magic flow’rs 
That blossom in a night. 

The summer’s recollected flow’rs 
Will vanish like a ghost, 

Then come the unexpected flow’rs, 
When flow’rs we need the most. 
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if 
be iow Pine 


The Aristocrat of Structural Woods 


... for new 
buildings, 
remodeling or 
repairing 
old ones 


| Sell 


WIER LONGLEAF 
for Long Life 


Wier Long Leaf 
Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 


CETTE 
































Long Leaf 


for Dependable Value 


We've been delivering satisfaction 
to Long Leaf buyers for many years 
and believe we have estabished be- 
yond question, the fact that “Zim- 
merman” Virgin Long Leaf is abso- 
lutely dependable. We are proud of 
the uniform excellence of our prod- 
ucts and strive to encourage repeat 
orders by meriting them. 





For quality stock and prompt, 
careful handling of your orders next 
time try 


ZIMMERMAN 


Long Leaf Yellow Pine 


Dimension & Timbers 
Lignasan Treated Lumber 








JABENTIEY LUMBER 00. 


ZIMMERMAN. LA. 
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Here’s What's New— 


- - - for Increasing Sales 


New Sales Campaign to Sell the 
Results, Not the Corners 


“Reinforced sagproof construction” is the 
commodity which the Micklin Manufacturing 
Co. is urging retail lumber and material dealers 
to promote this year, rather than selling Mick- 
lin metal corners as just corners. Prices of 
the single and double corners have been re- 
duced 334% and 20 percent, respectively, and 
now the company is making it clear that this 
superior type of construction is available to 
home owners at no extra cost. Pushing of 
reinforced sagproof construction of screens, 
screen doors, sign frames and display units will 
do more than merely sell Micklin corners, con- 
tends Frank A. Broadwell, Jr., sales manager 
of the company—it will also sell screen stock, 
screen mesh, wall board, plywood, and many 
other products that build up sales volume. 

Idea-giving sales literature which shows the 
advantages of these corners, how they permit 
unskilled home owners to build square and 
rigid frames with only saw and hammer as 
tools, and which also describes new ways of 
displaying and merchandising these products, 
has been prepared and will be supplied dealers 
on request to the Micklin Manufacturing Co., 
Omaha, Neb., and Mr. Broadwell also said that 
further promotion bulletins will be supplied any 
dealers who ask to be put on the mailing list 


for them. 
7 s 2 


New Rack and Cutter Minimize 
Glass Breakage 


A cleverly designed holder and cutter for 
window glass, assuring greater ease of han- 
dling, and reduction of loss by breakage to 
practically nothing, is being offered lumber and 
material dealers by the Marvel Rack Manu- 
facturing Co. (Inc.), 2115 Blaisdel Avenue, 
Minneapolis, which offers to send on request 
copies of a catalog completely describing this 
and numerous other ingenious devices for the 




















This holder protects glass against breakage 


more efficient handling and display of special- 
ties which dealers sell. Among the advantages 
provided bv the Marvel glass holder are that 
it automatically measures and squares the glass, 
and permits the easy cutting of the narrowest 
strip off an edge, by means of the mechanical 
safety breaking device. C. McCarthy, head of 
the Marvel company, reports that the Rock 
Island Lumber Co., St. Paul, Minn., has 
adopted this holder as standard equipment in 
all its yards selling glass, and that hundreds 
of other holders are used by the Central Lum- 
ber Co., the J. F. Anderson Lumber Co., and 
other line-yard operators. 


New Booklet Reveals Advantages of 
Factory-Made "Boiled" Oil = ° 


“Boiled Oil and the Burning Line of Paint 
Films” is the name of a small but highly in- 
formative booklet which the Archer Daniels 
Midland Co., Minneapolis, Minn., will supply 
to dealers on request. By describing the diffi- 
culties of adding just the right kind and 
amount of driers to raw linseed oil to produce 
“boiled” oil, with the attendant dangers of 
either an unsatisfactory surface or the so-called 
“burning” of paint caused by an excess of 
drier, the booklet reveals numerous advantages 
of using ADM “Pol-Mer-Ik” boiled oil—a 
product which is factory-made under careful 
supervision and the best of manufacturing con- 
ditions, and which is sold by dealers in conveni- 
ent-size cans. It is a booklet that merits read- 
ing by any lumber dealer, particularly those 
who sell paint. 


Complete, Co-ordinated Program of 
Insulation Selling Announced 


The Celotex Co., 919 North Michigan Ave- 
nue, Chicago, has announced its largest mer- 
chandising and advertising program since 1929, 
and following the annual sales convention in 
New Orleans, Jan. 3—attended by more than 
two hundred of the company’s executives and 
salesmen—the organization is already embarked 
upon a concerted and vigorous campaign to 
cause increasing numbers of persons to come to 
their local retail lumber and material dealers 
to buy increasing quantities of the varied prod- 
ucts manufactured by Celotex. 

Included in this comprehensive program are 
advertising in publications reaching consumers, 
both home owners and owners and operators 
of farm and commercial structures, and other 
publications, read by architects and builders ; 
direct mail advertising to architects, contractors, 
school and hospital boards and Government pur- 
chasing agents; a complete library of over 150 
pieces of sales literature, each to cover Celotex 
uses in a specific field or specific job; further 
expansion of the already-augmented staff of field 
representatives, to assure dealers the best of 
service; continuation and expansion of the use 
of the traveling exhibits which display Celotex 
products in a manner which clearly reveals their 
many uses and advantages; and an increasing 
program of publicity, in line with FHA efforts, 
to stimulate interest in new construction and 
in repair and improvement of existing struc- 
tures. 

As outlined by President Bror G. Dahlberg 
and Sales Manager Harold Knapp, the cam- 
paign will be in two phases—first and most 
important, to give all possible aid to the reviving 
demand for new homes and the sale of Celotex 
lath and sheathing, and mineral insulation, in 
these homes; and secondly, continuation of the 
drive for modernizing work with Celotex utilized 
for interior refinishing. Complete details of the 
company’s vigorous program for selling will 
be supplied any dealer who communicates with 


the Celotex Co. 
* * * 


New Floor Showy and Salable 


The showability and salability of the E. L. 
Bruce Co.’s finished block flooring were well 
demonstrated, late last year, when it was se- 
lected to help make the attractiveness and sales 
appeal of a “New American” home designed 
by Arthur R. Hutchason in Beverly Hills, Calif. 
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These finished block floors, ready to walk on 
as soon as they were laid, were revealed as an 
important factor keeping the house “always in 
style.” Complete details of the finished block 
flooring, together with samples, may be obtained 
by AMERICAN LUMBERMAN readers by writing 
the E. L. Bruce Co., Memphis, Tenn. 
Ss =. 


New Hydraulic Door Closer 


A new door closer, which is to be sold 
through hardware, lumber and building supply 
dealers, has been announced by the Kaywood 
Co., of Benton Harbor, Mich. It is designed 
to handle any moderate-weight door, of course 
including screen doors. Besides offering a 






The Standard 

door closer 

with hydraulic 
operation 


closer with liquid checking medium to retail at 
$2.50, the Standard door closer is described as 
well designed, carefully made, attractively fin- 
ished in dark bronze, extremely compact so it 
can operate in limited space, adaptable to right- 
or left-hand doors without internal adjustment, 
and fitted with an adjusting screw for speed 


control. 
* * * 


Aid to Selling Quality Hardware 


“The trend is definitely to quality merchan- 
dise—don’t buck the trend,” is the exhortation 
with which “Salesman’s Bulletin No. 1” in the 
January issue of Stanley News is concluded. 
This particular bulletin is devoted to coaching 
on how to sell the Stanley hammer, but here as 
elsewhere in the snappy four-page publication 
are many bits of information what will be valu- 
able in the sale of other products also. This 
sales bulletin, by the way, is a new feature of 
the News, and evidently a binder is planned if 
the idea “clicks” with readers. Dealers may 
obtain copies of this interesting, newsy sheet 
by writing the Stanley Works, New Britain, 


Conn. 
x* *x* * 


New Truck Finance Plan 


Announcement by the Ford Motor Co. re- 
cently that purchasers of its cars could, upon 
making the usual down payment, pay the bal- 
ance at the rate of $25 a month was read with 
considerable interest by lumber and material 
dealers, and there was some speculation as to 
whether this applies to trucks as well as pleas- 
ure cars. Now the Ford company in another 
announcement makes it clear that this finance 
plan does apply to commercial cars, provided 
they are not above the 112-inch-wheelbase class. 
This includes the pick-up model which in the 
past few years has become increasingly popular 
with lumber dealers, and also the sedan de- 
livery, station wagon etc. 

* * * 


Free Silverware a New Note in 
Company's Silver Jubilee 


Most unusual is the offer of the Plastergon 
Co., Buffalo, N. Y., to give dealers a 26-piece 
set of silverware with each 2,000 feet of the 
company’s new improved Perfect-O- Cell, Mam- 
moth wall board, or Plastergon square tile 
purchased during 1936. It is partly to say 
“Thank you” to the many dealers who have 
been selling Plastergon products for many years 
during the quarter-century the company has 
been in existence, explains President W. G. 
Saville, and partly to introduce the Plastergon 
line to other dealers throughout the country. 
“There are no strings to the offer,” he added, 
in the announcement, “and you can keep these 
sets of silverware yourself or pass them on 
to contractors and other important customers.” 

In the elaborate broadside which announces 
this offer it is revealed that the company does 
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not rely upon silverware, however, to do the 
big selling job by any means, for also announced 
are improvements in the Plastergon line of 
products—including treatment to prevent ex- 
pansion and contraction and to reduce painting 
costs—a $1,000 guaranty, and a_ well-planned 
assortment of sales literature. Copies of the 
broadside, and other information about the Plas- 
tergon line, may be obtained on request by writ- 
ing the Plastergon Co., at Buffalo. 


* * * 


How Proper Paint Aids Sight 


Importance of bright ceilings that reflect both 
natural and artificial light in industrial plants, 
thus minimizing eye-strain and resulting in 
greater operating efficiency, is clearly portrayed 
in an informative booklet “Sherwin-Williams 
Save-Lite,” copies of which will be sent to plant 
men, consultants, and dealers interested in sell- 
ing these markets. Requests should be sent to 
the Sherwin-Williams Co., Dept. IMW-10, 
Cleveland, Ohio. This Save-Lite catalog was 
prepared in co-operation with the Better Vision 
Institute and the Better Light-Better Sight 
Council, and reveals how the high reflecting 
qualities of Save-Lite contribute greatly to the 
improvement of lighting in various types of 
rooms, for a variety of purposes. 


* * * 


New Booklet on Concrete Form 
Materials and Methods 


The most satisfactory methods and materials 
for constructing concrete forms, whether using 
lumber, plywood or composition materials, are 
clearly and authoritatively described in “Forms 
for Architectural Concrete.” a well illustrated 
64-page booklet which will be supplied without 
cost on request to the Portland Cement Asso- 
ciation, 33 West Grand Avenue, Chicago. De- 
scriptions of the various grades and sizes of 
lumber, plywood, etc., suitable for form work 
are given, as well as instructions on how to 
use each to the best advantage. Besides the 
illustrations there are numerous tables which 
furnish much important data. 





Northeastern Salesmen 


(Continued from Page 36) 
at the Sloane House, New York, on March 6. 

Following the meeting of the delegates who 
organized the Northeastern Salesmen’s Confer- 
ence, about a hundred wholesale salesmen of 
lumber and building materials sat down to 
luncheon together at the Hotel Pennsylvania. 

President Wiesing introduced the new officers 
of the Conference to the salesmen, and also 
presented John A. MacHardy, president of the 
Westchester Allied Salesmen’s Association, 
James B. Patton, president of the Lumber Sales- 
men’s Association of New York, and Al K. 
Sieber, president of the Long Island Sales- 
men’s Association. 

George M. Stevens, retiring president of the 
Northeastern Retail Lumbermen’s Association, 
extended the greetings of that association, and 
congratulated the salesmen upon the formation 
of the Northeastern Salesmen’s Conference. 

Chester C. Kelsey, secretary of the Confer- 
ence, read the minutes of the meeting of dele- 
gates which had just been held, and Vice Presi- 
dent Fenimore Cady explained the purposes of 
the Conference. A few remarks by Fred Bruce 
brought the luncheon to a close. 


Midwest Door Rate Refund 
Is Suspended 


Tacoma, Wasu., Feb. 8—An order of the 
Interstate Commerce Commission, making 
effective on Feb. 1 refunds up to $34 a car on 
doors shipped from middle West factories to 
points east of Chicago, has been suspended 
pending a _ hearing, according to notifica- 
tion received here by Frank P. Borden, traffic 
manager of the Douglas Fir Door Manufactur- 
ing Association. 

The suspension, he explained, was made on 
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1936=-= a BIG 


BUILDING YEAR... 


All indications point to the fact that this year will be the 


best building year since 1929. 


Reliable estimates show that residential construction will 
command the greatest share of this increased volume. 


This means greater lumber consumption, which is good news 


for the retail lumberman. 


The payment of the soldier’s bonus also offers a large poten- 
tial market for home building and repair. Dealers should go 
after this business by direct solicitation and by general ad- 


vertising. 


It is practically certain that lumber values will soon be 
higher, and lumber bought at present levels will therefore help 
you cash in on this new business. 


Let ESSCO Lumber products help you to greater profits in 


1936. 


ol 


ESSCO SOUTHERN PINE 
ESSCO KLAMATH SOFT PINE 
ESSCO HARDWOODS 

ESSCO WEST COAST WOODS 


AND NOW 


ESSCO OAK FLOORING 


EXCHANGE SAWMILLS SaLes Co. 


1111 R. A. Long Building, 
KANSAS CITY, MO. 
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protest of the association that the order, based 
on the “milling-in-transit” rule, nullified the 
natural advantage of geographical location of 
West Coast door factories and was unduly pref- 
erential in favor of the door makers of Wis- 
consin and Iowa. 

The hearing will probably be set for Tacoma 
at an early date, according to Borden. The 
Douglas Fir association, he explained, maintains 
that its members’ only market advantage is 
proximity to its raw material, which is offset 
by proximity of its middle West competitors to 
the large eastern markets. 

The “milling-in-transit” rule which would 
have gone into effect, he explained, was based 
on the theory that the middle-western factories, 
which get their raw material largely from east- 
ern Washington and Idaho, are at a disadvan- 
tage through paying freight for a long haul, 
and the refund was to have offset the freight 
on the wastage in manufacture. 


Higher Handling Charges at 
Los Angeles Sought 


Los ANGELES, CALIF., Feb. 8.—It was ex- 
pected that lumber-handling rates at the Los 
Angeles-Long Beach Harbor would be raised 
20 percent as the result of a hearing on the 
subject to be held before the State Railroad 
Commission in Los Angeles on Feb. 3, It is 
sought to raise the charges for handling, sort- 
ing, grading and tallying from ship’s tackle to 
truck or car from $1.10 to $1.40 a thousand 
board feet, a jump of 30 cents. For rail load- 
ings, an increase of 5 cents to $1.25 a thousand 
feet is sought, and proportionate increases for 
handling irregular cargoes such as veneer, lath, 
box shook and shingles. 





Tue playing edges of billiard tables are made 
of. rosewood, 
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Seattle’s Lumber Center 
WHITE - HENRY STUART BUILDING 








Headquarters for the 
Pacific Northwest Lumber Industry, 


METROPOLITAN BUILDING CO. 
SEATTLE, WASH. 














Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 











WHITE PINE pate, 


Ponderosa— 
Also California White 


and Sugar Pine 
Fir Wallboar 


Cedar and 
William Schuette Company 


West Coast Products 
New York 


Office—4i East 42d St. PITTSBURGH, PA. 














Have You a 
Lumbermen Problem to Solve? 


in logging, log transportation or harvesting tan bark 
and turpentine economically? ‘‘Logging’’ will tell 
you how. An _ invaluable 
reference book for logging 
superintendents, timber 
owners, etc. 


Cloth, Postpaid $4.50. 
American Lumberman *73,5- i700" 


LOGGING 


By Ralph C. Bryant 
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THE BUSINESS RECORD. 





Business Changes 


COLORADO. Julesburg—Julesburg Lumber Co. 
sold to Foster Lumber Co., with headquarters in 
Kansas City, Mo. 

FLORIDA. Manatee—Updegraff Lumber Co. 
succeeded by Zoller Lumber Co. 

GEORGIA, Cedartown—Hightower Lumber & 
Supply Co. succeeded by Turner-Hightower Lum- 
ber & Supply Co. 

Social Circle—Wallace Cowan Lumber Co. suc- 
ceeded by Cowan Lumber Co. 

INDIANA. Auburn—Brandon Lumber Co. reor- 
ganized as Citizens Lumber Co., which has been 
incorporated by George Olinger, Ora Brandon and 
Frank Olinger. 

Plainville—W. Murphy & Co. succeeded by E. 8S. 
Harstine Lumber Co. 

IOWA. Early—Green Bay Lumber Co. local 
yard purchased by Corn Belt Lumber Co. 


MICHIGAN. DeWitt—Kraas Lumber & Coal Co. 
changed name to Walker Lumber & Coal Co. 


MISSISSIPPI. Macon—Macon Creamery Co. 
changed name to Macon Building Supply Co. 


NEBRASKA. Dalton—Dalton Lumber & Trading 
Co. changed name to P. & M. Oil Co., and major 
attention will be given to the sale and distribu- 
tion of gasoline and petroleum products, although 
the company will continue to stock lumber, posts 
etc. 

Scottsbluff—Cook Lumber Co. purchased from 
the Cornbelt Lumber Co. of Lincoln by E. J. 
Waite, L. B. Murphy, H. I. Bomgardner and 
H. W. Shaver, who will operate as the Waite 
Lumber Co. 

Whitman—S. G. Wright lumber yard purchased 
by Ashby Lumber Co. of Ashbv, Neb. 


NEW YORK. Brooklyn—Throop-Park Lumber 
Co. succeeded by Throop Lumber Co., 195 
Throop Ave. 

Macedon—Nelson H. Blazey succeeded by H. 
Blazey (Inc.). 

Mayville—Mayville Planing Mill dissolved part- 
nership and Floyd Burroughs has succeeded under 
Same name, 

New York City—E. M. Worthing succeeded by 
Worthing Timber Products Limited (Inc.), 475 
Fifth Ave. 

OHIO. Mechanicstown—Guess Screen Door Co. 
changed name to Guess Manufacturing Co. 

Morral—Morral Lumber & Elevator Co. changed 
name to Morral Supply Co. 

OREGON. Langlois—Boice Lumber Co. bas heen 
reorganized as the Langlois Co-operative Mill. 
J. E. James is president and J. B. Simmons is 
secretary-treasurer and manager. 

PENNSYLVANIA. Freeland—James E. Griffith 
(Estate) now trading as City Lumber Yard. 

New Bloomfield—Hampton Snyder & Seeds suc- 
ceeded by Snyder & Seeds. 

TENNESSEE. Somerville—Morris Lumber Co. 
purchased by Austin Baker of Bolivar; the busi- 
ness will be operated as the Fayette Lumber Co. 

WEST VIRGINIA. Princeton—Charles H. Snider 
succeeded by L. L. Nichols. 

WISCONSIN. West De Pere—Dan Kidney & 
Sons succeeded by Fox River Boat Works. 

CANADA. ONTARIO. Blind River—The idle 
Carpenter-Hixon Lumber Co. mill here will be 
taken over by the Blind River Pine Co., a syndi- 
cate headed by Howard Cole, of New York. 





7 
Incorporations 
FLORIDA. Sopchoppy—Moore Bros. Lumber 
Co.; $5,000. Incorporators: J. R. Moore, G. G. 


Moore and Mrs. G. G. Moore. 


INDIANA. Auburn—Citizens Lumber Co. _ In- 
corporators: Frank W. Olinger, Orin Brandon and 
George Olinger. 

MICHIGAN. Battle Creek—Superior Fuel & 
Building Supply Co.; $10,000. 

Bessemer—Gogebic Concrete & Forest Products 
Co.; $5,000. 

Detroit—Strathmoor Lumber & Supply Co.; $25,- 
000. Theodore B. Livernois an incorporator. 


MISSOURI. Kansas City—Economy Lumber & 
Materials Co. Incorporators: Walter D. Hull, 814 
E. 68th St., and William King. 

St. Louis—Metropolitan Manufacturing Co.; to 
operate woodworking plant. Incorporators: Wal- 
ter Trappe, St. Louis, and Carl F. Wymore, Jeffer- 
son City, Mo. 

NEBRASKA. Whitman—Whitman Lumber Co.; 
$20,000. Incorporators: Leslie Glass, John Adams 
and Bernadine Glass, 

NEW YORK. New York City—Walkott Wood 
Works (Inc.); 1920 W. Farms Road. 

OHIO. Galion—Flick-Bollerer Lumber Co. In- 
corporators: J. <A. Flick, Albert L. Bollerer, 
George W. Flick. 

OKLAHOMA. Seminole—Maxedon Lumber Co.; 
$10,000. Incorporators: G. Maxedon, John Lenoir, 
Roy C. Maxedon, 

OREGON. Banks—Mountaindale Logging Co.; 
sawmill; $8,000. Incorporators: Axel Erickson, 

. D. Schmidt and Frank Kirsten. 

Marshfield—Coos Fir Logging Co.; -$10,000. In- 
corporators: Bennett Swanton and Joseph A. Mc- 
Keown. 

Portland—Majestic Lumber Co.; $1,000. Incor- 
porators: Philip Weinstein and Leon Korn. 

Portland—Ward’s Mutual Lumber Service (Inc.); 


lumber and building material. Warren A. Ward 
an incorporator. 


TEXAS. Fort Worth—Marion Herring Boat 
Works (Inc.). Incorporators: Marion E. Herring 
and George O. McGown, Jr., 2320 W. Rosedale. 

VIRGINIA. Petersburg—Brunswick Woodwork- 
ing Co.; $25,000. Julian L. d’Este, 87 Barclay St., 
New York City, is president. 

Suffolk—Holland Lumber Co.; $20,000. mM Te 
Holland an incorporator. 

WASHINGTON. Anacortes—Anacortes Lumber 
Co. Incorporators: E. C. Kaune, Frank McCor- 
mack, David Gilkey, of Anacortes; and Ralph L, 
Smith, of New York. The new organization has 
purchased the plant of the liquidated Anacortes 
Lumber & Box Co. 

Tacoma—Martinolich Shipbuilding Corp., $5,000. 
Incorporators: Antone Cosulich, Antony and Carl 
Martinolich. 

WEST VIRGINIA. Huntington — Huntington 
Furniture Co.; $75,000. Incorporators: J. Clyde 
Mitchell and George E. Walburn. 

Maynor—Kirby Lumber Co.; $10,000. Incorpo- 
rators: Florence A. Kirby and O. B. Kirby, of 
Mount Hope, and J. S. Rose, of Maynor. 

Wheeling—Wheeling Yacht & Boat Co.  Incor- 
porators: Henry S. Schraeder and H. Wallace. 


New Ventures 


CALIFORNIA. San Francisco—F. S. Buckley 
Door Co. has engaged in business at 1698 Evans 
Ave. 

San Francisco—Walter Manufacturing Co. has 
engaged in woodworking business at 5875 Mission. 

IDAHO. Parma—Jackson Lumber Co. of Nyssa, 
Ore., opened a new yard here. 

Priest River—Carney Pole Co. has reopened its 
yard here. 


NEW MEXICO. Carlsbad—Mayes Lumber & 


Grain Co. opened on West Fox St. Will handle a 
complete line of building materials and builders’ 
hardware. 

Hot Springs—Hedrick Lumber Co. opened by C 
L. Hedrick; will carry a complete line of building 


materials, 


NEW YORK. New York City—Edward Sunken- 
berg Lumber Co., 149 Broadway; wholesale. 

OREGON. Enterprise—Enterprise Lumber Co 
formed by F. R. Ranes, Glenn English and William 
T. Nelson; will erect sawmill. 

Portland—Conrad L. Anderson has engaged in 
lumber business at 8101 N. E. Glisan. 

WASHINGTON. Kent—Bert Boyd has engaged 
in lumber and building material business, with 
offices in Cavanaugh Building. 


New Mills and Equipment 


NORTH CAROLINA. Asheville—Construction of 
a new band mill to be known as Asheville Lumber 
Co. has been announced by W. C. Zickgraf of 
Franklin, president. C. C. Royal is vice president 
and Edwin Douglas, secretary-treasurer. 


Casualties 


IOWA. Red Oak—Green Bay Lumber Co. offices 
and main yard damaged by fire, with loss estimated 
at $25,000. Insured. 

NORTH CAROLINA. Walnut Cove—Walnut Cove 
Veneer Co. plant destroyed by fire. Loss estimated 
at $6,000; about one-fourth covered by insurance. 





Hymeneal 


WOODS-HUSTON—Charles Edwin Woods, 
young lumberman of Fort Scott, Kan., and 
nephew of E. E. Woods, secretary-manager 
Southwestern Lumbermen’s Association, was 
recently married to Miss Claybelle Huston, 
daughter of Mr. and Mrs. Clay Huston, of 
Malta Bend, Mo. The ceremony, scheduled 
for Independence, Kan., was performed in 
Kansas City, Mo., by Dr. George P. Baity 
to coincide with the close of the Southwest- 
ern Lumbermen’s Association convention, 
which Mr. Woods wanted to attend. The 
bride was a junior in Missouri Valley Col- 
lege, Marshall, Mo., and Mr. Woods graduated 
from the University of Oklahoma last year. 


REEDER-GREEN—Mr. and Mrs. Charles 
Green, Laurel, Miss., have issued invitations 
to the marriage of their daughter, Anne 
Hunton, to Lt. Frederick Martin Reeder, U. S. 
Navy. The ceremony will take place at St. 
John’s Episcopal Church, Laurel, at eight 
o’clock on Feb. 22. Mr. Green, father of the 
bride, is president of Eastman, Gardiner & 
Co., a pioneer lumber company in the South. 
The prospective groom is the son of Col. 
R. P. Reeder, U. S. Army, and Mrs. Reeder 
of Fortress Monroe, Va. 





HorsEs AND MULES on farms of the United 
States at the beginning of 1935 numbered 16,- 
622,000 head—about 266,000, or 1.5 percent, 
fewer than at the beginning of 1934. This de- 
crease was the smallest in 15 years. 
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AMERICAN 


Picture on Lumber Firm’s Calendar 
Shows Historic Load of Logs 


MINNEAPOLIS, MINN., Feb. 10.—The Winton 
Lumber Sales Co., Minneapolis, is announcing 
through the AMERICAN LUMBERMAN that its 
supply of calendars, which have attracted so 
much comment from the trade, is exhausted. 
However, feeling that the picture featuring the 
calendar is of historic interest as a lumbering 
memento, the company is having some extra 
copies of it made and will send one to any lum- 
berman who makes a request. The cut accom- 
panying this article has been made from the 
13x16 inch picture on the calendar. R. C. Win- 
ton, vice president of the company, states that 
the original photograph of the largest load of 
logs ever hauled on sleighs by horses shown in 
the picture is in the firm’s office. Because of its 
faded condition, it was necessary to have an 
artist copy it for purposes of reproduction. The 
drawing is faithful to the original in every de- 
tail, Mr. Winton says, and the relation between 
the size of the logs and the driver with his 
horses is exact. So far as is known, this was 
the largest load of logs ever hauled to the 
landing. It contained 50,580 feet, 250-tons— 
nine carloads, according to the descriptive lines 
beneath the calendar print, and was hauled fif- 
teen miles to the landing. The historic load was 
logged by the Irvine Camps for the Thief River 
Falls Lumber Co., predecessor of Winton Lum- 
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A picture of the huge load of logs hauled at Pine 


a te 
Island, Minn., in 1909, is 


to hang out was the saloon as the churches, if 
any, were locked up except on Sunday. Well, 
you know, or do you? that a few drinks have 
different effect on different people. There’s 
always the sap who gets skeptical and has to be 
shown. Right here the Big Load enters. 
Many’s the time I’ve seen them clear the 
bar-room floor while some of the crowd, in 
pantomime with sound, loaded the sleds “in 
record time,” set the starting rig’n, double block 
here, single here, anchor here, luff block here, 
some big husky in the meantime tapping the 
runners with a maul to loosen the steel shoes 
from the ice. McIntyre with his four-horse 
team hooks onto the luff. Crotty with his six 
hooks onto the lead sled, his horses, Rowdy and 
Tom in the lead, Snowball and Strawberry in 
the swing, Roary and Riley on the pole. Right 
here the bartender would try to bust up the 
party by buying drinks for the house, but he’d 
waited too long; the crowd was tense, the nar- 
rators were sweating now, hats and coats were 
off, the supreme moment was at hand. Team- 
sters and horses must act together. Some trick 
to get ten horses in two separate units to flatten 
out at the same instant, but the right man can 
do it. Crotty speaks quietly to his leaders, 
they lean into the collars, taking up the slark 
in the rigging; the swing and pole team fol- 
lows suit; MclIntyre’s 
four have done the same ; 
each horse seems to have 
a toehold and stands 
tense, ears back, wait- 
ing for the word; and 
here she is, “Stand up 
ahead’; and those ten 
old hides squat like one 
horse, necks stretched, 
front feet far under their 
bodies, shoe calks tear- 
ing chunks out of the 
ice road, every horse 
straining his utmost and 
hanging like a bulldog 
to each inch gained; the 
bits in their mouths and 


$s 


seen above. The 50,580 feet of logs was sledded fifteen miles with horses the reins in the strong, 


ber Co., at Pine Island, Minn., March 4, 1909. 

Mr. Winton states that, while old-fashioned 
winter logging on a large scale is almost a 
thing of the past in this country, there are many 
small operators, particularly in the East, who 
so work. He said that his own company still 
logs the old way in Saskatchewan for The Pas 
Lumber Co. (Ltd.), and has 450 men at work. 
Tractors have replaced horses on long hauls over 
ice roads, as practically the only change. 

William Keeler, woods superintendent of the 
Winton firm at Gibbs, Idaho, acknowledging 
the receipt of one of the calendars, wrote Mr. 
Winton’s cousin, David, a colorfully-phrased 
letter describing the loading and hauling of the 
record sleigh of logs as it used to be panto- 
mimed to settle later arguments. Mr. Keeler 
got his first logging experience in Minnesota, 
and was working there when the “big load” was 
hauled. Mr. Keeler’s vivid letter follows: 

Dear Dave: 

Thanks for the calendar showing the Big 
Load. It’s a dandy and your thoughtfulness is 
much appreciated. 

Looking at it brings pictures to the mind’s 
eye of the time when to mention this load was 
to start an argument. You know in those days 
there was considerable not exactly friendly 
rivalry between camps, companies, and indi- 
vidual lumberjacks; and any outfit other than 
the one you worked for was no good, chin 
whisker, gunny sack, and worse. Their em- 
ployees were nothing but clover-kickers, sod- 
busters, and flat-footed this and thats. 

While waiting for the drive, the only place 


steadying hands of the 
drivers all that keep them from falling for- 
ward. The starting blocks creak and groan; the 
cable stretches and sings; the rear sled starts; 
the bunter does its work; and they’re off! The 
luff team’s work is over; Crotty and his six 
move on alone. Now, if you don’t believe, look 
at this picture. You can see those horses are 
hauling, every one of them in the collar and 
going. : 

Well, if the skeptic wasn’t convinced after 
the show put on and the picture proof, he was 
informed that he and his family, immediate 
and for generations past, were, let us say, 
scissor-bills, and incapable of understanding the 
technique of good log-hauling, inferring that he 
must work for some chin whisker outfit that 
had their “picture load” photographed while the 
horses were standing still and unloaded two- 
thirds of it before trying to start. Without 
fail; all this play acting, loose talk, etc., ended 
up by some bright young lumberjack suggesting 
that the only way to get anything into some 
people’s heads was to beat it in and he'd be 
glad to act as the official beater. Of course 
everyone had known from the start how the 
party would end, so a good time was had by 
all, or most all, depending on the breaks. 

I hope your calendar doesn’t start the old 
arguments, Dave, for the lumberjack panto- 
mimist, with sound effects, seems to be just 
another Dodo and few, if any, claim any one 
outfit as their own. 

Thanks again. 

Yours sincerely, 
BILL KEELER. 


LUMBERMAN 
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THE STR/IOARD STOCK 
FOR SHEATHI/7G 
ROOF BOARDS 
SUB-FLOORS 


Your customers wii soon be needing 
Roofers for jobs that will be started 
this Spring. Roofers made by this 
group of manufacturers are sure to 
satisfy—and will bring you the best 
margin of profit. 


These Companies can furnish stock 
dipped to prevent stain, kiln dried 
or air dried Roofers, long leaf Deck- 
ing and other lumber items. Roofers 
are supplied S4S, S2S&CM or Ship- 
lap in 34” or 25/32” on special order. 


These Companies all belong to the 
Roofer Manufacturers Ass'n—comply 
with its rules and regulations—and 
stand behind their products. Your 
Wholesaler can supply Roofers man- 
ufactured by these leading producers. 


Johns-Carroll Lumber Co. 


Can supply Lignasan dipped stock 


Hurtsboro, Ala. 


Jones Lumber Company 
Roofers, Railroad Decking and Siding 
Donalsonville, Ga. 


King & Thurston, 
Short Leaf Roofers--Long Leaf Decking 
Thomaston, Ga. 


Jeffreys-McElrath Mfg. Co. 


Mfrs. Roofers, Lumber and Box Shooks 
Macon, Ga. 


Mills Lumber Co. of Ga., Inc 


Mfrs. Pine Lumber -- Roofers a Specialty 
Acworth, Ga. 


H. Dixon Smith, Inc. 


Roofers from “‘ The Wood Universal 
Columbus, Ga. 


Bell Lumber Company 
Manufacturers High Grade Roofers 
Richland, Ga. 

The King Lumber Co. 


Roofers and Kiln Dried Finish 
Cuthbert, Ga. 


Leon Clancy Company 


Careful manufacture and prompt shipments 
Pavo, Ga. 
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Memphis, Tenn. 


SOUTHDPRN HARDWOODS—A gradual in- 
crease in volume of hardwood orders has 
been noted, not alone from the domestic mar- 
ket, but also from overseas. Practically all 
domestic consuming groups are buying and 
prices are advancing on all items. Automo- 
bile manufacturers are still among best buy- 
ers. There has been a marked improvement 
in demand from furniture manufacturers and 
other wood-using plants. There has been a 
better demand from sash and door and other 
building material manufacturers. The de- 
mand for flooring oak has shown an increase, 
and prices have materially advanced. For- 
eign consumers are buying more, though all 
manufacturers have raised their prices ma- 
terially. There is much low-priced business 
being turned down. Production has been cur- 
tailed because of cold weather and rains in 
the further South. Production cannot reach 
normal for weeks, and stocks at mills are not 
large. A shortage of many items is likely 
within the next few months. 


Louisville, Ky. 


SOUTHERN HARDWOODS—Demand has 
been good, and due to bad weather, produc- 
tion is almost at a standstill. The outlook 
is good, because of improved demand from 
the building trades, fair radio and automo- 
tive business, and good sales to box and fur- 
niture concerns, Prices are better all along 
the line. All grades of oak, poplar, and gum 
have been moving, while cottonwood is more 
active. Export demand has been fair, but 
because of fluctuating exchange rates is dif- 
ficult to handle. 


Birmingham, Ala. 


SOUTHERN PINE mills were closed the 
past ten days because of the most severe 
weather experienced in the South in more 
than a quarter century. They have about 
cleaned up their stocks of shed items, and 
will be unable to continue shipping until 
planers can operate again. Contractors and 
retail yards are doing very little buying. 
Bé&better stocks are moving at $1 over Janu- 
ary level. Most calls are for the grade of 
droppings from No. 1. Retailers’ bids on 
governmental contracts are at lower prices 
than well rated manufacturers care to quote, 
as many yards want to move their lumber 
for cash—4x4-inch, 10- to 16-foot has been 
sold at less than $17.50; 2x6-inch, 10 to 
16-foot at less than $17, 2x4-inch, 10-foot S4S 
or SISI1E at less than $18, and 1x8-inch No. 
2 kiln dried shiplap at less than $18. Con- 
tractors are receiving work orders on a good 
number of school jobs, but the severe 
weather has delayed starting. 


Kansas City, Mo. 


SOUTHWEST MARKET.—Sub-zero weather 
brought a virtual halt to all lumber business 
last week. Production also was at low ebb. 
Inquiries fell off sharply and shipping orders 
on old contracts were withheld. 

RETAIL—Lumber sales in board feet at 155 
yards in the tenth Federal Reserve district 
declined during December by less than the 
usual seasonal amount, and were 43.3 per- 
cent greater than in December, 1934. Dollar 
sales of all materials were smaller than in 
November, but were larger than in December, 
1934. Stocks of lumber increased 3.4 percent 
from Nov. 30 to Dec. 31, and were 12.8 per- 
cent above stocks one year earlier. 

INDUSTRIAL —Increasing demand from 
millwork plants was noted. There was con- 
tinued good demand from automotive body 
trades and furniture manufacturers, with im- 
proved interest displayed by box factories 
and coopers. Railroads planning car repair 
programs were in the market for small 
amounts. With much of the Missouri River 
in the grip of ice, demand for channel im- 
provement supplies may be delayed. 

SOUTHERN PINE—Production was _ re- 
duced sharply by bad weather but exceeded 
current sales. Nearly every type of building 
activity was brought 'tto a halt by the cold, 
and yards reported snow-choked roads had 
kept their customers away. Demand for 
lower grades for box factories was good. 

WESTERN PINES—Prices were firmer, and 
buyers displayed little interest. There was 
some buying by millwork plants but indus- 
trial consumers were not represented other- 
wise. 

DOUGLAS FIR—Eastern demand was good, 


Market News from Am 


but local trade was dull. 
was generally quiet. 


HARDWOODS—Industrial demand was fair, 
but yards were not in the market. High 
water in some producing sections sharply 
reduced output, but supplies appeared ade- 
quate for the light demand. 

SHINGLES AND LATH—Cold weather 
brought out good orders for shingles, and, 
with supplies limited, prices were substan- 
tially higher. Lath are in poor demand and 
prices are softening. 


Spokane, Wash. 


INLAND EMPIRE PINES.—tThe larger mills 
report that they are “getting more business 
than they want,” feeling that the present 
stock shortage warrants better prices. In 
some instances it has been necessary to turn 
busines away because stock was not avail- 
able. All items in C select in Idaho white 
pine and in Ponderosa are reported as very 


Industrial demand 


searce. The price of white pine is a little 
firmer, with Ponderosa holding about the 
same. Winter weather has made it impos- 


sible for operators to get logs through, so 
the stock shortage is likely to be more 


. Portland, Ore. 


WEST COAST WOODS—FIR AND HEM- 
LOCK—Cold weather in the eastern and 
middlewestern States has resulted in a fall- 
ing off in fir business. Most current orders 
are from the railroads. Early settlement of 
the sailors’ strike on the Pacific Coast is 
expected to give water shipping mills an op- 
portunity to compete with inland rail ship- 
ping mills in filling California demand, which 
is brisk. Export business in fir is rather 
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quiet. Demand for logs is strong, with some 
camps closed by some snow and cold weather. 
Lumber prices in the Pacific Northwest prob- 
ably are due for an advance because of short- 
age of logs and advances in their prices, and 
because of demands by loggers and lumber 
mill workers for higher wages. 


SPRUCE continues active, a good demand 
for clears coming from the United Kingdom 
and Italy, with domestic business holding up 
quite well. 

WESTERN PINE continues in fair demand, 
with C selects and No. 2 common moving 
best. Production is low, as usual at this 
time of year, and demand exceeds it. 


Minneapolis, Minn. 


RBPTAIL—In the ninth Federal Reserve 
district, 484 retail yards sold 4,414,000 feet of 
lumber last December, as compared with 
8,591,000 in November, and 4,019,000 in De- 
cember a year ago. Stocks at 459 yards to- 
talled 61,629,000 board feet Dec. 31, as com- 
pared with 62,429,000 Nov. 30 and 53,948,000 
feet Dec. 31, 1934. Total sales of all ma- 
terials during last December totalled $836,100, 
as compared with $1,222,700 in November, 
and $636,200 in December, 1934. 

NORTHERN PINE—Blizzard conditions 
have appreciably cut down volume of busi- 
ness. Many highways have been blocked for 
days at a time, and practically all side roads 
have been more or less tied up, with tem- 
peratures well below the zero mark for more 
than a month. Yards are said to have fair 
stocks, but are likely to fill them out as soon 
as the weather moderates. A bulletin issued 
by the Northern Pine Association shows that 
there is considerable scarcity in stocks of 
Nos. 3, 4 and 5 boards, and that dimension 
supplies also are low, with stocks of selects 
and Nos. 1 and 2 boards below normal. Prices 
are firm at levels established weeks ago, 
with premiums offered for items in short 
supply. 
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NORTHERN WHITE CEDAR—Cold weather 
has reduced production as well as sales. It 
is certain that smaller sized posts and those 
sizes of poles most in demand will continue 
in short supply. Three-inch round sevens are 
scarcest, with the trade substituting 4- or 5- 
inch, or 6-inch halves in many cases. Some 
replacement work on rural telephone and 
electric lines is being made necessary by 
storm damage. 


MILLWORK—While unduly low, tempera- 
tures and storms have put a temporary dam- 
per on actual construction, manufacturers 
foresee a sharp upturn in business early in 
the spring. Much figuring already is being 
done on special work and estimates left over 
from last year are expected to bring in- 
creased activity. Stocks are in fair condi- 
tion, both as to assortment and quantity. 


Shreveport, La. 


SOUTHERN PINE—Heavy rains have lately 
interfered with deliveries and slowed up 
other outdoor operations. Both demand and 
prices have shown additional strength. Since 
the first of the year, the average increase in 
price has ranged between $1 and $2. Some 
items, including No. 3 shiplap and No. 1 di- 
mension, are scarce. The buying is general, 
as yards are gradually stocking up at present 
prices, believing there will be further in- 
creases. Since July, about seventy produc- 
ing wells have been brought in near Shreve- 
port, and the drilling activity has extended 
into east Texas. Besides derricks and other 
field structures many residential and com- 
mercial buildings are being constructed. 


Tacoma, Wash. 


WEST COAST WOODS—The California 
market has been affected by the steam 
schooner strike, and lumbermen here are 
pleased that early settlement is likely. The 
feeling prevails among operators here that 
stocks in California retail yards have be- 
come depleted and that there will be imme- 
diate resumption of buying. Winter weather 
in the East and middle West has depressed 
rail business. Foreign trade is at a stand- 
still. Consequently most plants have cur- 
tailed production. 


Jacksonville, Fla. 


SOUTHEAST AND EXPORT TRADE—In- 
quiries and demand, from all sources, have 
continued good, despite unprecedented 
weather, which has curtailed production and 
rail shipments. Good export shipments have 
been noted in the last ten days, for Island 
and South American destinations, with some 
substantial forwardings to Great Britain and 
the Continent. Inquiries are reported good, 
indications pointing to substantial volume of 
forwardings through the next few months. 


CYPRESS—Mills, generally, have been tak- 
ing advantage of the forced curtailment in 
shipments to fill out stocks, badly depleted 
in some lines. Where logs have been avail- 
able, plants have been working steadily. 
Those short of logs because of high water 
or other weather impediments, have in some 
instances been forced to curtail. Southern 
demand has continued particularly good. 


SOUTHERN PINE—Production and ship- 
ment of pine have alike been curbed heavily 
by weather conditions. Inasmuch as some 
Plants were working day-and-night two 
weeks ago in the effort to handle orders and 
fill out stocks, it is assumed that production 
throughout the Southeast will proceed at 
accelerated pace when the weather improves. 
Sales during the last two weeks indicate a 
strengthening price trend, practically all 
along the line. 

HARDWOOD—Rain, sleet, and snow have 
combined to curtail production, and unfilled 
orders are accumulating on the books. 

SHINGLES AND LATH—Supplies of cypress 
shingles and lath were said to be pretty well 
depleted, although no acute shortage was re- 
ported. Shortage in No. 2 lath continues. 
An advance of 55 cents has been made in 
No. 1, %-inch 4-foot lath. 
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Oregon. The steam schooner strike was re- 
ported ended Feb. 6, and the normal coastwise 
movement is expected to be resumed slowly. 


EXPORT—Japan is inquiring for logs, but 
lumber buying has been very slack. The 
European continent seeks some clears. Italy 
wants clears and spruce. On March 1 the 
lumber freight rates to South America will 
be changed to a basis which will help small 


ther though buying is quiet. Ten days ago most exporters. South America is sending in lots 
it Houston, Tex. uoper Heme advanced, and business te being of inquiry. There-is good business from the 
hose SOUTHERN PINE—Extreme cold and wet 220%0¢ at the new prices. Common items are yropean continent, and the United Kingdom 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Feb. 10.—The movement of 
lumber from the yards is at the low point of the 
year, as heavy snow and icy roads, with the 
thermometer well below freezing, have served 
to keep outside operations at a standstill. There 
has been activity a-plenty however in associa- 
tion circles, as the retail dealers, manufacturers 
and intercoastal distributors attended their an- 
nuals in New York, while the eastern spruce 
offices were well represented at the annual of 
the Canadian Lumbermen’s Association in 
Montreal. The New England group attending 
the Montreal convention brought back the re- 
port that many of the larger shippers in the 
eastern Provinces were idle by reason of heavy 
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snows which blanket all sections of Quebec and 
New Brunswick, while there had been a definite 
and strong revival of buying interest in the 
English market and in New England and New 
York, with the price tendency upward. 

The Northeastern Lumber Service is spon- 
soring under the leadership of Secretary Harry 
Lewis, an association of retail lumber salesmen 
connected with the yards in Greater Boston. 
Twenty-four firms are now represented by 
ninety-four of their employees as members. 
Meetings are held at some down-town hotel on 
the first Monday of each month. W. T. (Tom) 
Todd, son of George Todd of William Curtis’ 
Sons Co., is president. At the last meeting on 
Feb. 3 at the Hotel Bradford, seventy mem- 
bers attended, and followed closely a lecture by 
W. D. Richardson, of the Red Cedar Shingle 
Bureau, and the film “The Home of the 
Wooden Soldiers.” Lectures upon trade topics 
are being arranged. And now comes the State 
Department of Education with a series of lec- 
tures under the caption, “Opportunities in Sell- 
ing Building Materials.” There will be eight 
lectures on successive Friday evenings, begin- 
ning Feb. 7 in Room 130, Building 5, at the In- 
stitute of Technology, and the charge is $5 for 
the course, The instructor is John J. Morgan, 
a sales training director of wide experience. 
State certificates will be awarded to all who 
complete the course. 


WEST COAST FIR AND HEMLOCK.—De- 
liveries at Boston by water for January to- 
taled 10,090,954 feet, while the average for 


January in the past six years was 8,171,617, 
feet. The movment from retail yards is prac- 
tically at a standstill due to severe weather. 
Yards, however, are figurirg many house 
schedules. Local wholesale offices have a 
fair volume of business booked for early 
spring delivery direct from the mills, but 


have added very little to their order files dur- 
ing the past two weeks. The price range 
here is highly competitive, but all offices 
agree that mill prices are very firm and 
tending toward a higher level. This view 
is strengthened by advices from the Coast 
on Friday indicating that shipments to Cali- 
fornia ports had been resumed after a two 
months strike of seamen. 


EASTERN § sale offices here 
report a satisfactory volume of orders for 
early spring delivery, with very little lumber 
being loaded at the mills, due to sub-zero 
weather and three to six feet of snow 
throughout the mill regions. For the first 
time in several years they are dealing with 
a strong sellers’ market. The price range 
for dimension sizes runs from $32@33 for 





2x3- and 2x4-inch scantling, to $39@40 for 
2x12-inch delivered at Boston rate points. 
Dry, dressed and matched boards are scarce 
and firm at $33@34 for the 6- and T-inch, 


and $1 higher for the 8-inch. The 5-inch and 
up covering boards sell readily at $26@27. 
Bundled 2- and 3-inch furring sells as low 
as $26 for the narrow, and as high as $29 
for the 38-inch. Where late spring deliv- 
eries are involved, the spruce mills are book- 
ing orders cautiously at current prices. 


LATH AND SHINGLES.—tThere is an ur- 
gent call for spruce lath from New England 
yards, and as far south as Baltimore and 
Philadelphia. There was a persistent drive 
at the Montreal convention last week to con- 
tract mill cuts for the season. Boston prices 
are firm at $4.50 for the 1%-inch, and $4.75 
for the 1%-inch. There have been cargo 
sales for delivery at New York docks at $5. 
Several mill cuts have been contracted for at 
today’s prices, calling for delivery at mid- 
summer. White cedar shingle prices do not 
change, the extra’s holding at $4, clears at 
$3.50, 2nd clears $3, and clear walls at $2.85. 
West Coast red cedars are still scarce and 
very firm, both from local storage and at 
the mills. For all-rail delivery, Perfections 
are quoted at $5.04; No. 1, XXXXX at $4.39; 
No. 2 at $3.49, and No. 3 at $2.99. From 
local storage, a few lots of air dried Per- 
fections have been available at $4.85; No. 1 
kiln dried 16-inch at $4.53; No. 2 at $3.65. 
Most boat arrivals bring consignments that, 
as a rule, are sold well in advance, 
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PINE BOXBOARDS.—The latest combined 
stock sheet develops that there is a total 
of 43,079,000 feet of round edge box of all 
thicknesses on the mill yards, of which 36,- 
643,000 feet has been sold, leaving but 6,436,- 
000 feet on the market. Good standard lots 
of inch are held at $15@16 delivered at Bos- 
ton rate points, with the 14- and 1%-inch 
at $18@19. Of the inch square edge there 
are liberal offerings at a range of $28@30, 
delivered. 

MAPLE HEEL STOCK.—As the new season 
progresses at the shoe and heel centers, there 
is an increased call for maple at the heel 
shops. The larger maple mills shipping kiln 
dried cross cut stock are booking some or- 
ders for round lots at $80 for a grade equal 
to the old No. 2, with the same grade in the 
form of long length plank at $72@73. The 
smaller shops are calling for a lower grade 
plank, and here the price range is from 
$50 to $65 delivered. The shoe output prom- 
ises larger volume than last year, but leather 
heels are taking the place of wood to some 
extent. The present heel season will run 
through the Easter holidays. Furniture and 
wood novelty plants are using increasing 
quantities of maple. A Connecticut plant 
that used 480,000 feet last year has con- 
tracted for 750,000 for 1936, and a Vermont 
factory that used 1,600,000 feet last year has 
already ordered 2,500,000 feet for delivery 
this year. The maple mills are in a strong 
and independent position, 


NEW YORK, N. Y. 


In the local wholesale market, there is a defi- 
nite trend toward higher prices for all West 
Coast woods, and for both longleaf and shortleaf 
yellow pines. The executive in one local office, 
who has just returned from a personal survey 
of the production end in Virginia and the Caro- 
linas, contracted for every foot of lumber 
available that will be ready to ship within the 
next three months. He found that, while pro- 
duction has been curtailed by severe weather 
and heavy snows, the books at the mills were 
well filled with orders calling for delivery within 
trucking distance of the plants. This class of 
business was proving very attractive to the op- 
erators, who are inclined to pay little attention 
to the long-haul markets to the North. 

A sale of 1,500,000 feet of North Carolina 
pine roofers that has just been made by a local 
wholesale office has awakened keen interest in 
the trade. The Southern Pine Sales Corp. will 
deliver this lumber at the Newark terminal of 
the Weyerhaeuser Sales Co., usually regarded 
as a distributing point for West Coast lumber. 
It is reported that the buyer will hereafter carry 
a full line of this class of stock for the ac- 
commodation of its customers that frequently 
call for it. 

Intercoastal distributors are perplexed by per- 
sistent reports of prospective labor disturbances 
involving woods and mill crews, the longshore- 
men and all classes of marine workers. Through 
the midsummer months in 1934 and 1935 there 
was an almost total cessation of lumber ship- 
ments from the West Coast, and the labor lead- 
ers threaten similar action this year. 

Much of the heavy snow that fell in this 
section three weeks ago is still on the ground, 
so the movement of heavy lumber loads is both 
dangerous and difficult. Outlying yards, how- 
ever, are booking schedules for new houses 
much more freely than in any spring period in 
the past three years. The trend is toward the 
low-cost house with as much modern equipment 
as permissible at a sale price which ranges 
from $3,000 to $6,000. Dealers report no lack of 
funds either for the owner built single home, 
or for the group housing developments by specu- 
lative builders. In the Marine Park section 
of Brooklyn, ground was broken last week for 
the erection of 400 single homes, each unit to 
be covered by an FHA insured mortgage. 
They are being built to sell for $5,250, each with 
six rooms. The FHA is this week setting up 
information offices in all sections of Greater 
New York. The central office has been located 
at 570 Lexington Avenue, and there will be four 
offices in Kings, four in Queens, two in Rich- 
mond, and two in the Bronx. 

The city authorities appear to be no nearer 
to the adoption of a building code. After ten 
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years of study, the aldermanic committee on 
buildings was hopelessly divided at a meeting 
held last Wednesday. There is little objection 
to wooden shingles—outside the fire limits—but 
there is a strong demand that old structures 
shall have interior fireproofing throughout, 
while others contend that the cost would be pro- 
hibitive. More hearings are to be held, with no 
definite date set for the adoption of the com- 
pleted code. 


Grade Marked Lumber for New York City 


T. J. Forde, State procurement officer, New 
York City, gives notice of the manner in which 
grade marked lumber will be called for on and 
after March 1 and April 1, affecting deliveries 
from local yards or direct. mill shipments, as 
applying to the five boroughs of New York 
City. 

NOTICE—Purchase orders issued by this 
office on and after March 1, 1936, for delivery 
within 5 boroughs of New York City, will re- 
quire grade, trade and species marks (with 
mill number) on deliveries made from local 
yards or less than carload deliveries of the 
following species of lumber: 

Ponderosa pine, sugar pine, Idaho white 
pine, larch—Douglas fir, white fir, Engelmann 
spruce, incense cedar, red cedar lumber, in 
accordance with regulations of Western Pine 
Association; southern yellow pine, in accord- 
ance with regulations of Southern Pine Asso- 
ciation. 

Purchase orders issued by this office on and 
after April 1, 1936, for delivery within 5 bor- 
oughs of New York City, will require grade 
trade and species marks (with mill number) 
on deliveries made from local yards or less 
than carload deliveries of the following species 
of lumber: 

Douglas fir, Sitka spruce, West Coast hem- 
lock, Western red cedar, in accordance with 
regulations of West Coast Lumbermen’s As- 
sociation. 

On carload shipments of all species of lum- 
ber coming direct from mill, lumber may be 
erade, trade and species marked (with mill 
number), or accompanied by certificate of 
inspection (from association having jurisdic- 
tion over such species) covering species, grade 
and tally with identification mark on each 
piece. 

R. G. Hanna, Commodity Group Chief. 
By direction of: 
T. J. Forde, State Procurement Officer. 


The Puget Sound Associated Mills, with 
headquarters in Seattle, has consolidated all 
east coast selling offices in Room 5054, Grand 
Central Terminal. A. L. Crozier has closed his 
Boston office, and came here Feb. 1 to join 
Walter Adams in handling all eastern business. 

Seaboard Lumber Sales, of Vancouver, and 
the Hammond Cedar Lumber Co., of Hammond, 
B. C., have joined forces in opening a New 
York office at 122 East 42nd Street, in charge 
of George D. Anderson. 


Buffalo, N. Y. 


Severe winter weather has checked the 
lumber business to a great extent. Whole- 
salers have, however, booked a fair amount 
of business for later delivery. Not much 
lumber is being offered by the southern 
mills, as bad weather has been cutting down 
logging and production. Strikes on the 
West Coast threaten to cut down receipts of 
lumber from there. Heavy snows in the 
East are expected to result in severe floods 
and transportation difficulties a little later on. 


HARDWOODS—Demand is small, being in- 
terfered with by the stormy weather, but 
there is a fair inquiry. Bad weather con- 
ditions have caused a curtailment of activity 
at the mills, and prices of most items are 
strengthening. 

WESTERN PINES—Demand has been light 
recently, because of bad weather. Retailers 
are either deferring purchases, or buying 
for delivery a few weeks hence. Prices in 
various woods are holding firm, and some 
advances are recorded. 

NORTHERN PINE—Demand 
the outlook is for improvement within the 
next few weeks. A larger importation of 
Canadian pine is looked for, as the result of 
new tariff arrangements and the removal of 
strike threats as the result of an agreement 
between lumbermen and employees setting 
minimum rates for bush workers. 


is slow, but 
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Baltimore, Md. 


NORTH CAROLINA PINE.—Continued cold, 
with heavy snowfall and the bay frozen over, 
has served to halt outdoor activity almost 
completely, with interior work also con- 
tracted and volume of distribution at low 
levels. Receipts by water have virtually 
stopped. 

LONGLEAF PINE—The movement is small. 
Stocks in the yards not being added to, but 
the range of quotations is not materially 
changed. 

CYPRESS-—Consumption is adversely af- 
fected by bad weather, and yards are curtail- 
ing their purchases. 

DOUGLAS FIR—Distributors have found 
their customers less willing, because of bad 
weather, to take on stocks, and much busi- 
ness has had to be deferred. 


HARDWOODS —A fair number of orders 
are being received, but the distribution is re- 
duced to an appreciable extent, though with- 
out any unfavorable effect upon values. Ship- 
ments are being made under much difficulty. 
The requirements of consumers, especially for 
house construction, are reduced by inclement 
weather. Philippine mahogany is being 
bought in impressive quantities by furniture 
and cabinet makers and boat builders. Ex- 
ports are being maintained at a fairly broad 
level. 

SASH AND DOORS—Severe weather has 
virtually stopped house building. Prices are 
being maintained. 


Norfolk, Va. 


NORTH CAROLINA PINE—A veritable 
blizzard, bringing with it high winds, freez- 
ing weather and about twelve inches of 
snow, which visited an area from Wilming- 
ton, Del., as far south as the northern part 
of South Carolina, paralyzed transportation. 
The section so far this winter has had 35 
inches of snow; the last storm was the worst 
since 1892, and more snow is forecast. Very 
little building is going on, and yards find it 
difficult to move lumber to jobs. Prices on 
North Carolina shortleaf are very much un- 
settled. The mills in the Carolinas are much 
more “bullish” than those farther south in 
Georgia etc., or than mills in Virginia. Since 
the first of the year, advances of $1 to $2 
have been made on roofers and small fram- 
ing, but better grades have not advanced in 
proportion, mainly because demand for them 
was not so brisk. On the other hand, many 
wholesalers are keeping out of the market, 
until some old orders, of which a large num- 
ber are on mill books, are shipped, and will 
then try to get a line on it. Some large 
mills, now shut down, plan to keep off the 
market during February, for they had good 
sales during January and expect prices to 


advance. 
Cincinnati, Ohio 


HARDWOODS.—Flooding of the logging 
camps in the Delta districts of Alabama, Mis- 
sissippi and southern Tennessee, and result- 
ant mill shutdowns in 'tthose States, and in 
Louisiana and Arkansas as well, have 
changed the entire tenor of the southern 
hardwood market. Mills there which were 
under-cutting to get rid of surplus stocks, 
have withdrawn offerings. Production of mills 
in the Carolinas, Georgia, northern Tennessee 
and Kentucky, as well as West Virginia has 
been reduced also by reason of heavy snows. 
Consumers are said to be getting short of 
supplies. The consensus now is that the 
market trend will be stronger, with prices 
up $3@$5 a thousand on the average for more 
plentiful items, and $5 or more on the scarcer 
items, such as 4/4 basswood; 4/4 hard maple 
No. 1 common and select; sound wormy chest- 
nut and thicker uppers in white oak, ash, 
poplar and chestnut. Supplies of FAS sap 
zum from the South were practically ex- 
‘hausted by an order for 2 to 3 million feet 
of 4/4 for the Memphis plant of the Fisher 
Body Corp. Quartered oak, white and red 
is in demand by interior trim plants of the 
North. 





IN THE WHOLE world there is said to be 
about 7,500,000,000 acres of forests; more than 
1,400,000,000 in North America. Asia and South 
America have more than 2,000,000,000 forest 
acres each. Europe and Africa have less than 
800,000,000 each. The countries with biggest 
forest resources are Russia, Brazil, Canada, and 
the United States. 
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How’s 
Your 
STOCK? 


RE you all set for the early Spring 

buyers? Every indication points 

to a big increase in new construction 

on the farms and in the towns and 

cities, in addition to a growing vol- 
ume of modernizing and repairs. 


It’s bound to mean increased de- 
mand for lumber — more calls for 
quality items. When you handle 
Booth-Kelly stock there’s never any 
question about quality—every piece 
is trade-marked and grade-marked. 
Your customers can see just what 
they’re getting. 


Booth-Kelly Mixed Car Service 
makes it easy for you to maintain 
well balanced assortments with min- 
investments — stock about 
which there is never any question as 
to quality—and prompt, careful serv- 
ice that supplies all your needs in— 


DOUGLAS FIR 


imum 


Dimension, Flooring, Ceiling, 
Drop Siding, Finish, Stepping, 
Mouldings, Casing, Base, ete. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 





TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
TS 














Roorine 


PROFITS 


Get your share 
with ESTO by 
showing all your 
customers the 

ESTO WAY 


appl built- 
gootng. recoating and tot on ABESTO 
IS BRUSHED ON COLD—gives cheaper, 
quicker. lasting jobs for your customers. 


Sold at retail through the Lumber Trade. 


Write fer full information. 


Or 








| CHICAGO 








Try , DIOR jor 
Moisey.& of Hardwood 
umber 


Opeaedty CIASAR BROTHERS 


2357 South Loomis Street, CHICAGO 
Telephone Canal 1830, 1831, 0118 








GILBERT NELSON & CO. 


Public Accountants 


$32 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 
ESTABISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 








Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards 

Crayon 

Rule Cases 





Rules 

Gauges 

Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 











“The Heart Content’’ 


Have you delayed giving your wife this new book 
by “‘the lumberman poet’’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.50 postpaid. 

Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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J. A. Curry, of the J. C. Turner Lumber Co., 
Irvington, N. Y., visited lumber friends in Jack- 
sonville, Fla., and other trade centers recently. 

George Holden, sales manager McGoldrick 
Lumber Co., Spokane, is on a six-weeks trip 
to the East. 

George E. Waters, of the company in Balti- 
more bearing his name, has recovered from 
serious illness. 

Frank H. Godfrey, of Godfrey Lumber Co. 
(Inc.), Boston, and Mrs. Godfrey have spent 
the past two months on a motor tour to the 
Pacific Coast. | 

Mr. and Mrs. S. E. Oscarson, of Weyburn, 
Sask., have been visiting in Spokane. Mr. 
Oscarson is in the wholesale and retail lumber 
business at Weyburn. 

Fred DeSale, of Fraser-DeSale Lumber 
Sales Co., Chicago, has returned to his office 
after spending two weeks visiting mills in the 
South and Southwest. 

L. H. Levisee, of Levisee Lumber Co., Osh- 
kosh, Wis., was in Chicago Feb. 12. He left 
later in the day for Detroit and Cleveland, 
where he will visit the trade. 


T. M. True, secretary Southern Cypress Man- 
ufacturers’ Association, Jacksonville, has re- 
turned to headquarters following a two weeks’ 
trip to lumber industry centers in Alabama. 


Abel Parent, of Plunkett-Webster Lumber 
Co. (Inc.), New Rochelle, N. Y., called on ac- 
quaintances in southeastern Florida. He was 
accompanied by C. T. Hubbell, of Albany, N. Y. 


Stephen S. Mann, of the Mann & Parker 
Lumber Co., Baltimore, distributor of hard- 
woods, has gone to Atlantic City to complete 
convalescence from a severe attack of pneu- 
monia. 


Lee E. Hooper, Jr., sales manager Florida- 
Louisiana Red Cypress Co., Jacksonville, Fla., 
was back in his office this week after a trip to 
the North and East. He reported that the 
trade outlook in general appeared good. 


W. G. Joyce, who was field secretary for the 
Illinois Lumber & Material Dealers’ Association 
for many years, is now associated with the 

J. Schmoeger Material Sales Co. at 100 
Cedar Street, Peoria. The concern is a whole- 
saler of building materials. 


W. Yale Henry, president Henry Mill & 
Timber Co., Tacoma, was appointed to serve 
three years on the diocesan council at the twen- 
ty-sixth annual convention of the Episcopal 
diocese of Olympia, which ended Feb. 5 at 
Seattle. 


Andrew H. Landram, sales manager of the 
St. Paul & Tacoma Lumber Co., Tacoma, 
Wash., visited Chicago friends a week ago. Mr. 
Landram believes that lumber dealers will be 
wise to secure all the stock they can, since it 
may be hard to get it later when they need it. 


The exhibit of plywood and other lumber 
products that attracted favorable comment at 
the National Home Show in Baltimore from 
Jan. 4-11 will be displayed at the annual 
meeting of the Virginia Lumber & Building 
Supply Dealers’ Association, at Richmond, Va., 
Feb. 21-22. 


Corydon Wagner, vice president and treas- 
urer St. Paul & Tacoma Lumber Co., Tacoma, 
was named one of a group of twelve Pacific 
Coast industrial leaders to serve as a committee 
on organization and policy for the National 
Association of Manufacturers, which concluded 
a conference at Del Monte, Calif., Feb. 5. 


Axel H. Oxholm, of Tacoma, has been named 
chairman of the Washington State Planning 
Council’s division of commerce and industry. 
Mr. Oxholm is former chief of the forest prod- 





ucts division of the United States bureau of 
foreign and domestic commerce. He is now 
managing director of Pacific Forest Industries. 


Harry W. Bridges, manager of Nova Scotia 
Timberlands Co., Yarmouth, N. S., will here- 
after direct the sales of products of the com- 
pany’s two mills shipping from Yarmouth and 
Weymouth. It is expected that about six mil- 
lion feet will be shipped in 1936. Mr. Bridges 
will visit Boston trade monthly. 


King C. Tolles, of the lumber firm bearing 
his name at Rock Hill, S. C., visited distributors 
in Baltimore recently. He reported that the 
trade elsewhere was encouraged over business 
conditions and the outlook, and said his com- 
pany was booking more orders than it could 
fill under present weather conditions. 


Charles L. Lewis, pioneer Willapa Harbor 
lumberman, has been elected president of the 
new Raymond Lumber Co. (Inc.), which will 
operate the plant now under construction at 
South Bend, Wash. Raymond Lewis is vice 
president, and Forest Schaffer is secretary. The 
other incorporators are: T. D. Lewis and A. 
B. Cahill. 


The AmerIcAN LUMBERMAN regrets the 
error made in its last issue which stated that 
a mill operated at Dundon, W. Va., by the Elk 
River Coal & Lumber Co., Swandale, W. Va., 
was destroyed by fire. Charles Jacobi, who was 
credited with the statement, reports that the 
mill did not burn, and is in operation producing 
hardwoods. 


Charles W. Jacob, Sr., president of the John 
Bader Lumber Co., Chicago, expects to leave 
Feb. 19 for a combined business and pleasure 
trip to the South, where besides getting in a few 
licks with the driver and mashie, and a bit of 
a tan, he will visit southern mills and do some 
prospecting around for his future lumber re- 
quirements. He will be gone for five or six 
weeks. 


The following lumbermen from St. Paul and 
Minneapolis attended the annual convention this 
week of the Northern White Cedar Associa- 
tion—Western Red Cedar Association in Spo- 
kane; Fred Scott, Scott Pole & Treating Co.; 
L. A. Page, of Page & Hill Co.; G. H. Ram- 
sey, National Pole & Treating Co.; M. J. 
Sperry, Valentine-Clark Corp.; Ray Clute, 
Weyerhaeuser Sales Co.; M. J. Bell, Jr., Bell 
Lumber & Pole Co., and Dawson Brand, of 
B. J. Carney & Co. (Inc.) 


The members of the board of control of the 
Long-Bell Lumber Co. inspected the concern’s 
holdings at Longview, Wash., last week. It 
was their first visit since the board was created 
by order of the Federal court under the ap- 
proved reorganization plan. Several days were 
spent at Longview and Ryderwood by the party, 
M. B. Nelson, president, J. D. Tennant, vice 
president, of the firm, and Willis J. Walker, 
head of the Red River Lumber Co., San Fran- 
cisco, one of the largest owners of pine timber 
in the United States, were also in the group. 


C. E. Dant, of Dant & Russell Export Co., 
Portland, Ore., returned last week from a tour 
of China and Japan, where the firm does the 
bulk of its business. He reported that Japan 
is prosperous, with its industries working nigfit 
and day making goods shipped all over tfie 
globe. China, too, is showing a big improve- 
ment, according to Mr. Dant. But neither of 
the Oriental countries, he believes, will buy much 
from the United States that can be obtained in 
countries with which they have more favorable 
trade agreements. China is starting to build 
railroads, and a good demand for ties may be 
expected, Mr. Dant stated. 
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Lumber Company Issues Attractive 
Calendar for 1936 


Iron Mountain, Micu., Feb. 10.—The Von 
Platen-Fox Co. of this city is receiving atten- 
tion for the interesting calendar it issued for 
1936. Three pictures were selected by officials 
of the concern from the hundreds that have 
been taken of its plant during its twenty-five 
years of operation, and those three reproduced 
on the top of the calendar. 

The top view shows two oxen at one corner 
as the first method used in logging. Also in 
the scene is a picture of an operating railroad, 
horses, sleighs, logs, and camps. The middle 
photograph offers a glimpse of the firm’s lum- 
ber and log yard. According to M. J. Fox, 
president and general manager, the company is 
cutting more and better lumber than it did 
twenty-five years ago. The third scene is a 
bridge on a logging railroad, a gasoline loader, 
and a locomotive. The system has become 
almost obsolete since trucks and selective log- 
ging have become widely used, Mr. Fox writes. 
An urgent invitation is issued to lumbermen to 
visit the Von Platen-Fox Co.’s plant and see 
it in reality, whenever they can make the trip. 

—_—= 


Door Company Needs Good Fir 


Tacoma, WasH., Feb. 8.—Kenneth B. Hoag, 
Brooklyn branch manager in charge of the At- 
lantic Coast business for the Pacific Mutual 
Door Co. here spent the last two weeks on the 
Pacific Coast visiting the company’s headquar- 
ters and plants. Mr. Hoag stated that he was 
preparing himself to get a bigger year’s business. 

One thing that impressed him was the short- 
age in the supply of good fir logs. He was sur- 
prised at the seriousness of this log shortage, 
and now fully realizes that it is an entirely legit- 
imate reason for the delays that have been ex- 
perienced in plywood shipments. He also ex- 
pressed surprise to find that labor troubles on 
the Coast had not been settled, and that trouble 
in the logging camps is facing operators. 

The Pacific Mutual Door Co. has increased 
its warehouse facilities in Brooklyn in order to 
give better service than ever before to its trade. 
This concern, however, does not confine its 
efforts to warehouse business, but this year is 
specializing on carload and mixed-car business 
by rail, or water shipments, to the entire At- 





Swindler ene Lanoonen as Tools 


The Fort Dearborn Lumber & Mill Co., Chi- 
cago, has issued a warning to other lumber 
yards to be on the lookout for a petty grafter 
who has been working through material con- 
cerns recently. He is described as being round- 
faced, weighing about 160 pounds, and using the 
name of Walter Phillips, Walter Peters and 
Walter Peers. 

The man’s procedure is as follows. He pre- 
sents a list of lumber that he says is needed 
for some remodeling, and, after the bill has 
been figured, he requests the names of a couple 
of good carpenters who can go to work at once. 
He interviews the carpenters, and after offer- 
ing them jobs he asks them to make him a 
loan. Delighted over the prospect of a few 
weeks of work, the men lend him some money. 
After waiting on the job for a few hours the 
next morning, the workers realize they have 
been tricked. 





Celebrate 52nd Anniversary - 


Officials and employees of the E. M. Hager 
& Sons’ Co., engaged in the planing-mill busi- 
ness in Buffalo, celebrated on Feb. 1 the com- 
pany’s fifty-second anniversary. Two men 
present have worked for it from the beginning 
when it was known as Clark, Hager & Feist. 
One is George J. Hager, now president, and 
the other, John Bundschuh, sash maker. . Mr. 
Bundschuh, who is seventy-seven, said that he 
is too young to retire; on behalf of the com- 
pany, President Hager presented him with a 
leather wallet and cash award. Several of 
the employees have been with the company for 
thirty or forty years. 
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Paint Company Names Manager 


for Trade Sales 

Marietta, Onto, Feb. 10.—The Marietta 
Paint & Color Co. announces the appointment 
of J. S. Nicholls, Jr., as manager of its trade 
sales division. For many years he was eastern 
district sales manager in charge of offices in 
New York City, Boston and Philadelphia for 
one of the leading paint manufacturers. 

Several appointments are also announced by 
the industrial division of the company as fol- 
lows: E. L. Henderson, Fort Smith, Ark., to 
cover the Southwestern territory; H. A. Erick- 
son, Jamestown, N. Y., in the Pennsylvania- 
New York section; and Dixon Ahl and Wil- 
liam Burgess to the southern district out of the 
plant at High Point, N. C. 





New Appalachian Hardwood Firm 


to Manufacture and Wholesale 


RAINELLE, W. Va., Feb. 10—John Raine, for 
many years a leader in the ranks of Appalachian 
hardwood lumbermen, resigned Nov. 20 as pres- 
ident of the Meadow River Lumber Co. which 
he had managed for thirty years, and his resig- 
nation was accepted Jan. 29. Likewise his son, 
B. D. Raine, has resigned after fifteen years as 
secretary-treasurer of the company, and on Feb. 
6 “Raine & Raine (Inc.)” was granted a char- 
ter to “manufacture, refine and buy, sell and 
export West Virginia 
Appalachian hard- 
woods.” Thus father 
and son are established 
in their own company 
to manufacture and 
wholesale the fine hard- 
woods they know so 





JOHN RAINE, 

Rainelle, W. Va.; 

Organizes New 
Company 





well. They also retain 
their financial interest 
in the Meadow River 


company. 
It was back in 1893, 
at Empire, Pa., that 





John Raine entered the 
business of manufactur- 
ing lumber, when he formed a partnership with 
his brother, the late T. W. Raine, to manufac- 
ture hemlock and hardwoods in Elk County, an 
operation that continued thirteen years with 
John Raine as junior partner. In 1901 T. W. 
Raine organized another company, the Raine- 
Andrews Lumber Co., this time at Evenwood, 
W. Va., and John Raine was secretary until the 
firm’s dissolution in 1923. 

The Meadow River Lumber Co. was organ- 
ized in 1906, when the two brothers purchased 
timber holdings on the Meadow River, a branch 
of the Gauley River, and this thriving com- 
munity was started. Other companies formed 
at the same time were the Meadow River Coal 
& Land Co., and the Sewell Valley and the 
Loop & Lookout railroads, for the purpose of 
developing the timber and mineral resources of 
this section of West Virginia. John Raine was 
general manager of this operation from the 
start, and nine years later he became its presi- 
dent, also. 


Lumber Yard to Sell Fuels 


ALBEMARLE, N. C., Feb. 10.—The Sibley 
Manufacturing Co., of this city, is grading and 
excavating its property on First Street, prepara- 
tory to inaugurating a complete coal and wood 
service. Construction of buildings needed will 
start as soon as the weather permits. The com- 
pany has sold the cull material from its lumber 
yards for several years, but is now enlarging this 
auxiliary angle of its business. A spur track 
will be built from a nearby railroad, and an 
office erected to accommodate coal and wood 
patrons of the concern. 
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easiness 


FROM 


LUMBER 
DEALERS 


Send TODAY for all the facts about this 
revolutionary new frame — adapting the 
combination door principle to windows— 
permitting Screens and Storm Sash to be 
interchanged FROM THE INSIDE in one 
minute. 


Airtight—Factory pre-fitted. 
Light weight—Easy to handle. 
Costs no more than the old style. 


A postcard will bring you full informa- 
tion—write NOWI 


MILLWORK MANUFACTURERS 


You can easily convert your present type 
of frame to the Marquart type under li- 
cense arrangement with us. Only change 
is in casing. Big saving in the short 
length stock for our storm sash and 
screens, both of which are made in two 
sections—upper and lower. 


Vast market in new homes and old 
structures. Special patent - applied - for 
moulding converts present style frames 
into Marquart type. 


Investigate this proposition TO- 
DAY. It has exceptional merit. 


MARQUART FRAME AND 
SASH COMPANY 


OSHKOSH, wis. ——/ 








J. A. MATHIEU 
LIMITED 





4 
Mills at ve EN Sales Office: 
RAINY LAKE ad Yh 111 West 
“ar ssi? ‘ial 
sorruern WHITE PINE 


(Pinus Strobus) 


White Spruce—Norway Pine 


NORTHERN PINE LATH A SPECIALTY 


White Pine Pattern Lumber Shed Stock 
Norway Pine Piece Stuff Log Cabin Siding 
« All items Northern Pine Boxing and Crating 
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LUMBER MARKET REVIEW 


Southern Pine Sales Exceed Curtailed Production; Many 
Items Are Being Advanced 


Southern pine production, in practically all territories, is at a 
low point because of unusually severe weather, and there is a 
possibility that it may decline further as present log stocks are 
used up, for rains, floods and cold will prevent woods operations 
for a while. Demand from the more northerly markets has re- 
cently eased up, because movement from yards to jobs is at a 
standstill and there is little building; but as retailers report a 
promising volume of inquiry there is no doubt they will soon be 
in the market again. In the South, however, building has con- 
tinued active, and much heavy construction is being undertaken 
with Federal financing. In the North Atlantic coast section 
and the Carolinas, consumption is at a very low level and the 
mills find it impossible to manufacture or ship. But in the 
Southeast the mills report an improved demand and have been 
making efforts to increase their production. There is a fair 
volume of railroad buying. Decided increase is reported in 
demand from the Islands, and more inquiries are reported from 
other foreign markets. River contractors had begun to buy in 
preparation for spring work, but they are now holding back, 
because ice along the channels is expected to delay operations. 
A resumption of oil well drilling in Louisiana and Texas fields 
has brought some good orders to the mills. Quotations all 
along the line are stronger, the scarcer items leading in the 
advance, but this seems to be rapidly spreading throughout 
the whole price list. 


Western Pine Mills Report Some Items in Low Supply; 
Prices Are Tending Upward 


Western pine bookings in the two weeks ended Feb. 1 were 
45 percent above last year’s and almost double the current low 
production, so that, with mill stocks about 15 percent under last 
year’s level, the market is in strong position. Some items are in 
such short supply that the mills have had to turn back orders, 
the scarcest item probably being C selects in Idaho or Pon- 
derosa, and with No. 2 commons these items lead the demand. 
Retail business from the middle West and East tends to be held 
back because of bad weather, but distributors report prospects 
good, and the spring movement to these territories will un- 
doubtedly be greatly helped by the 72-cent rate. Quotations, 
especially of the white pines, have made some advances, and it 
is believed that other mark-ups are in prospect. 


Production and Buying of West Coast Stock Handi- 
capped by Bad Weather 


West Coast mills in the two weeks ended Feb. 8 reported 
new bookings in excess of production, which had shown some 
expansion, but more recent reports indicate that bad weather 
in consuming territory is delaying placement of some business, 
while the mills themselves have been seriously handicapped in 
securing logs or operating. The expected early settlement of 
the coastwise steam schooner strike is thought to have had a 
favorable effect in discouraging further strike activity by 
woods and mill workers. 


Rail buyers continue optimistic as to spring business, and 
showed an inclination to place advance orders until their sales 
were cut down by bad weather; it is expected that they will 
re-enter the market for larger amounts as soon as the movement 
from mills to yards and consumers is again possible. The rail- 
roads are said to be taking larger amounts, but there has been 
hesitation among contractors on heavy construction, especially 


on river work, because the starting of operations will be delayed 
by the weather. 


The Atlantic coast is suffering from the effects of continued 
snowstorms and cold, which have prevented any movement 
from yards to jobs, and naturally some mill orders are being 
held back. Prices at the mill end are reported firm. This 
market is highly competitive but the fact that Canadian and 
other species are strong encourages the expectation that it will 
attain greater stability before the movement reaches its spring 
volume. California stocks are reported low, and many rail 
orders have recently been placed ; reports of a settlement of the 
steam-schooner strike, later denied, led to a cancelation of many 
of such orders, but the market is said to have very large pros- 
pective needs, which the mills may have some difficulty in 
supplying promptly. 


There has been improvement in certain sections of the export 
market, but Oriental trade continues quiet and British Columbia 
is booking the bulk of other business. Some European and 
South American business is reaching Northwest mills, how- 
ever, and prospects are a little improved. 


Hardwood Production Low as Demand Starts Upswing 
and All Prices Are Stronger 


Production of hardwoods is much curtailed, because of the 
difficulties being encountered by southern mills, rains having 
flooded the lowlands and cold making mills operations very dif- 
ficult. Demand recently has come principally from industrial 
users. Furniture sales in December were 90 percent above the 
preceding year’s, and plants are buying more hardwood. Body 
makers have recently contracted for heavy forward shipments. 
Development of building trades demand has been held back by 
bad weather, but both flooring and millwork manufacturers 
have been more actively in the market, their feeling being that 
prices are rising; flooring manufacturers have advanced their 
quotations. Low offers from overseas are being refused, and 
some business is now being done at prices more acceptable to 
mills. The list is steadily advancing to a higher level. 


Northern Pine and Hemlock and Eastern Spruce Markets 
in Strong Position 


Northern pine demand is slow. in both the Northwest and 
the Niagara areas, because of unfavorable weather: but there 
is practically no production, and stocks are considerably below 
last year’s level. While larger Canadian shipments are expected, 
the Canadian market is strong, and continued firmness is 
looked for on this side of the line. The mills report a shortage 
of low grade boards, with all grades of this item in low supply. 


Northern hemlock bookings in the two weeks ended Feb. 1 
exceeded last year’s by 38 percent, but though mill stocks are 
in good assortment, shipments are considerably below bookings. 
loading being difficult owing to bad weather and few yards 
wishing for deliveries until it moderates. The market is 
expected to be greatly helped by a 1214 percent reduction in 
rates to Official territory effective Feb. 10. Quotations con- 
tine unchanged and firm. 


The eastern spruce market has strengthened, because bad 
weather has cut down mill output, and reports from Canada 
indicate a shortage of stocks there with the mills taking a firm 
stand on prices. The general expectation now is that further 
price strength will develop as spring demand makes itself felt— 
more especially if there is any tie-up of the movement of inter- 


coastal fir—and mills are not at all eager for forward bookings 
at current level. 


Statistics, Page 62 — Market Reports, Pages 70-73 — Prices, Pages 77-78 
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THIS WEEK’S LUMBER PRICES. 


SOUTHERN PINE 


East and west side mills have reported the following average f. 0. b. mill sales prices on southern pine to the Southern Pine Lumber Ex- 
change, New Orleans, La., for sales made in the period Jan. 27-31, but, where prices for the period were not available, prices for the 
month to date have been inserted and distinguished by asterisk: 


























West East West East West East West East West Hast West East 
Side Side Side Side Side Side Side Side Side Side ~— owe AO ae 
1 . Standard (|Drop Siding, Standard| Partiti Standard No. 1 Shiplap an No. 2 Shortleaf » Long 
ios Lengths, 1x¢” ar Lengths Boards, 10-20’ Dimension ae Se 
” rift— No. 117 %x4&6”"— 1x8 ...... 34.15 36.07 | 2x4” 72 @ 164... 9000 .<c; 
a i B&better.. 30.56 *31.00 B&better.. 38.50 38.17 a eee eH Hea 13 & 14... 19.98 47.63 en 
Shortleaf.. 59.36 69.13 No. 1 .... 30.79 30.00 Finish: x12 ..... 50. 54/16 ....... . -45 | 2x6” 
Reng® - ” 12 & 14...*20.25 
Longleaf.. 65.00 *61.21 No, 116~— 10-20’ No. 2 Shiplap and 2x6 eee . cee 

; * Boards, Std. Lath. | 12 & 14... 17.67 17,12)16_...++-.920.22 .... 
No. 1— Bé&better.. 43.00 *33.42 B&better— 2x8” 

Shortleaf.. 51.30 49.75 No. 1 .... 35.82 83.28 i toon thick— Shortleaf— 9 "7 al aad 158 2tA8 ee ence esse. ‘eemn 
Longleaf.. .... *47.00 assorted prtreree 43.94 #38,50/1%8) ------ eT MCR TET ae Sec. wee. Saye 
No. 2 .... 36.50 *30.51)" patterns i eacaeasd *41.61 38.38/1x10 ...-- 36:29 91.22/16 ~. 11: ieee 1468 | ax10 

1x3” flat B&better.. 34.18 34.88 8 -.-...-- ae fee tte 7 s corte " . 13 & 14...°33.26 .... 

grain— No. 1 .... 33.26 30.75) 1x5&10 ..948.98 49.00/Longleaf— | 2x10 16 .......%23.00 22.00 

B&better.. 35.99 36.90 Ee escns --*66.63 60.00 tate eae oa ; & 14... 17.78 18.70] 9x12” 

No. 1 ...+ 33.03 33.63] Surfaced Finish, /|5&6/4  ebeee ‘ owes Bamepes* = 18.81 19.17/12 & 14...822.00 

No. 2 .... 26.56 24.38 10-20’ ee 8 ee eee hat neon 12 & 14 18.88 20.00 ee Cl lU—Fee 
1x4” rift— Bé&better Gen seveus 421-50 953-00 No. 1 Shortleaf 16 ‘ " oe 19:17 22, Plaster Lath 
Babette ae Ce __gbeenie “76:69 69.80 Dimension i st edie Ol Moe a67 3.88 
Shortleaf.. 58.13 58.674 |.|...., 45.01 41.84) °° ““"°°*° " 2x4” No. 1 Longleaf No. 2 te" 3.00 #2'62 
Longleaf.. «..- +++ @ [IIIII1) 44.06 42.23) Ceflimg, Standard /|12 & 14... 25.23 21.79|,,,, Dimension Timbers. 90 & Unéer. 
No. — . 49.30 946.95 a ois a3 %x4m Lengths Me tecnces 25.70 22.70) Fo & 14 26.86 No. 1 ’ 

h .. 49. ‘ iD sian Y t — ” r++ 26. + 

ret mm elec aa. oe ix. weeeee 47.56 44.03 B&better..*28.14 28.25 xe 14... 22.78 18.81 sreeee 28.67 ....| Longleaf— 

No, 2 .... 35.75 °82.6613 ...... : 66.59 62.58, No. 1 ....*27.00 *24.00/ 56 © °°": 34°38 20:34 3x4 & 4x4. 25.75 . 

2 . % x4” — . . 12 & 14... 26.00 ....| 4x6—8x8..°27.12 .... 
tne Sot |5&6/4 thic 56.00 53.33 B&better.. 27.67 27.27] 258, ~~ on. oma 27.00 -.../3&4x10 .*-*84.00 2... 
tter.. 36.61 37.06 5x10 ..... 65.25 60.16) NO 1 .... 25. . o ieee Aelita 14... .... ... areraaerer 
No. 11. 3404 387312 ...0.- : 72:25 71.61| No.1 Feneing, 10-20 |1° °. — ie “kh "ese ft 

No. 2 .... 18.41 19.63 Cc— me eaesee 33.85 34.20 i ae 26.20 24.66 2x10” Shortleaf— 
Casing, Base & Jamb Inch thick— a 34.12 34.84 Saat 25.46 24.15 aa - 30.00 eee | 3X4&4x4.. 24.03 18.65 
10-20’ |4 sececeee 40.00 40.75 oo, © eee & Oe Ite ..----- 26.48 24.15 14 wccccee coos cove) 4X6—S8E8.. 283.25 19.64 
B&better D ecsances 40.00 36.60] "e. 2 Pencion & < é 16 wseeees 81.00 ....|3&4x10 .. 25.70 23.33 
Spe 50.63 49.828 .....ee- 42.00 40.75 andar engths § ‘2x12 25.67 2x12” 5x10-10x10 27.00 *22.50 
1x6&8 _.... 51.93 50.32 1x5&10 .. 43.50 39.75 1x4 ...... 912-08 18-80 12 & 14... 37.68 et 12 & 14... 37.25 ....'3&4x12 ... 29.03 27.00 
1x5&10 ... 55.30 61.6312 ....... 61.00 *50.57 | 1x6 eceses 13.67 12.76 16 wecceee 29. “33 | BO coosese GOMOD c0cs 5x12-12x12 29.82 27.70 

Following are prevailing quotations f. o. b. ; ; : 

Seattle, Wash., Feb, 8.—Prices oo _ Wausau, Wis., on northern hardwoods: (Special Air Mail to Amertcan Lumperman] 
cedar siding in mixed cars, new bundling, No.1 No.3 No.3 Seattle, Wash., ; : 
to 18 foot, f. o. b. mill, are: Brown AsH— FAS SEL Com Com by tions f. 0. bmi on Douglas Ar ‘tens in 

Beveled Siding, %-inch GFE éccccee -- 45.00 36.00 30.00 24.00 . mixed cars for rail shipment direct to the 
ogee un» B/4 ...eee--- 50.00 41.00 33.00 26.00 19.00 | trade appear below; and straight-car prices, 
— eee sohoo — g20.00 | 6/4 <------+- 65.00 48.00 40.00 $0.00 19.00 | depending on the items, are from §1 to $3 
Sime ooeeees seeeee at. 38 35°00 22:00 | 8/4 «c-+e-+++ 60.00 63.00 43.00 32.00 20.00 | less: 
BME occobscasdnce CEE 27.50 24.00 | Basswoop— Vertical Grain Flooring 
4/4 ........ 60.00 50.00 42.00 26.00 18.00 hee 6 D 
Clear Bungalow Siding, %-inch eee 65.00 65.00 45.00 28.00 20.00 | 1x4 .................... $46.00 $36.00 $23.00 

Si incokeensneeeess ‘euvapoaniunaae he | Seabees 68.00 58.00 45.00 28.00 20.00 Sank Gian ieaation 
MEL. xs n0gnaskes0eceneennanesesunes TE 8/4 wccccee - 75.00 65.00 55.00 30.00 20.00 
12-inch pnegneveneees eet. Mes Mt sciiaad 90.00 80.00 65.00 43.00 ..... B&btr. C D 

aa pest aiey 12/4 ......+. 95.00 85.00 70.00 48.00 ..... 1X4 woe eee eee eveeeee + $28.00 $24.00 $20.00 
Finish, B&better, S2 or 4S, 8-18’ 3/4 .......- 53.00 45.00 82.00 22.00 ..... rr ee 31.00 27.50 22.00 
82S tor os Key wok. ‘ f. Ko. 1 ana pone oss: oe . Ceiling 
or Roug grade, , ; No. 1, : oO. an Res nie sbwmn pate earls 23. : ‘ 
i ig ee $45.00 | better, $70; or on grades, Vib, 406; No. 1, 900. | (ext cocci eg ei a 
SE” §=6'ver ese eesceeeuanenes ceeeneneone le No.1 No.2 No.3 Dr Siding, 1x6” 
ey, Meereeniaxersenbessoteaceyernes : $000 | HARD Martw— FAS Sel Com Com Com | ing ....., oe ees s+ $3000 $27.00 $22.00 
i Btenceercrmontemasnicenivecne, =| RY ea 62.00 47.00 40.00 30.00 14.00 | 116 122.222.2111 30.00 28:00 28:00 
io) eo eee eee eee ee eeeeeeeeeseeeees 80.00 Yr rea eee ores sr} bape ryt rt Common Boards and Shiplap 
1x20” nee teeeeeeeeeeeessasseseeseases eae 7/4 ttt tee" OO00 665.00 55.00 34.00 18.00 1x6” 1x8” 1x10” 1x12” 
1x22&24 eoeeeeeeee cee. ei aa pr . 8/4 od eee 80.00 $5.00 55.00 34.08 18.00 7 : Fy aR oN byt tet 1-00 iat 
ili Floori etter, 4- cine eee ee J ; ¥ apa ae . . : . 
DF sp iminncnemmnins "eT Tense. "5 90.00 75.00 60.00 85.00 ::... | No. 3 2....0000: 12.00 12.00 12.00 12.00 
1x4” Se et eee OR Rite 11/4 eeeceeee110.00 95.00 75.00 40.00 ..... No. 1 Common Dimension 
ees go aha aah deeb tages 12/4 ......+.110.00 95.00 75.00 40.00 ..... 12’ 14 16° 18° 20° 

Discount on Mouldings 6-20", Odd Lengths IGE ccccccse 150.00 135.00 115.00 ...2 «ceeee a $20.50 $21.00 $22.50 $23.50 $22.50 
Series 8000— No.1Com No.3 No.3 | 9x 6 [7::"20:00 “20.00 °20.50 °21.50 ~21.50 

Listing under $3 eeccccce eccsccccsces ee 64% Sorr ELM— FAS & Sel Com Com 9x 8 .... 19.50 20.50 21.00 22.00 22.00 

Listing $3 and over....... eovcccccecee 59% GFE coscoves 40.00 30.00 22.00 1-35 2x10 |... 21:50 22:00 22:50 24.50 24.50 
Series 7000—  Repaehae 42.00 32.00 00 «19:00 | 2X12 -... 23.50 23.50 23.50 24.50 24.50 

Listing under $6....... occcccccccccecs 64% cau: 34.00 26.00 19.00 2x4, 8, $20.50; 2x4, 10, $21.50. 

Listing $6 ANd OVEP..cccccccccccces ee -59% 10/4 cccces MD 39.80 $3.80 init Random—No. 2, 2x4, $16; No. 3, $11.00. 

: Clear Lattice, 5/16”, 4 to a — 4/4’ (Narrow) No. 2&Btr.—$28. i” ‘ eae No. 1 Common Rough and/or Surfaced 

” 0 No.1 No. 0. 

Hee S{SIIIIIIIEIEI at | Room mias— Fag, Com Com Com | 4x10, planks 20 foot and shorter and... 

ig eee eee eee eee ee eeeeeeeeeeeseeeeeseee® 50 ait te allie dad Het pie 40.00 23.00 18.00 12x12 up to 20 foot eee ee ee ee 17.00 
6/4 1111 65.00 1... «45.00 23.00 18.00 | 12x12, 22 to 30 foot......---.seeeeeeeee 18.00 
ar. 70.00 .... 60.00 28.00 21.00 

WEST COAST LOGS | 38/2555 geag So IMB ARSE cas 

ee " *""" No.1 No.3 No.8 RED CEDAR SHINGLES 

Seattle, Feb. 8.—Average prices of logs are a FAS Sel Com Com Com 
as follows: 4/4 60.00 50.00 40.00 29.00 18.00 Seattle, Wash., Feb. 8.—Below are listed 

a $ . a Seteeee 00 55.00 43.00 32.00 18.00 | average prices received for red cedar shingles 
eR, Ae fF -<y opeindewed (E  Beseets 70.00 60:00 48.00 37.00 18.00 | sold direct to the trade: 

eelers, No. 1, ; No. 2, Bee ot ee eeminaes i i . ° ! 

Cedar: Shingle logs, $15; lumber logs, $21. 8/4 wceceees 80.00 70.00 58.00 40.00 19.00 1 Reve: $4.00—4.15 

Hemlock: No, 3&8, $9@9.56. 10/4 0+ 3008 Ree eee ete iil | dedde a/Beccccclllcsblliii1 "geo a90 

‘ yar mre 16/4... °2140.00 180.00 116.00 0.00. cscs | 3-24" cc ceceecececceenccececeesenee 1.80—1.90 
[Special telegram to American Lumazeman] | ese yetaee 52.00 42.00 31.00 ..... sseee Perfections: 

Portland, Ore., Feb. 11.—Log market quo- BFE wovenvee 54.00 44.00 34.00 ..... «seone i at aw sedan wed enn $3.20-8.35 
tations: No.1 No.2 No.3 | 2-18” 5/2% ...ccccecereeeeeeeeeeees 2.35-2.40 
Yellow Fir: No. 1, $24; No. 2, $16; No. 3, $9 Sorr Marte— FAS Sel () Com fom, 3-18" 5/2 hve eee eeeeeeeeeeerrereees ‘ A 

Red Fir: $13. 4/4 .eeseeee. 50.00 45.00 39.00 HoH 16.50 | nie? 672 a ein a. he cee $2.80-3.00 

Cedar: Shingle logs, $13. 5/4 .sceceee 55.00 45.00 42 00 ‘ Ls ” B/2 wweeeeeee Leneeeiceeeesde .8 Rx 

: 00 50.00 47.00 32.00 18.00 | 2-16" 5/2 ..cccceeeeecereeeeeeseeees -95-2.10 

Hemlock: Nos. 2 and 3, $8@8.50. CFE ccvcccns 65. s : i900 | 3-16" 6/2 1'40-1.55 

Spruoe: No. 1, $21; No. 2, $16; No. 8, $11. 8/4 wccccces 70.00 655.00 52.00 32.00 x “16” B/Z woeeeeeees sere eeeeeereeees : . 
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F.O.B. MILL PRICES OF SOUTHERN HARDWOODS 


Following are f.o.b. mill prices of southern hardwoods, from mills in Texas, Louisiana, ene and Alabama: 
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Qtrd. Figured Red) 6/4 FAS..... 35.00 Qtrd. Black Gum— | Plain White Oak—j5/4 FAS..... 55.00;10/4 No. 1 & 4/4 No. 2-A. 19.00)6/4 ....... 30-20-12 
um— 8/4 FAS..... 36.00 4/4 13” & Up 6/4 FAS..... 58.00] Sels ...... 39.00 |4/4 No. 2-B. 12.00]8/4 ....... 30-20-12 VANC 
/4 FAS..... 80.00] 10/4 FAS.... 44.00} 4/4 FAS..... 31.00] “pas .|.... 70.00] 8/4 FAS....- 67.00] 12/4 No. 1 & Ash— Hickory— i 
4/4 No. 1 & 12/4 FAS. 47.00 | 8/4 FAS..... 35.00 1/2 FAS..... 39.00 6/8 No. 1&Seis 21.60 Sels ...... 46.04 |4/4 FAS..... 43.00 Jumbia 
leila 39.00|4/4 No. 1&Sels 24.00| 4/4 No.1&Sels 22.00 5/8 FAS..... 45.00 [4/4 No.1&Sels 28.50|4/4 No. 2Com 16.60/5/4 FAS..... 46.00|)4/4 FAS..... 46.00 sponsori 
5/4 No1&Sels 25.00 | 8/4 No.1&Sels 26.00| 3/4 Fas... | £5.00 | 5/4 No.1&Sels 31.00] 6/4 No.2 Com 19.00 |8/4 FAS..... 51.00] 8/4 FAS. ..:. 58.0( 
Qtrd. Red Gum— (| 6/4 No.1&Sels 26.00 4/4 FAS....- 62.00| 6/4 No.1&Sels 37.00 6/4 No.2 Com 20.00 vs No.1&S8eis 25.00 | 4/4 No. 1&Sels 26.00 the Cer 
4/4 FAS..... 58.00] 8/4 No.1&Sels 27.00 | Tupelo— 5/4 FAS..... §2-00| $74 No.1&Sels 47.00 |8/4 No.2 Com 21.00 |5/4 No.1&Sels 27.00 | 8/4 No.1&Sels $6.00 tralia. | 
5/4 FAS... 59001 10/4 No.1a 6/4 FAS... 71.00 |5/8 No.2 Com 15.50 8/4 Nol&Sels 33.00) 4/4 No.2 Com 12.00 : 
6/4 FAS..... 59.0 aa 33.00] 4/4 13” & Up 8/4 FAS.. 88.00 4/4 No.2 Com 17.50 4/4 No.2 Com 13.00 i No. tena 16. ms measurl 
GA PAB coe 62.00| 12/4 No.1& FAS ...... 33.00 | 1/2 No. 1&Sels 20.00 |9/8 No. 3-A.. 9.50 | Poplar— 5/4 No. 2Com 14.00 Soft Maple W 15 feet, 
4/4 .No.1&S8els 33.00} Sels ...... 37.00} 1/2 FAS..... 17.50 | 6/8 No.1&Sels 23.00] 4/4 No. 3-A.. 11.60 4/418" & U N. D. Log Ran— thich | 
6/4 No. 1&Sels 37.00 56/8 FAS... . 20.00 3/4 No.1&Sels 27.50 4/4 No. 3-B.. 8.50 ‘Pat & Wiae Beech, Log Run— EE, cies en heel 36-26-16 whl 
6/4 No.1&Sels 40.00] Plain Sap Gum— | 4/4 FAS..... 26.00 | 4/4 No.1&Sels 30.00| wiveq Oak— No © 35.00 [5/8 --+eeee $1-21-10|5/4 ....... 38-28-18 used €2 
8/4 No.1&Sels 43.00 /4 BAS..... 27.00 15/4 No.1&Sels 36.00 4/4 ab 03°34" OS wesvess 39-24-13/6/4 ...++.- 38-28-18 
4/4 13 to 17” 6/4 FAS..... 27.00] 6/4 No.1&Sels 43.00 |4/4 Snd Wy. 17.50 8 re eer 41-26-13} 8/4 ....-.-- 39-29-19 —— 
Flats Red Gum—~ | FAS & Bez 5/8 No.1&Sels 14.00] §74 No.1&Sels 64.00 |4/4 No. 3-A.. 11.60] £48 & Box 6/4 42-27-14] Qtrd. Sycam —— 
UE inesas 36.00 | 4/4 No.1&Sels 18.00| 5/8 No.2 Com 18.50|4/4 No. 3-B.. 8.00|4/4 9tag''** 74.00 [7g 1222144029215 | Ope peor 
4/4 FAS..... 52.00'5/8 FAS..... 23.00 | 5/4 No.1&Sels 19.00 | 474 No.2 Com 18.60] wagn 8/4 FAS..... +4 5/8 37-27-1 
3/4 FAS..... 55.00 4/4 FAS..... 28.00 | 6/4 No.1&Sels 20.00) 578 No. 3-A.. — 4/4 Clr. Saps 41,00 |Cottonwood— —_| pain Sycai ? 
6/4 FAS..... 67.00 6/4 FAS..... 31.00] 4/4 No.2 Com 12.00 | 4/4 No. 3-A.. 12.00|4/4 FAS..... 42.001474 Saps ry ” Figin Greamese, 
4/4 No.1&S8eis 30.00) 6/4 FAS... .. 34.00 | 5/4 No.2Com 12.50) 474 No.3-B.. 8.60|/5/4 FAS..... 43.00] ‘Seis > o.00l’ 2 22° x 
5/4 No.1&Sels 36.00! 6/8 No.1&Sels 16.00 | 6/4 No.2 Com 12.50 6/4 FAS..... 44.0018/4 Saps & Box Bds.. 55.00 28-18- 9 
6/4 No.1&Sels 38.00| 4/4 No.1&Sels 19.50 | 4/4No.3Com 7.50 Ctra. Red Oab— 8/4 FAS..... 45.00| Seis oe 11/4 ZA8s.-.-- 29.00) 4/4 + 80-20-12 
4/4 No.2 Com 17.00] 5/4 No.1&Sels 22.00 4/4 n ,- 48.00 | 10/4 FAS... 58.0014/4 No.1 Com 26.00 | c/a mae sebOIE/E --+-+--B883-18 
ys No.1&Sels $4.00 Qtrd. White Oak— | 4/4 Rs yee $s. 00 bys gh gy ee $1.60 8/4 No.1 Com 36.00 0.2 Com 15.50)6/4 ....... 33-23-13 
Qtrd ° . ° ° ES 
Gap Cum 5/4 No.2 Com 13.50| 4/4 FAS..... 73.00| Plaim Red Oak— {6/4 No. 1&Sels 30.00 “ae cel em lee Willow— ~ — 
4/4 FAS..... 31.00] 6/4 No. 2Com 12.50] 4/4 No.1&Sels 49.00 | 5/8 FAS..... 37.00 |6/4 No.1&Sels 31.00|4/42-ACom  |4/4....... 30-20-10 V4 No1&Sels 37.00 
6/4 FAS..... 34.0014/4No.8Com 17.50] 4/4 No.2 Com 24.00 !4/4 FAS..... 52.00 8/4 No.1&Sels 32.00! (Bung) ... 30.00|5/4 ....... 30-20-11 '4/4 No.2 Com 14.00 —_ 
Allis-Cl 
. . . b . . ; ; 
APPALACHIAN Illinois Educational Reunion ber are available for every purpose; and it is —_ 
possible for a dealer in part to solve his own por ye 
HARDWOODS (Continued from page 33) distribution problems through a knowledge of — 
Cleveland, Ohio, Feb. 11.—Following are naan , , species, grades and uses. Mr. Hi A 
quotations on Appalachian hardwoods f. o. b. the man who sells buildings on the unit basis, | with the statement that no Sasasaee aa Americ 
Cleveland: financed on an amortization plan. : “eae _ Co 
, . r get an inferiority complex about lumber since . 
Wien Ao _The dealer who is forward looking organizes | properly used, it is still the fi d ‘ Americ 
as $61.50 $66.50 $71.60 $74.50 his services to the end that he himself has a | adaptable of buildi pre ae See caee Anacor 
BAS Sei 1°44'80 "51:80 54.50 56.50 | Proper control of sales. Furnishing the loan is “se ; Angelit 
. No. 2 com 31.50 34.50 35.50 37.50 nae of sales control. Selling is the art Angelir 
ep Oak— of helping people to want the things they need Antrim 
Pin. FAS ..... 72.00 82.00 87.00 97.00 : hee 
No. 1 & Sel... 52.00 57.00 62.00 72.00 pd ae they pe od and of so organizing RFC December Loans Archer 
vere, 2, com. 12. 37.00 42.00 42.00 45.00 pod ransaction that they will pay at the agreed ae. 7 Gee io 10.—The Recon- — 
eee 85.00 90.00 93.00 98.00 : : struction Finance Corp. has announced that in honed 
Hater mcenpiacs 60.00 65.00 68.00 73.00 The president announced that at half past | December it authorized a loan of $35,000 to the by 
No. 1 & Se 47.00 53.00 55.00 60.00 | three the registration figures stood at 1,225. Groves-B Lumber Co Associt 
OME cca shes 35.00 37.00 39.00 40.00 a arns Lumber Co., of Dallas, Tex.; Atkins 
Waits Oax— New Way Retailing Gets Results $25,000 to the Gettinger Lumber Co., Greensboro, Atlant 
Pin. FAS ..... 8792 95@102 102.00 112.00 : : ’ N. C.; $15,000 to the Louisville Lumber & Mill- = 
No, 1 & Sel.... 57.0 67.00 67.00 72.00 Charles M. Hines, senior vice president of | work Co., Louisville, Ky., and $30,000 h 
No. 2 com.... 37.00 39:00 40:00 42.00 | the Edward Hines Lumber Co., Chicago, made | Ward-Bro & De "Fieduenk 
Basswoop— “ go, made ard-Brock Sash & Door Co., Cincinnati, 
FAS ......... 64.50 69.50 69.50 79.00 | the final address of the afternoon on the sub- | Ohio. 
No. 1 & ae 47.50 49.50 49.50 4.50 sae Experiences of a Chicago Retailer.” Fol- Babco: 
oO. com.... 32. : ¥ : owing a graphic description of the lo i alsa 
CuEStTNUT— mi ‘ iw point 
FAS ee 75.00 85.00 85.00 90.00 S _ re — ge ane S the plans W ESTERN SITKA SPRUCE — 
° : ; 5.00 60.00 is company made to make direct sa i 
No. 1 & btr. sd. with gen Mee and to eds wad the phe ees gum t» Ames Lounnt Barret 
wormy ..... 37.00 39.00 39.00 41.00 | i, k For thi 7 odel- Portland, Ore., Feb. 11.—The following are Bay D 
ng market. For this purpose it added suitable | Prices for mixed carlots prevailing today: B. C. | 
lines of paints, hardware and millwork. The | Finish— Factory stock— Bell L 
O AK FLOORING company then took the new services to the pub- —s mae 008.08 -00 4/4 $26.00 Benso’ 
Following are current quotations on oak ys through Sewepager advertising ; with the ine —iis"=- 55:00 5/4 2.2.22. 29.00 Bentle 
Py Bs Bing mg BR eager that, if the effort failed, some of | Bevel Siding— “4 jamcenlerac 32.00 Biles-t 
origine-Memphis and Johnson City, Tenn., | the company’s twenty-two city outlets would be %x4”—B ee ce 36.00 Bloede 
and Alexandria, Lt closed. , But the result was a large increase of See vee: 24.00 SPS scccinss Be Booth 
x 4” EA %x2” %x1%” | sales; the yards tha i os ; 
Cir. qtd. wht..... $89.0 0.00 $58.00 $47.00 | condition mS oy ype alee a ore A oceececeee $4.00 Lath .......04. 4.00 Bradh 
Gir, hid. “red. ...°72:00 "6200 °49:00 °47.00 ing a reasonable profit. lo iy cheecense 33.00 §=6Green Brow! 
Sel. qtd. wht..... 61.00 52.00 46.00 40.00 | make an experimental test, the company con- coccccces 36.00 = box ..$13.50018.00 Bruce 
Sel. J td. red.... 54.00 47.00 41.00 40.00 tinued several well situated yards under other Buchs 
Le: DED. WHE. .-- ote eee ESS ESS | sames and without the new services. These GEORGIA ROOFERS Buck, 
Sel. pin. Xe 52.00 40.00 41.00 35.00 yest ganly dropped to the bottom of the utent Build 
el. pln. re . ? .00 37.00 , sales list. i ollowing is a cond " urto 
No. 1 com. wht... 43.00 33.00 33.00 30.00 i th ve. e peace all are being operated ing the average weet yo A+ . 
No. 1 com. red. - 44.00 33.00 33.00 31.00 n the new way. Line on dressed roofers, random lengths, re- 
aay ced Foard = 17.00 Public Can Be Persuaded to Buy = Nag Mad twenty mills for the week ended 
Cir. qtd. wht....$67.00 $65.00 $75.00 The company offered a comprehensive re- 1x 8 ..ceeeee - $15.12 Cadd 
Gir. atd. red::..°¢2.00 60.00 66.00 modeling service, and in this field it learned a | ix 6 2222222275284 | TEa2 1222211191800 Carey 
Sel. atd. red.... 53.00 651.00 652.00 number of things. It learned that a yard sales- *No sales reported; price is that for week Celot 
Clr. pin. wht... 55.00 52.00 53.00 man and a contractor, without special prepara- ended Jan. 30. Certa 
Gel Ble: whc:--: $888 Sap Shas <.:: | Hon, made @ serict team; the Bind leading Chae, 
el. pin, red. Y 47. 44.00 t 1 ook some time and experiment- ap 
No. 1 com, wht.. 46.00 37.00 40.00 ing to learn this type of salesmanship; but CHICAGO MOVEMENT Chev 
ne ; com. red.. $8.33 e+ oaee when it was learned, the contractor and the Chicago, receipts and shipments of lumber Chris 
Shsen Sinus daiieamnd ante, ante tin. sienna salesman could work together effectively. The | [™° 8" OR SS = Sn Ri By ee, by Cinci: 
by adding to the above the following difrer- | FHA came along to fortify the sales effort, and | ‘Trade, for the five weeks ended Feb. 1, with _— 
entials figured on eoohpeon City origin: For | the company has proved conclusively that the | comparative figures for the corresponding Clanc 
— otoek. $8; for %-inch, $4; for %- and | public can be persuaded to buy. periods of 1935: lay 
» oe oetiveved, prtess » ay ae obiaipet Competition Cre ge and the Hines Ship- Receipts — 
y adding to the above the following differ- | company meets this igh quality goods and | Lumber— Receipts ments Shipments e 
ae ge ae: o Er tine yo git; | services. This makes necessary a high grade = Oe ee 938 108,479 = 84,114 = 74,365 Co 
*-inch, $3.50. of salesmanship. The company found it needed . i nt aiet 66,583 em 
a more extensive and a more exact knowledge | Inc. or Dec..... +25,770 +7,987 §+17,783 — 
M APLE FL O O of merchandise; and strangely enough the | Shingles— , aut 
RING knowledge of lumber itself, the right species and | Jan. 4 to } 1936 10,319 13,294 *2,975 CG s 
Michigan -and {Wisconsin flooring | mills grades for the right uses, was perhaps most | Fe?- 1 1935 6,607 6,036 671 Gey 
repo e following prices realize °o le > $ 08 
peer te ie takting the week ented faulty. The result has been some extensive and | Inc. or Dec..... +3,712 +7,258 §—3,546 Cros: 
Feb. 8: exact research. Some special study has been §Last figure in each group gives difference Cr 
First Second Third made of framing stock ; Proper kinds and proper | between 1936 and 1935 net receipts. Ost 
EE cscastadeeenn $62.93 $53.91 $44.59 | installation. Proper kinds and grades of lum- *Shipments exceeded receipts. 
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. inci ini f lands, and discussed plans 
he British Co- to bring out its grain to the best Sere gees Bag Pm onan Bo The British’ Co. 
memes Vancouver, B. C., Feb. 10.—The Britis interior finish of the structure is of early d $50,000 last year for 
f s’ Association is The interior 1 li- lumbia government vote ’ 
jumbia Lumber Manufacturer its way to Colonial design, the walls, ceiling, etc. exemp’ trade extension campaigns, the manufacturers 
46.00 sponsoring an unique exhibit, now - i - w ‘A s- fying the versatility of British Columbia red ~mithin: G6 wih & Us cee. Be be oe 
36.0 ms ——, bit pape Ade building cedar. Red cedar ee . —— pected a similar sum will be provided foe. the 
} 86.00 lia. The exhibit is in the I ‘ : dds to the attraction o - he said Mr. Gray, 
18:00 menial 15 by 10 feet and — 2. a = Pe exhibit was dismantied into twelve prs a Me = eager The ats on 
W. H. 15 feet, in the construction he d nr ns ae parts and packed in eight huge cedar crates pret 
_—— which British Columbia fir and re “ gh wy FF 
5-36 used exclusively. The exterior is finished in 
ae 
re, 
—‘. ALPHABETICAL INDEX TO ADVERTISEMENTS 
re, . me e . e 
18. : , isement will be found in a previous issu 
20-12 If page number does not appear opposite name, display advertis | 
-23-13 
i Red River Lumber Co., The.. 55 
Co., Kneeland-McLurg Flooring Co. adi 19 
31.00 Abesto Mfg. Co...... a 74 a bs ar -_ eee 4 Kurth Lumber Mfg. Co...... 12 Richard Shipping —....... 68 
cs hier habaers’ Mig Co" cieaed Curtis Companies Service 13 Co., James D.......... 20 peg agg oe ages? - 
Alli an Brass Co.......... 18 errr =. Lo... Roddis br. Ve se 1 
i is] American Logeing ‘Tool Go, 20 respon Wallps ard Gass ° 
so ove Divert Stark & Brown Cypress ine tua: 49 Ruberoid Co., The... 2.0.0.1 87 
losed J american Shest & Tin Plate "Gg SHTK BrownCypres Lindsey Wagon Company... : 
“aed an ee vo ong Dierks Lumber & Coal Co.... 90 Lowe Wene Wan a ateceeeds 86 St. Moritz Hotel............ 
since, ie Steel & Wire Co.. Disston & Sons, Inc., Henry. . pata a: ge Go.. The... Sallis Lum amber C Co... seas 
most ——— Mining Go.. 8 Du Pont de Nemours & Lumbermen’s Credit Assn.... 71 nanan See rans 
pom ee mbes Co. 12 ER RN 53 Lumbermen’s Mutual Casualty nee a are _ senna a. 
Angelina Hardwood Co....... 12 , Se eery a 68 
Antrim TA 2 Enterprise Co, The.......... Luthi & Co., F.C............ | omen ereeesee*s 
Archer-Daniels-Midland Co.. ae ney sey "+ SOO & Di 74 Shevlin Pine Sales Co........ 16 
econ- = a er as = ureau... ™ Exchange Saw Mills Sales Co. 67 je « Bia Rubber Mfg. Div. Shimer & Sons. Inc., 8. J..... 
at. in — 8 my ty ew rg ‘Co ‘ ire & Rubber Co of Rabestos-Manhattan, Inc. Sisalkraft “+ = Panes bons “ 
> the iste Lumber Mutuals... Flecibbe Steck Lect = Ce it Marietta Paint & Color Co. Smith, Inc., H. Co. Rai +E 8 
Tex.: Associa 7 “ . Flexible Steel Lacing = Marquart Frame & Sash Co.. 75 Smith Lumber p 
sboro, fee ee» eee 75 Solvay Sales Co — aes 
Mill- ennai as OF ii stor Company...... ; 91 Mauk Seattle Lbr. Co.,....... 20 ste bate athe a: 
o the ee eo tivematt tes Co... Meadow River Lumber Co.... 20 Seuthore en Me Oe.....+--- 
nnati, Seslpes Lumber Co......... Menominee Bay Shore a Co. 19 — oe 6 
W., Th Frantz Manufacturing Co.... ea any ay — »« nee 72 
Balas Wood Co-Ine?, The... Frost Lumber Industries, Inc.. 7 Metropolitan Building Co 68 Southwest Lumber Mills, Ine. 
: ; Ss 1 Se 8 eee 
E a he 83 General Motors Truck Co...‘ Mighigan-California sabe ,_ Bpokane Pine Prodacia Go... 10 
“ Bey De So 19 Gilehrist-Fordney Co... Mickiin Mfg. Go......2.1.2! 8 Standard Lime & Stone Co... 51 
Ree Bg tem ieee Glidd: Ecrrcserssss oa nge Lumber UO.......... 
Ly: iy G, Spraes _ Ltd.. asin Graham Paper es : ‘he: nin 8 7 eer oder of Galiae.. 60 Stanley Wa rs, The presets 6 
oo ee se rasselli Chemi e. oS SS eee 
‘E50 Bentley Lumber Go, J. A... 65 Grif Stave Co, Geo. C-... 61 Miner Le: . See as " 
He Ul Resid’ DeerasEar Mile.” —° tenderm-Melpus Ce ee © aE 6 
. i enderson-Molpus Co....... : 
36.00 BontheKelly Lumber Co The. 73 Mill-Behan Lumber Co....... © National Dry Kiln Co........ 86 Ww .. 72 
yew Bradley Lamber Sales Co..... 3 Hines Lumber Co., Edw...... 19 National Lead Co........... Teme Chal my ERR 
6.08 Bown & Co. Goo. Piidakeaees “ Holland Lamber Co 5. M. 19 Nebraske Bridge Supply & CO. aoe , 
00 6) 6Bruce Co., B. I. .... 2.00000 bestccceceeces | Dbp Co...............0.. - 
— a eng ee emcee 64 Holley-Terrell Lbr. Co., ...... Nelson & Co., Gilbert........ 74 cnee, Sean Seges < -_ 
Buck, Frank R. & Co........ 74 Holt Hardwood Company... .10-19 New York State College of unde a a” ae 
Builders Commercial Agency.. 74 Holt Lumber Company.” ....10-19 eleanor Toledo Guaranty Corp., The. 
show- Burton-Swartz Cypress Co.... Hotel McAlpin.............. 90 Nicholson] aR atte 12 
sy re- ght 72 Nerthwestn Coopennes &_-~=sTwin Olty Lhe. & Shingle Co. 
i 5O~ otel WhitcomD............ ° aso 
ended Huss Lumber Ag cee eeeeceees se ein 19-60 1 g Steel Corp. Subsidiaries. 
15.12 Caddo River Lumber Co. .... Huttig Mfg. Co.............. 
wb Carey Co,, The Philip... 15 aiaaaaitl O'Brien Varnish Co., The..... | Vanlandingham, Walter...» so 
: Rss cakess*s ternational Harvester Co... con Pe 
week reese ob teed agg go. - a8 a i ohestsconweeus Onpnte ee & Timber 72 Webster Lumber Co. HE... 61 
Ch Seema: t os othe aga 
cepts Sere C8. setae & Tae... 18 OSL Oi ag Cine: "Wollman B 
T Chevrolet Motor Co......... 19 Jackson Lumber Co.......... 90 P 51 Western Red Cedar Lumber. . 
hon Christiansen Co., C. M....... Jeffreys-McElrath Mfg. Co... 69 Pacific Mutual Door Do Dita 9 Weyerhaeuser Sales Co....... 
ed by Cincinnati Fly Seren Co... 4 Johne-Carroll Lumber Co... 69 Parker and Sons Or, eae 64 Wheeling Corrugating Co.. 
rd of Cisar Brothers.............. 74 Johns-Manville.............. Peavy-Moore Lbr. Co....... 4. White River Lumber Com any 10 
, with Gane 3 eae 69 > mel Lumber Corp., C.D. 12 Peavy-Wilson Lumber Co. . 6 ctantatiaet:.” 
nding SS Jo nm ’ li e Mah y Mirs. Co ae 64 
Clay uipment Corp Jones Lumber Co............ 69 Philippin ogan Williams & Voris Lbr. 
eipts Clover Val ey Lumber Co.. 14 Import Assn., Inc.......... 17 Willapa Harbor Lumber Milis 
men Colfax Lumber & Creosoting ood Co . 86 Pittsburgh Plate Glass Co. Winton Lumber Sales Co.. 2 
74.368 il ocitenaiaskaseerciancns OER SD acceocecvososs SS SM a ja 20 Wisconsin Land & Lumber Co 19-20 
meee em rit om — win 12 pod & Hanson Flooring Co.. 19 — aoe & a ‘ae Wisconsin-Michigan — Co.. = 
17,783 catinantal Steal Carp... Keystone Steel & Wire tman, Chas , Wisconsin-Michigan Pago. .. 
uta ro ” King PR, on asb eos ve 69 tite Mf Co 20 Wood Conversion 
a 231 Crater Lake Lumber Co. - vs - King ee Ve ness 9 Beet Benciict Underwriting Yawkey-Bissell Lumber Co... . 19 
Crosby Lumber & Mfg. Co. . 4 eee tae a + CO... cesecersesceccccers , eT eee 20 
menee ern tk SR Kneeland: Bigelow Co........ 19 Red Cedar Shingle Bureau... Zimmerman., 
rence ossett-Western Co......... ‘ : : ° ‘Il be fo “- f . two pages. 
Directory of Products Advertised in AMERICAN LUMBERMAN will und ollowing 
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February 15, 1936 | February 
. ’ ° president and treasurer; George Gerlinger, E. A. Frost, H. C. Berckes, Southern Pine As.] Southern 
National Manufacturers Executive Dallas, Ore., representing President W. B. sociation; W. B. Greeley, for E. W. Demarest, } bus, Ohi 
(Continued from Page 47) Nettleton of the West Coast Lumbermen’s West Coast Lumbermen’s Association; J, J] turers (J 
: . Association; S. M. Moreton, representing E. L. Farrell, president, E. W. Treen, secretary, Follow 
og eye <=. aenea. See the aeniion Kurth, president of Southern Pine Associa- Northeastern Lumber Manufacturers Associa- committe: 

oO Cderatec associations importance tion; D. T. Mason, Portland, Ore., represent- tion; C. C. Sheppard, President, Southern ae 
of extending Title I of the Federal Housing ng J. F. Coleman, president of the Western Hardwood Producers (Inc.J; G. F. Jewett, | oS 458% 
Act. Pine Association; W. R. Morris, for A. S. representing F,. E. Weyerhaeuser, St. Paul, tional Fc 
The attendance at the meeting was as fol- Murphy, California Redwood Association; W. Minn.; G. W. Dulany, Jr., Chicago, chairman, | senting pi 
lows : A. Holt, Northern Hemlock & Hardwood A. F. P. I.; John M. Bush, Negaunee, Mich., | here Feb 
J. W. Watzek, Jr., Chicago, president and Manufacturers Association; C. R. Macpherson, Northern Hemlock & Hardwood Manufac- joint con 
chairman; W. M. Ritter, Washington, vice Southern Cypress Manufacturers Association; turers Association; P. R. Camp, Franklin, Va., nection v 
decided t 
the prese 
Ferris a 
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A—wNorthern Pine 
B—Northern Spruce 
Bl—West Virginia Spruce 


SOFTWOOD LUMBER 


Wisconsin Land & Lbr. 

GO. ccceeseceecesoveses acd 
Wisconsin-Michigan Lbr. 

Co. 


Holley-Terrell ibr. Co..... f 
Hues Lamber Co... .cccccscs f 
Jackson Lumber Co........e 


J—Fir 
K—Spruce (Engelmann) 





P—California Pine 
Q—California Sugar Pine 





C 
-_ 


———— 





L—Spruce (Sitka) R—Redwood ; } 
ececccccccesccesceees ac Jeffreys-McElrath Mfg. Co..e , BUILD] 
C—Northern Hemlock Yawkey-Bissell Lbr. Co.. Johns-Carroll Lbr. Co.....e M—Western Red Cedar Clover Valley Lbr. Co..... p Graham 
Cl—West Virginia Hemlock Si eee Me e N—Western Hemlock Hill-Behan Lbr. Co........ r Ruberoid 
D—Northern Cedar King & Thurston.......... e O—Port Orford Cedar Michigan-California sisalkraf 
. & 
E—Southern Yellow Pine King Lbr. Co., The e mS ye eecccccecs pq Thilman 
% 2 pended B C Spruce Mills, Ltd..... k ec iver Lumber Co..... pq ‘ED! 
Antrim Iron Co......... abc F—Cypress Kurth Lumber Co........+. © : Smith Lbr. Co., Ralph CEDAR 
S Lackey Lbr. Co., S. E...... e Bloedel Donovan Lbr. Mills.j = Bradley 
may De wages COvo- 00+ OB Alderman & Sons Co., Meridian Lumber Co., Ltd..e Booth-Kelly Lbr. Co........ Boe ee 7 Bruce C 
peg gg o., 1 M.. — i Wb van theciebeseaiwus ef Mills Lbr. Co. of Ga., Inc...e Crossett-Western Co........ ; S—Idaho White Pine Frost Lu 
nes yr. Co., HGw....abe Angelina County Lbr. Co....e eavy-Moore Fr. Co...+-- e Exchan e Sawmills Sales T—Pond Pi bs t 
Holland Lbr. Co., E. M..acd Arkansas Lumber Co...... e Peavy-Wilson Lbr. Co...... e ons-telbapnnspatacaapenbignens - ge iometangy og CEMEN’ 
Holt Lumber Co.......... cd I i e —_—. “ee, 2° i eeccce - win. Setenin Lae. SIG eae te j ern ia Pittsbur: 
Jackson & Tindle, Inc...abc Bentley Lbr. Co., J. A..... ° } mae oe ny Pine Lumber Co..e Johnson Lumber Corp., . Anaconda pare Min- CEMEN’ 
Kerry & Hanson, Flooring Bradley Lbr. Sales Co......¢€ 3umter Lumber Co., Inc....e CS. Du. cccccescccceccees jin . wd on sEgsntessotses t WATER 
me Ee te eeeeereeee ae. .. ] ae e fremont Lumber Co...... ef Mathieu Ltd., J. A..... ee mies oleman Lbr. Co., Abas | 
inzel Lbr. Co.....++++++ ac Buchanan, Wm. ..... weeeee@ Trout Creek Lumber Co.....e Mauk Seattle Lbr. Co...jmn —_ ,,AMC- we ee anes eee ence eee Ranetite 
Mathieu, Ltd., J. A...... abk Burton-Swartz Cypress Co..f Vanlandingham, Walter....e ysumby Lbr. & Shingle aes ee ee peoepe 
Menominee Bay Shore Lbr. Chapman & Dewey Lum- Wier Long Leaf Lbr. Co....e ie eee Rad ai aaa jmn Hill-Behan Lbr. Co........ t Nettonal 
.o) acd See GO watsucenteseouees f Ostrander Railway & Ivory Pine CO......++eeeee- t ny 
Menominee Indian Mills.abced Clancy Co., LGR... cccccccce e G—Arkansas Soft Pine I. Oa ies singin wisi j Kinzua Pine Mills Co...... t DOOR ¢ 
Northwestern Cooperage & . j ” . Polson Lumber & Shingle Long Lake Lbr. Co...... kstu K: ° 
Lbr. Co., The......-- abcde a? heat ; re nec aearv ite --@ Cnt age 1 iy bese petite < CO. cocccccccccccscces Mauk Seattle Lbr. Co...... st pena 
Oconto Company.......-+-- ed Conroe Lumber Co.........- e Dierks Lbr. & Coal Co..... g£ Smith Lbr. Co., Ralph ny alifornia , FENCE 
Rib Lake Lbr. Co........acd Crowell & Spencer Lbr. Fordyce-Crossett Sales Co..€ = Ly ccsscccccsccceces .-jkno ai oo” Sigenrscesses 2 pt Americé 
Roddis Lumber & Veneer ag” Oe, e Fordyce Lbr. Co........... Southwest Lumber Co....jkt Shevlin Peas Gales Ce... . at < : Fe 
CO, cccccccccces st eeeees ac Dibert, Stark & Brown Frost ane pacaptrien, Inc..g Twin City Lbr. & Shingle ied taainn tn... 4 Cobnans 
Sawyer Goodman Co...... ad Cypress Co., Ltd....ccces ft Southern Lbr. Onccceseces & CO. cocceccccessccccsoce jm Southwest Lbr. Mills, Inc...t Contine 
Shevlin Pine Sales Co...... a Ethel Lumber Co........+. e A tle Rea C Vanlandingham, ae. -jkm Spokane Pine Products Keystor 
x I l 1 —Aromatie Red Cedar ae a =)3)=)6— lt I hanvivancevansasecens st sth, beet 
Stange DLbr. Co.. cocccccce cS = eaee ow =. oa - - Se ee an Twin city Lor. & ‘Shingie Pittebe 
Stephenson Co., I....... abcd F a pease Red Bradley Lbr. Sales Co..... h Weyerhaeuser ("| (pleats: Spin Pantie cite je — Ss 
Thunder Lake Lbr. Co...acd = ~ am . f Brown & Co., Geo. C......- es eer ee ajmst me MEET Walter....t U “ 
. eee Sneek Sesceestews Bruce Co., E. Le..sseeeees h Ww hite River Lumber Willapa Harbor Lbr Mills. .j c ; 
Toledo Guaranty Co....ablicl Frost Lbr. Industries, Inc..e = = = j- +$-= “Gg co.cc cc cecccccce jkmn Weyerhaeuser Bray . W heeli 
Von-Platen-Fox Co.......-- ac Gilchrist-Fordney Co....... e I—North Carolina Pine Winton Lumber Sales agencies baa ees ee ajknst GATES 
Ww eyerhaeuser Sales Henderson-Molpus Co...... S oo , ”lltC a eee -jkmst Winton Lumber Sales “ : 
Sk cccaskesedeuaeses ajlmrs Hill-Behan Lbr. Co........ e Schuette Co., Wm........ ais Willapa Harbor Lumber Mills ak. ccanauwececees eau pyro he 
Keysto! 
Pittsbu 
Weidman Lbr. Co...abdhmn Wisconsin-Michigan Lbr. , 
HARDWOOD LUMBER Wisconsin Land & Lor. ee teteene aamn ff GLASS 
ES PAE EY edm Yawkey-Bissel Lbr. Co..dmn ee 
..& Magnolia ...1 Christiansen Co., C. M..abdhm Biypomtaae Bay Shere “ 
, ..b Maple (Hard Cisar Brothers...... adhimnq r. Deneve verens mn W 
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Southern Pine Association; L. C. Bell, Colum- 
pus, Ohio, Appalachian Hardwood Manufac- 
turers (Inc.). 

Following the hee of the executive 
committee of the National Lumber Manufactur- 
ers Association, the joint committee of the Na- 
tional Forest Conservation Conference (repre- 
senting public and private forestry agencies) met 
here Feb. 7 and reaffirmed the essentials of the 
joint conservation program formulated in con- 
nection with the Lumber Code in 1934. It was 
decided to suggest the introduction of a bill in 
the present Congress to amend the Chamberlain- 
Ferris act of June 9, 1916, to provide fqr the 
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administration of the Oregon-California re- 
vested lands on a sustained yield basis. The 
committee will strongly urge passage of the re- 
cast omnibus forestry bill. The bill is considered 
as one of general public benefit rather than of 
particular benefit to the forest industries. It 
will be entitled a measure to promote sustained 
yield forest management. 


Sales, Collections Better 


New York, Feb. 10.—After resisting seasonal 
declines in December, wholesale collection and 
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sales conditions in 97 cities revealed an encour- 
aging return toward fall levels, according to 
the January survey released this morning by 
the National Association of Credit Men. In 
contrast to 49 cities reporting “good” collec- 
tions and 47 “good” sales, the current study has 
55 cities in the “good” collections, and 64 in 
the “good” sales column. “Slow” collections 
are reported by only two cities, in contrast with 
nine the previous month while “slow” sales are 
noted by only one city, a drop of two from 
last month. 
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BUILDING PAPER 

Graham Paper Co. 

Ruberoid Co., The 

jisalkraft Co., The 

Thilmany Pulp & Paper Co. 

ee CLOSET LINING 
radley Lbr. Co. of Ark, 

; ruce Co., E. 

Frost Lumber Industries, Inc. 


CEMENT REINFORCING 
Pittsburgh Steel Co. 


CEMENT 
WATERPROOFING 
Abesto Mfg. Co. 
Ranetite Mfg. Co. 


COLORS IN OIL 
National Lead Co. 


DOOR CLOSERS 
Kaywood Company 


FENCE AND FENCE POSTS 
American Steel & Wire Co. 
(U. S. Steel Corp. Subsidiary) 
Columbia Steel Company 
(U. S. Steel Corp. Subsidiary) 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 
Tennessee Coal, Iron & R, R. 
Co. 
(U. S. Steel Corp. Subsidiary) 
Wheeling Corrugating Co. 


GATES—Steel 

American Steel Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 


GLASS 
Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 





ACCOUNTANTS 

Nelson & Co., Gilbert 

APPRAISERS AND TI) 

ESTIMATORS — 

Lacey Co., The games D. 

Sewall, James W 7. 

Spain & Co., Hn M. 

FINANCIAL 

Builders Commercial Agency 

Lumbermen’s Credit Asso- 
ciation 

FOREIGN BROKERS 

Richard Shipping Corp. 


AXES AND LOGGING 
rOooLs _— 
American Logging Tool Co. 
BATTERIES 

Firestone Tire & Rubber Co. 


BELTS AND ACCESSORIES 


Flexible Steel Lacing Co. 

Manhattan Rubber Mfg. Div. 
s Raybestos - Manhattan, 
ne, 


BRAKE LINING AND 
ACCESSORIES 

Firestone Tire & Rubber Co. 
CUTTER HEADS 
Shimer & Sons, Inc., 
DOGS, SET WORKS, 
Kent Machine Co. 


Ss. J. 
ETC. 


BUILDERS’ SPECIALTIES, ETC. 


HARDWARE—Builders’ 
Stanley Works, The 


INSULATION 


Armstrong Corp Products Co. 


Carey Co., The Philip 
Celotex Co. 


Certain-teed Products Corp. 
Johns-Manville 

Ruberoid Co., The 

Standard Lime & Stone Co. 
Wood Conversion Co. 


KITCHEN UNITS 
Curtis Companies Service 
Bureau 


LADDERS 
Babcock Co., W. W. 


LINSEED OIL 


Archer-Daniels-Midland Co. 
National Lead Co. 


LOG CABIN SIDING 


Frost Lumber Industries, Inc. 


Kinzua Pine Mills Co 
Red River Lumber Co. 


METAL ACCESS DOORS 
Milcor Steel Co. 


METAL CEILINGS 
Milcor Steel Co. 


METAL CORNER BEAD 


Milcor Steel Co. 
Pittsburgh Steel Co. 


METAL LATH 


Continental Steel Corp. 
Milcor Steel Corp. 
Pittsburgh Steel Co. 


NAILS 


American Steel & Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 


OVERHEAD DOOR 
EQUIPMENT 


Stanley Works, The 
PAINT, ENAMEL, 
VARNISH 


Glidden Company 

Lowe Brothers 

Marietta Paint & Color Co., 
The 

O’Brien Varnish Co., The 

Parker & Sons Co., Ira 


PLASTER BOARD 


Certain-teed Products Corp. 
National Gypsum Co. 


PLASTER LATH 
Johns-Manville 
Milcor Steel Co. 
Pittsburgh Steel Co. 


PLYWOOD AND VENEERS 

Hill-Behan Lbr. Co. 

Mauk Seattle Lbr. Co. 

a i ag ee & 
Lbr. Co., T 

Pacific Siienat Door Co. 

Red River Lbr. Co. 

Sawyer Goodman Co. 


Roddis Lumber & Veneer Co. 


POSTS—Steel 

American Steel & Wire Co. 
Continental Steel Corp. 
Pittsburgh Steel Co. 


PRICE CARD MOULDING 
Zimmerman, F,. M. 


ROOFING CLIPS 
Seal-All Clip Co. 


ROOF COATING—Cement 
Abesto Mfg. Co. 

Barber asonet On The 
Barrett Co., T 

Certain-teed Products Corp. 
Ruberoid Co., The 


ROOFING, SHINGLES, 
SIDING—Asbestos, Asphalt 
Barber Asphalt Co., The 
Barrett Co., The 

Carey Co., The Philip 
Certain-teed Products Corp. 
Johns-Manville 

Ruberoid Co., The 


ROOFING—Slate 
North Bangor Slate Co. 


STEEL SHEETS, Plain or 
Corrugated 


American Sheet & Tin Plate 
Co. 

(U. S. Steel Corp. Subsidiary) 

Columbia Steel Company 

(U. S. Steel Corp. Subsidiary) 


Continental Steel Corp. 
Milcor Steel Co. 
Iron & R. R. 


Tennessee Cval, 
Co. 
(U. S. Steel Corp. Subsidiary) 
SASH-CORD 
Samson Cordage Works 


MISCELLANEOUS SUPPLIES AND SERVICES 


HOTELS 


Benson 
Coronado 
Davenport Hotel Co. 
Hollenden 
McAlpin 
Pennsylvania 
Roosevelt 

St. Moritz 
Stevens 
Whitcomb 
William Taylor 


INSURANCE 


Associated Lbr. Mutuals 

Lumbermen’s Mutual Cas- 
ualty Co. 

Rankin-Benedict Underwrit- 
ing Co. 


OFFICE BUILDINGS 
Metropolitan Building Co. 


OFFICE SUPPLIES 
Buck & Co, Frank R. 


SAP STAIN PREVENTIVES 


Chapman & Co., A. D. 


DuPont de Nemours Co., 
ne., BE. I. 

Grasselli Chemical Co. 

TIMBER SALES AND 


PURCHASES 
Lacey Co., The James D. 


TERMITE 
EXTERMINATORS 

Bruce Co., E. L. 

TREATED PRODUCTS— 
Railroad Ties, Poles, Piling 


Timber Products, Lumber, 
Fence Posts 


American Creosoting Co. 


MACHINERY AND EQUIPMENT 


DRY KILNS AND 
ACCESSORIES 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


ELECTRIC MOTORS 
Allis-Chalmers Mfg. Co. 
ELECTRICAL WIRE 
& CABLE 


American Steel & Wire Co. 
FILES 
Nicholson File Co. 


FIRE EXTINGUISHING 
CHEMICALS 


Solvay Sales Corp. 


INJECTORS, VALVE 
STEAM P PUMPS, PIPING 
Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOGGING EQUIPMENT 
American Logging Tool Co. 
Lindsey Wagon Co. 


LUMBER LIFTS 
Moore Dry Kiln Co. 
National Dry Kiln Co. 


MOTOR TRUCKS 
Chevrolet Motor Co. 

Ford Motor Co. 

General Motors Truck Co. 
International Harvester Co. 
Studebaker 


PORTABLE SAWMILLS 


Kent Machine Co. 
Miner Saw Mfg. Co., J. H. 


POWER PLANT EQUIP- 
MENT 

Allis-Chalmers Mfg. Co. 

Enterprise Co., The 


SAWMILL MACHINERY 
Allis-Chalmers Mfg. Co. 
Enterprise Co., The 

Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 


SAWS, KNIVES, TOOLS 
Atkins & Co., E. C. 

Disston & Sons, _ .» Henry 
Miner Saw Mfg. H. 
Nicholson File a 


SCREENS—Window 
Cincinnati Fly Screen Co. 


SCREEN CORNERS 
Micklin Mfg. Co. 


SOUND-DEADENING 
MATERIA 


Celotex ong 

Certain-teed Products Corp. 
Johns-Manville 

Wood Conversion Co. 


STAINED SHINGLES 
Weyerhaeuser Sales Co. 


WALL BOARD 
Certain-teed Products Corp. 
Johns-Manville 

Wood Conversion Co. 


WALL PAPER 
Lennon Wall Paper Co. 


WALLSEALERS AND 
PRIMERS 
Casein Mfg. Co. of America, 


Inc., The 
National Lead Co. 
WHITE LEAD 
National Lead Co. 


WINDOW FRAMES—Metal 
Clay Equipment Corp. 


WINDOWS—Combination 
Storm Sash and Screen 


Marquart Frame & Sash Co, 


WINDOWS— Insulated 


Curtis Companies Service 
Bureau 


American Lumber & Treat- 
ing Co. 

Colfax Lumber & Creosoting 
Co. 


Crosby Lbr. & Mfg. Co. 
Crossett-Western Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Hill-Behan Lbr. Co. 
Nebraska Bridge Sup. & Lbr. 


oO. 
Southern Pine Lumber Co. 


WOOD PRESERVATIVES 
Parker & Sons Co., Ira 


PARK PLUGS 

Foestene Tire & Rubber Co. 
STEAM FEEDS 

Soule Steam Feed Works 
TIRES 

Firestone Tire & Rubber Co. 


TRACTORS 
Allis-Chalmers Mfg. Co. 


VENEER DRYING 
MACHINERY 
Moore Dry Kiln Co. 
WAGONS—Log 
Lindsey Wagon Co. 
Love Wagon Co. 


WELDING WIRE, WIRE 
ROPE, FITTINGS AND 
SLINGS 


American Steel & Wire Co. 


WIRE BRONZE 
American Brass Co. 
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EDWARD A. SELFRIDGE, 63, nationally 
known lumberman and Government official 
died at Hot Springs, Ark., Feb. 1, following 
an emergency operation for an intestinal 
complication. He and his wife were en route 
by automobile to California. Mr. Selfridge 
resided in Washington, D. C., from Septem- 
ber, 1933, until the summer of 1935, being then 
a deputy administrator of the NRA. Capt. 
Selfridge was for many years a successful 
lumber manufacturer in the California red- 
wood district, during which time he was a 
resident of San Francisco. He was active 
in the affairs of the National Lumber Manu- 
facturers’ Association, and was at one time 
president of the California Redwood Associa- 
tion. Upon retirement from active lumber 
manufacturing duties, he was persuaded in 
1926 by Herbert Hoover, then secretary of 
commerce, to accept a position as U. S. Lum- 
ber Trade Commissioner in the Far East, 
with headquarters in Tokyo. In 1927 he was 
transferred to London, ngland, as U. S. 
Lumber Trade Commissioner for Europe. 
After serving for a short time as assistant 
chief of the Lumber Division of the Depart- 
ment of Commerce, he resigned in 1929 and 
retired to his farm at Roxbury, Conn. In 
September, 1933, General Johnson called him 
back to public service in the NRA. Since 
the suspension of administrative activities by 
the NRA, Mr. Selfridge has been residing at 
Roxbury. He was widely known in Wash- 
ington civil and military circles, having been 
an officer of the Lumber Division, War In- 
dustries Board during the World War, and 
a captain in the army in the war with Spain. 
He was a fine representative of the type of 
successful men who give public service for 
the love of service rather than for political 
or substantial rewards. He is survived by 
his widow, and a daughter. 





GEORGE INNES MIDDLETON, 79, in the 
coal and lumber business at Ripon, is., for 
thirty years, died Jan. 31 at his home. Mr. 
Middleton went to Ripon in 1883, and two 
years later became associated with the late 
G. F. Horner in the lumber and fuel busi- 
ness. He retired in 1915. Mr. Middleton was 
prominent in the St. Peter’s Episcopal Church. 
where he served as vestryman and warden 
for forty years. Surviving are his widow, 
two sons, one of whom is J. A. Middleton of 
Middleton Lumber & Fuel Co., Ripon, and a 
director of the Wisconsin Retail Lumber- 
men’s Association, a daughter, ten grand- 
children and a brother. 


SYLVESTER EMLEY, 84, owner of a re- 
tail lumber business in Wisner, Neb., for the 
last fifty-three years, died Jan. 10. He es- 
tablished his concern in 1883, and was active 
until his death. Mr. Emley held many im- 
portant civic posts, among them being a term 
as mayor, councilman, director and _ vice- 
president of the Citizens National Bank, and 
as a deacon of the Congregational church. He 
leaves his widow, a son, Bruce, associated 
with his father in the lumber business, a 
brother, and two sisters. 


VINCENT P. GREGG, 40. partner in the 
Gregge-Solderberg Lumber Co., Spokane, for 
the last fourteen years, was killed in an 
automobile accident last week near The 
Dalles, Ore., while he and Carl E. Soderberg, 
his associate in business, were returning 
home from a business trip to Portland. Mr. 
Soderberg was injured. Mr. Gregg was a 
World War veteran, and a member of the 
Spokane Hoo-Hoo Club. He leaves his widow, 
ie children, his parents, a brother and 
a sister. 


NEAL MEIER, 60, pioneer Atlanta, Ga., 
lumberman and president Cleveland-Oconee 
Lumber Co., Atlanta, died Jan. 29, in Gardi- 
ner, Ga., after a brief illness. He was con- 
sidered a pioneer in the hardwood field in 
Atlanta, and was one of the South’s leading 
authorities on lumber preservation. He be- 
came president of the Cleveland-Oconee Lum- 
ber Co. in 1912, and held the office until death. 
Surviving are his widow, two sons, and three 
daughters. 


THOMAS Y. C. BALLANTYNE, 57, promi- 
nent Pacific Northwest lumberman, died at 
his home in Tacoma, Feb. 2, following a heart 
attack. He had been a Tacoma resident since 
1905 and during most of that time served as 
manager of the Tidewater Mill Co. Prior to 
that time, he was in charge of interests of 
the Robert S. Dollar Co. in Portland, Ore., 
and Vancouver, B. C. He is survived by his 
widow, three daughters, his mother, three 
sisters and four brothers. 


JOSEPH M. HIXON, 72, a native of La- 
Crosse, Wis., died at his home in Pasadena, 
Cal., Jan. 25. He was associated with the 
late T. B. Brittingham in the lumber busi- 
ness under the firm name of Brittingham & 
Hixon. He controlled extensive lumber in- 


terests in the South and Pacific Northwest. 
Mr. Hixon was an active supporter of the 
California Institute of Technology. His 
pet a a daughter, five sons and a brother 
survive, 


F. W. BLOOMER, 88, retired lumberman 
who previously was employed by the Ozark 
Land Lumber Co., Springfield, Mo., died 
Feb. 3. Mr. Bloomer was connected with 
the Hershey lumber interests in Missouri at 
one time, but in 1896 moved to Winona, Mo., 
where he remained with his last connection 
until the company finished sawing its timber 
in 1912. He retired in 1918. His widow, a 
daughter and two sons survive. 








HOMER J. CRANDALL, 57, manager of the 
Puyallup (Wash.) branch of the Columbia 
Lumber Co., died in a Puyallup hospital Feb. 
1. Mr. Crandall had been a Puyallup resident 
for the last four and a half years, moving to 
that city from Stanwood, Wash. He was ac- 
tive in club and fraternal circles and be- 
longed to numerous lodges. He is survived 
by his widow and a son. 





VICTOR OLSEN, 43, widely known Grays 
Harbor lumber inspector, died in Olympia, 
Jan. 26 following an illness of several 
months. His home was in Hoquiam, Wash., 
and he had been employed for a number of 
years inspecting lumber at the mill of the 
Grays Harbor Lumber Co. He is survived 
by his widow, a daughter and an infant son. 


W. J. JACKSON, who organized the Jack- 
son Lumber Co., Farmington, Ill., thirty years 
ago, died Jan. 26. His death followed by 
twenty days that of his wife, who was killed 
in an automobile accident. The business will 
be continued by R. E. Jackson, president of 
the company, who is one of the two sons 
surviving. Four daughters were also left. 


JOHN HART, 80, early operator of a plan- 
ing mill and interior finish plant at he- 
ville, N. C., died at his home in Spartanburg, 
S. C., Feb. 1. After many years in the lum- 
ber and mill business, he entered the ma- 
chinery industry. Mr. Hart’s son, Earle L, 
is president of Earle Hart Woodworking 
Machine Co., Chicago. 





S. H. PAWLEY, of the S. H. Pawley Lum- 
ber Co., Brazil, Ind., was killed Feb. 4 near 
El Dorado, Ark., when his automobile crashed 
into the rear of a stalled truck. A little girl 
in the truck was also killed. Mr. Pawley 
operated several lumber yards in Indiana. He 
leaves his widow, and several brothers. 





WILLIAM F. BECKER, 86, an employee of 
the wholesale lumber firm of Taylor & Crate 
(Inc.), Buffalo, for over sixty-five years, died 
Jan. 27. He was well known among buyers 
of hardwoods, since he had sold to them for 
some time. Three sons and three daughters 
survive. 


CALVIN K. SCHWING, 69, vice president 
Schwing Lumber & Shingle Co. (linc.), 
Plaquemine, La., died in late January. He 
had served in the State senate, and was 
rominent in his community. Survivors are 
his three brothers, one sister, and several 
nieces and nephews. 


JAMES GEORGE BRYSON, 79, veteran 
lumberman of the upper Ottawa Valley, died 
Jan. 29 at his home in Fort Coulonge, Que. 
For many years he conducted a lumber busi; 
ness in his own name, and subsequently was 
associated with the firm of James Davidson’s 
Sons. His widow and three sons survive. 


DUDLEY W. SLAY, 62, president Sallis 
Lumber Co., Brandon, Miss., died Jan. 21, fol- 
lowing an appendicitis operation a week 
earlier. His lumber interests were centered 
in Brandon. Mr. Slay leaves his widow, six 
sons, two daughters, two brothers, two 
sisters and many grandchildren. 


MICHAEL GOETHE, formerly associated 
with the Goethe Lumber Co., which operated 
in various cities in Florida for the past 
thirty years, died at his sister’s home in 
Varnville, S. C., Jan. 21. He leaves three 
brothers and the sister. 


Cc. T. SINGLETON, 55, manager R. D. 
Walker Lumber Co., Good Water, Ala., died 
of a heart attack at his home, Jan. 22. He 
graduated from Ohio State University where 
he was a star football player. His three sons 
survive. 


JOHN H. McCORD, 73, 
throughout the east-central part of Ohio, 
died at his home in Wellsville, Jan. 20. His 
widow, three daughters, four brothers, a 
sister and several grandchildren survive. 
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GEORGE A. SCHIMMELPFENNIG, 55, vice 
president and treasurer Lorain Street Lum- 
ber Co., Cleveland, Ohio, died Jan. 43 of a 
heart attack. Mr. Schimmelpfennig leaves 
his widow, one daughter, and three sisters, 


THOMAS B. MARSHALL, 59, vice president 
Allen Lumber Co., Berlin, Wis., died early 
Feb. 2. He was formerly associated with 
the Middleton Lumber Co., Ripon, Wis. His 
widow and two daughters survive. 


JAMES MARSHALL LANHAM, 59, super- 
intendent of the Lanham Hardwood Flooring 
Co., Louisville, Ky., died Feb. 10. Surviving 
are his widow, a daughter, two brothers, and 
four sisters. 


MRS. JESSIE ATKINS MOORE SIMMONS, 
42, wife of Roger E. Simmons, lumber broker 
of New Orleans, died Feb. 6. Her husband 
and a daughter are left. 


Gets Big Rate Refund 


Ricumonp, Va., Feb. 10.—The Chesapeake 
& Ohio Railway and fifty-two other railroads 
have been ordered by the Interstate Commerce 
Commission to make reparations totaling $91,759 
to the Phillips Lumber Co., of Virginia. With 
two members dissenting, the commission held 
that to be the amount due the lumber firm “on 
account of unreasonable rates collected for trans- 
portation of lumber and box shooks from points 
in Virginia to destinations in trunk line and 
New England territories.” 

———_—_————— 


Emergency Increase Resisted 


Atianta, GA., Feb. 10.—The Georgia Public 
Service Commission will contest in Federal 
court a recent order of the Interstate Commerce 
Commission placing in effect emergency rate 
increases on all intrastate freight shipments. 
The State commission and the Interstate Com- 
merce Commission have been at odds over the 
emergency rate revision order. These increases 
are approximately 10 percent on all classes of 
freight with a few exceptions. 








Fewer Freight Cars Now in 
Need of Repairs 


Class I railroads on Jan. 1 had 266,876 
freight cars in need of repairs, or 14.9 percent 
of the number on line, the Association of Amer- 
ican Railroads announces. This was a decrease 
of 3,108 cars compared with the number in 
need of such repairs on Dec. 1, at which time 
there were 269,984, or 15.0 percent. 

Freight cars in need of heavy repairs on Jan. 
1 totaled 219,217 or 12.3 percent, a decrease of 
4,908 cars compared with the number in need 
of such repairs on Dec. 1, while freight cars 
in need of light repairs totaled 47,659 or 2.6 
percent, an increase of 1,800 compared with 





South Carolina Veneer Rates 


CoLtumsia, S. C., Feb. 10.—Both the Atlantic 
Coast Line and the Seaboard Air Line Railroad 
companies have been ordered by the State Public 
Service Commission to adopt rates of 11 cents 
a hundred pounds on carload shipments of 
veneer wood from Darlington to Sumter. Pre- 
vious rates were 14%4 cents a hundred between 
Darlington and Charleston, and 8% cents be- 
tween Darlington and Sumter. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight loadings for the two weeks 
ended Feb. 1, 1936, totaled 1,206,530 cars, as fol- 
lows: Forest products, 56,944 cars (an increase 
of 2,389 cars above the amount for the two 
weeks ended Jan. 18) ; coal, 321,939 cars; grain, 
59,715 cars; livestock, 24,329 cars; ore, 10,665 
cars; coke, 21,362 cars; merchandise, 292,871 
cars, and miscellaneous, 418,705 cars. The total 
loadings for the two weeks ended Feb. 1 show 
a decrease of 19,906 cars below the amount for 
the two weeks ended Jan. 18. 























